
































EXPERT JUDGMENT PREFERS 









a 


g 


~.e Z 


HARVESTING ICE... 


It's a cold, wet, tough job hauling ice up the ing out. “AMERICAN” ROPE is carefully 
chute to storage. But “AMERICAN” ROPE made of the very finest of available materials. 
gives money-saving service in spite of suc- It’s rugged . . . long-lasting . . . good to use 
cessive soaking, freezing, thawing and dry-_ . . . good to sell. 


The Need for Rope Conservation Still Exists 





AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. - ROPE + TWINE » PACKING » OAKUM 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
Soles Offices: BALTIMORE * BOSTON * CHICAGO * HOUSTON * NEW ORLEANS © PHILADELPHIA 

















FIRST OF A NEW 
LINE...DESTINED 
TO BREAK ALL 


SALES RECORDS 








DALGLISH LAWN MOWER 


The first of a new line of modern, sturdy, light metal tools 















and implements is the sparkingly beautiful, streamlined 
Dalglish lawn mower. It is fresh in design and includes 
many unique engineering features that, we believe, make 
it superior to any lawn mower in America. This is not a 
‘“dressed-up”’ version of prewar merchandise. The Dalglish 
mower is distinctive ... its features are outstanding... 
most important, the Dalglish lawn mower is one your 
customers will want to buy. 


Call Garfield 5861 in St. Paul or write Department 12A for 
complete details about the new line of Dalglish products. 


Siam, 






| J. M. DALGLISH & COMPANY | 


| 41-71 West Fillmore Avenue Saint Paul 1, Minnesota 
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Hardware Age, published every other Thursday by Chilton Co. (Ine.). Entered as seeond-class matter March 24, 1933, at the Post Office at Philadelphte under the Act of 
March 3, 1879. (Printed in U. 8. A.) $1.00 ger year. Single copies 25¢ each. Vol. 156, Ne. 12. 












HANDLE — Perfectly 
shaped to fit the hand 
naturally and comfort- 
ably. 





































LATERAL ADJUSTING 
LEVER — Permits side- 
wise adjustments of 
Cutter. 


CUTTER-—Selected steel, 
individually hardened 
and tested. Cutter cap 
gives extra stiffness to 
Cutter, eliminates 
chatter, curls shaving 
producing smooth sur- 
face. 





ADJUSTING NUT-— 
Regulates thickness of 
FROG — Provides sup- shavings. 

port directly at rear of 

mouth, makes Plane 

practically one solid 

piece. Adjustable for 

width of mouth. 





KNOB -— Fits tightly 
into ring boss cast in 
plane bottom, prevent 
ing looseness and knob 


splitting at base. compare with the record of Stanley Bailey Planes used ' 


No other partnership between tool and craftsman can 


by woodworkers the world over. Every Stanley Bailey 
Plane has one standard of performance — fine, fast, 
effort-saving results year in and year out. This tool 
een ee aE Sy needs no postwar build-up . . . it sells .. . it satisfies .. . 


strong and rigid, milled it pays profits! 
and ground straight and 


true. 


LEVER CAP — Holds cutter 
securely in position — no 
chatter. Pear-shaped hole 
keeps Lever Cap tight 
when Cutter is adjusted. 


STANLEY TOOLS 
NEW BRITAIN, CONNECTICUT 


© CRIED I. 


TRADE MARK j 


THE TOOL BOX OF THE WORLD 


HARDWARE AGE 














UTICA Pliers and Adjustable Wrenches 
have offered ease of handling and long- 
life performance for over 50 years. Made 
by experts for the use of experts, they 
are the choice of good mechanics every- 
where. 


Sold only through recognized distributors. 
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UTICA DROP FORGE & TOOL 


CORPORATION 
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3 Mi E TA L AND “STILL HARDER TO GET” 
g obber items 


WE MAKE 109 HARDWARE AND HOUSEFURNISHING PROD- 
UCTS. LET’S DISCUSS 3 ONLY AND GET ACQUAINTED. 
TAKES CARLOADS OF STEEL AND 7 MONTHS’ WORK TO 
MEET THIS DEMAND WHICH IS AN INTRODUCTION OF 
MERIT IN ITSELF. 


Te No.1 PLANT PROPS 


1 Eliminate all wood Stakes with ? Support a Flower or Plant 3 Termite and Rot Proof. 4 Priced so low that no Gardener 
unkempt Rag and String Ties. better. can afford to be without them. 


. Advertised more than any § Attractively packed. 7 Can be saved from year te 
known type of a Prop. opr 





YOUR FLOWERS HOLD 
19 Se o simply constructed and safe UP THEIR HEADS 
. Sell in gross lots to Garden @Q Boked in Garden-Green Color a child can place them cor- 


lovers. enamel. rectly. 


Retail! Price 

















Size (over all) Packing Shipping Weight per Dozen 
{ 1 dz. in decorated (illus.) cartons, 
16" } 12 ctns. per case (1 gross) 10 Ibs. $ .50 
{ 1 dz. in decorated 
30°’ ) pkge., 6 pkgs. (2 gross) per case = $ .95 
{ 1 dz. in decorated pkge. 
42" ) 6 pkgs. ('/2 gross) per case es $1.20 
’ = 2.00 
66" (1/4"" die.) 2 dz. per wrapped bundle 28 $ 
78"" (5/16" dia.) { 1 dz. per wrapped bundle “4” $3.00 
/ F.0.B. Jersey City and Skillman, New Jersey factories. 
pene Storedoor delivery allowed on shipments of 50 pounds or over to stores in the New York Sy 
Freight metropolitan crea. 66° 42°30" 16" FINISH 
Allowance On shipments from Jersey City or Skillman factories full freight allowed on 100 pounds pro- Exact Sise 
vided rate does not exceed $1.25 per 100 pounds. Cat. or Newspaper Cut. $10 
ITEM NO. 2—FENCE RODS | ITEM NO. 3—WICKET SHIELDS 


- | 
AP a is 


Stiff, strong, green en- 
ameled rod to support one 
or two rows of wire, heavy 
twine or clothes line. 


Strong, green enameled 
, plant and lawn protectors. 





























Mighty handy for circling Popular and not easy to get 
| trees and ornamentals to “Loopers” to keep children . 
nag ee and pets away. Safe with no 
| sharp prongs. 
Per Doz. $1.20 | 
| Doz. per Bdl.—6 Bdls. Strapped Per Doz. $1.50 €.14'01A. sTEEL RoD-END TO END 4 J 
ah 36 Lbs. | 72 per Bdl.—45 Lbs. 
WELCOME TO OUR BOOTHS AT THESE SHOWS 
NEW ENGLAND HARDWARE SHOW OHIO HARDWARE CONVENTION NATIONAL HOUSEWARES SHOW 
Feb. 20th-22nd inc. Hotel Statler, Boston Feb. 11th-14th, Netherland Plaza Hotel, Dec. 30th-Jan. 4th, Pelmer Home, Chicage 
ORDER EARLY Made only by WRITE TODAY 


=x, GOULARD & OLENA, inc. 97 


CHEMICAL MANUFACTURERS 
| 140 LIBERTY ST., NEW YORK.NY. 


(G0) 
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“PACKAGED DRIVE” REPLACED IN FOUR MINUTES! 


by A. O. Smith experts. 


The Packaged Unit-Drive...no pulleys, no belts...is one 
of the great 24 exclusive features of the SMITHway Stoker. 
It brings new ease of service to the dealer, new convenience 
to the owner. 

Compact, and engineered for highest efficiency, the motor, 
Should 


this unit ever need servicing, it can be removed in less than 


transmission and fan are packaged into one unit. 


two minutes by the use of a pair of pliers and a common end 
wrench. 

With the same simple tools, a replacement unit can be in- 
stalled within another two minutes. Then, at your conven- 


ience, you send the original unit to the factory for servicing 


Now you can avoid making repairs 
on the job or in your shop, during the busiest hours of your 


day, avoid inconvenience for serviceman and customer alike. 


fo the Realet SMITHway engineering reduces the 


number of service calls—makes them simpler and briefer. 
Packaged Unit-Drive is but one of the many reasons for featur- 
ing the SMITHway Stoker. 


70 the Customer the new SMITHway Stoker pro- 


vides powerful reasons for buying now. It is the logical 


way to eliminate forever the annoyance of hand-firing. 


Learn now why the SMIiTHway Stoker, with its 24 exclusive features, is easy to 
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Copyright, 1945, A. O. SMITH Corporation 


sell, simple to service, convenient to own. 


Fr nZa_ aa erlUrerhllC Trl eel eee bens | 
A. O. SMITH CORPORATION, Dept. H-12-45 
| Milwaukee 1, Wisconsin 
Yes, I want further information on “America’s 
Outstanding Stoker” and its 24 exclusive features. 
No obligation, of course. f 
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ENDURING PERFORMANCE 






BRASS FOR ENDURING PERFORMANCE 
BRASS FOR ENDURING PERFORMANCE 
ENDURING ANCE 











































FOR ENDURING BEAUTY these Hollymade Tubular Lock 
and Latchsets are unequalled. The “Santa Fe” and “Akron” 

knobs and rosettes are made of heavy gauge Wrought : 
Brass with Cast Brass “French Design” shank... the “St. Louis” 

is of heavy gauge Wrought Brass with conventional type 
USE shank. The knobs are fashioned for the home in trim finishes 
USE of Polished Chrome, Satin Chrome, Polished Brass, Dull 
USE ERFORMANCE Brass and Dull Bronze. In order to give added durability, 
USE BRASS FOR ENDURING PERFORMANCE the lustre of the knobs is preserved by the use of a spe- 
USE BRASS FOR ENDURING PERFORMANCE cial lacquer process on brass and bronze finishes. 

USE BRASS FOR ENDURING PERFORMANG 
USE BRASS FOR ENDURING 
USE BRASS FOR ENDURING 
USE BRASS FOR ENDURING 
USE BRASS FOR ENDURIN 
USE BRASS FOR ENDURIN 
USE BRASS FOR ENDURING 
USE BRASS FOR ENDURIN: 
USE BRASS FOR ENDURIN: 
USE BRASS FOR ENDURIN¢ 
USE BRASS FOR ENDURIN« 
USE BRASS FOR ENDURING RFORMANCE 
USE BRASS FOR ENDURING PERFORMANCE 
USE BRASS FOR ENDURING PERFORMANCE 
USE BRASS FOR ENDURING PERFORMAL 
USE BRASS FOR ENDURING PERFORMA 
USE BRASS FOR ENDURING PERFORMAE, 
USE BRASS FOR ENDURING PERFORMA 
USE BRASS FOR ENDURING PERFORMA 
USE BRASS FOR ENDURING PERFORMAE 
USE BRASS FOR ENDURING PERFORMA 
USE BRASS FOR ENDURING PERFORMA 
USE BRASS FOR ENDURING : 
USE 
JSE 


USE 
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AMBIT Ra « 


ST. LOUIS 

Latchset No. 77%4x 84 
Wrought Brass 

Conventional Type Shank 
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SANTA FE 
Latchset No. 954 x84 
Cast Brass “French Design” Shank 
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USE 
JSE 
JSE 
JSE | 
JSE bs 
JSE 
JSE Pe 
JSE RFORMANCE AKRON 
JSE FORMANCE Latchset No. 90% x 84 
JSE BRAS ENDURING FORMANCE Cast Brass “French Design” Shank i 
JSE BRASS FOR ENDURING PERFORMANCE BE SURE TO ORDER MOUNTED DISPLAY STANDS 
JSE BRASS FOR ENDURING PERFORMANCE | 
JSE BRASS FOR ENDURI 
pawemeemrn PACIFIC PLASTIC and MANUFACTURING CO., 

ENDURI 

ritentaee MANUFACTURERS OF BUILDERS HARDWARE 
JSE BRASS FOR ENDURI 
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= | HELLER PROMOTIONS axe éack agacn! 























Louis” : THE HELLER LINE—always a popular staple 
| type in Hardware Stores throughout the Nation, 
nishes IS NOW READY FOR YOU IN A NEW and 
Dull 4 MORE ATTRACTIVE FORM. 

bility, 
ee NOW IN 

POLISHED 

: ov °, 

: a, ae 

; 4 Pa 

; ALUMINUM ALREADY PROMOTED 

: and NATIONALLY 

: ADVERTISED by 

/ LEADING STORES 

These are two of the fa- 

» Shank mous Heller Promotions. 

i They're in demand every- 

' where... FAST SELLING! 


Better designed and fin- 
ished than ever, they're 
“self-sellirg” in their 
J beautiful individual 
i boxes, hanging up big- 
‘ ger profit records. Sure 
to be a drawing card in 
your housewares and gift 


ee 





































sections. 
* 
A Promotion for Every Month of the Year 
oo For every month in 1946 we’ve 
January planned a BIG, SENSATIONAL JOBBERS: 
Delivery VALUE for you. You'll see items Several jobbing 
that you’ve never thought possible = are 
to sell at such low prices. But that’s wa aie 
“ 5 . rite at once, 
j PROMOTION the way Heller’s Promotions work 
4 No.2 for for you! For Heller takes best-selling 
hate high-priced ware and produces it 
= just as smartly at real-low volume 






prices! It will pay you to feature this 
Hostess Line. 


Ye HELLER 


PROMOTIONAL HOUSEWARES "ae eae 


Offices and Plant WHITE PLAINS NEW YORK 






. 
a 
. 
** 
*e 
. 


Showrooms: N.Y 1150 BROADWAY Chicago-1493 MERCHANDISE MART 
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You Can Sell 





RETAIL PRICE 


95 


6’ MODEL 
7” Model 


$5.95 








Attached to Vertical 
Stovepipe 



















Automatic, Safe Heat for Any 
Coal or Wood Burning Stove 


EXCLUSIVE FEATURES 


Room temperature heat control day and night. 


More than pays for itself in fuel savings the 
first heating season. 


Carries fire for longer periods. 
















Attached to . 
- Prolongs life of stove. 
Horizontal 
Stovepipe Eliminates danger of fire caused by over- 


heating stove. 


Equally efficient on, stoves now in service as 
well as new models. 


Self-contained unit ready for installation by 
consumer. Packed in individual cartons. No 
adjusting—consumer simply sets control dial at 
temperature desired. 


NOTICE TO DEALERS wri c vin niteHeaT Regulators 
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Big Demand | 
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Riteheat Regulators 


4 


Immediate Delivery! 


Every Owner of a Coal or Wood Heating Stove 


Wants a Agtehed? 


At $4.95 you can sell RITEHEAT Regulators to 
every coal or wood stove owner in your area. The 
patented and exclusive features of the RITEHEAT 
Regulator makes it the only coal and wood stove 
heat Regulator that controls the stove heat by room 
temperature automatically, from 55° to 95°... it 
should not be confused with thermostatic damper 


Six Carloads to 


RITEHEAT REGULATOR 


Division of Caloric Gas Stove Works 
Widener Building, Philadelphia 7, Pa. 











Loap OF 
aoe aToRs aa 
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controls, mounted on the stove, which only regulate 
the temperature of the stove without regard to the 
room. A RITEHEAT is guaranteed to operate with 
room temperature changes of 2 degrees. RITEHEAT 
Regulators ‘‘sell themselves’’ because they pay for 
themselves in fuel savings up to 25°. Its perform- 
ance is proved by over 300,000 now in use. 


One Distributor! 


The RITEHEAT Regulator is one of the hottest specialty items right now. And 
you can get immediate delivery to meet the demand which always comes with cold 
weather. Distributors are ordering RITEHEAT in cerload lots—6 carloads have been 
delivered to one distributor in the past 4 months. Get your share of profits on this 
fast moving household necessity. Write today for complete sales information. 










CO. 






RITEHEAT 
REGULATOR 
AT SPACE 1766 


AMERICAN FURNITURE MART 
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“WOW! WHAT A ROLLER 


SKATE!” says Young America at 
its Hollywood Preview to 


> 4 


11,474,733 rcs LR 


ree, ee) 


new, amazinG 16 DISC WHEEL 
MULTI-KWIK ROLLER SKATE 


FOR BOYS AND GIRLS 3 TO 7 YEARS OF AGE 


Here's a new Roller Skate that is safe for the tiniest beginner 
—and fast and easy rolling for that youngster who has already 
learned to skate. One size takes care of ages 3 to 7, which 
means a wider range of sales for you with the one model. 
On December 2nd, giant, metropolitan Sunday newspapers in 
many large cities will carry the story to your customers. Be 
ready to fill these orders as this revolutionary 16 Disc Wheel 
Multi-Kwik Roller Skate has already captured the imagination 
of all who have seen it. Made by Multi-Kwik Company, a Di- 
vision of Radiobar Company of America. 











A FEW OF THE AMAZING FEATURES OF 
THE NEW MULTI-KWIK ROLLER SKATE 


1. NO KEY 2. NO CLAMPS 3. RUST PROOF 4. LIGHTER 
5. EVEN WEAR 6. WELDED STEEL 7. NO RIVETS 


8. SELF-CLEANING 9%. STEEL AXLES 10. NO BALL 
Boner —— FROM * a BEARINGS 11. PRESSED STEEL CHASSIS 


OR WRITE _ 


MULTI-KWIK COMPANY A Division of Radiobar Company of America 
11163 MISSOURI AVENUE e WEST LOS ANGELES 25 @ CALIFORNIA 


12 HARDWARE AGE 
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...from L-O-F—Manufacturer of 


clearer, flatter, less-distorting, 
easier-to-cut WINDOW GLASS. 


Keep on Buying Victory Bonds! 








LIBBEY> OWENS - FORD 
a Gneat ame in GLASS 
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Dad "ld me? 

























Swe £ oe SS 
Mascor A (4 ers Sy WILL CASH IN on these new numbers 
now being readied for delivery early in 1946 .. . Like all other Mascot stoves 


and heaters, they are HEAT-ENGINEERED to guedets maximum results from fuel. 


Here is the world’s first coal This new Mascot Range 
and wood. Rangette. This is designed to give users ; 
> F streamlined beauty is designed of wood or coal most of 
. the conveniences of gas 











RY to meet the demands of today. el ‘ N 

‘EN It is a marvelous cooker and oe sep visible to Std 

%s aa baker, a quick water heater, its down-te-floor, back-to- 

—<—<_—" a kitchen heater and a perfect wall beauty, and it is 

incinerator. Patent has been insulated for kitchen com- 

\ applied for. fort. Patent applied for. 
— 





Wile gor Ful Puyovmation 
MASCOT STOVE COMPANY * DEPT. A CHATTANOOGA, TENN. 


plat LALOR J 


Heat Sg ecco 
STOVES:HEATERS 







Fe Sah Nghe 






DECEMBER 6, 1945 
























ONE OF THESE 
BIRD FLOOR COVERING 
DISTRIBUTORS 
IS LOCATED NEAR YOU 














ALABAMA 
Birmingham—R. P. McDavid & Co., Inc. 
ARKANSAS 
Fort Smith—Williams Hardware Co. 
Little Rock—J. T. Lloyd Company 
ARIZONA 
Phoenix—Albert Mathias & Company 
| ne — 
Denver—Barwick and Company 
GosmnstreyT 

—Associated Distributors, Inc. 
ay he Distributors, inc. 


FLORIDA 

Jacksonville— Gr oy ey Inc. 
Miami "Grayber bie ic Company, Inc. 
Tampa—Graybar Electric Company, Inc. 


GEORGIA 
Atianta—The Y. Company, Inc. 
Augusta— Augusta Grocery Company 
Macon——Jackson-Wynn Company 
mas.neeees 

Chicago— Westcott, Hindmarsh, Inc, 
Decatur— Wait-Cahill Co. 
Peoria— Williams Inc. 
Quincy—McDonald Stove Co. 


MARYLAND 
Baltimore— Balti 


INDIANA 

Fort Wayne—The Wayne Hardware Company 
| —The Diem & Wing Paper Co. 
South Bend—The Wayne Hardware Company 


IOWA 

Cedar Rapids—Harper & McIntire Company 
Des Moines Langan Co. 
Ottumwa—H & Mcintire 

Sioux City—A. Y. McDonald Mfg. 


KANSAS 
port se Radio & Electric Company 


Lindevllie Lonevine in and wate Company 


Rowsssaren 
Lake Charles—Murray-Brooks Hardware 


New Orleans—B. V. Redmond and Son 
Shreveport—Electric Supply Co., Inc. 
MAINE 

—Rice & Miller Company 

—The Emery-Waterhouse Company 


more Floor Covering Sales Co. 


Boston Henry N. Clark Company 
Ben-Elfman Carpet Company 
Pittsfield— Ai Co. 
ingfield—Associated Distributors, Inc. 
lorcester—Ben Elfman Carpet Company 
MICHIGAN 
it — Eidelman Bros. 
Grand Rapids—Republic Distributing Company 
MINNESOTA 
Duluth—Dewitt-Seitz Co 


jee pe 
—— a Brothers Hardware Company 
a 


SSOUR 
Kansas cman Radio & Electric 


i¢ Company 
‘al Wesco Distributing Company 
Louis—Ryan Radio & Electric Company 
Witte Hardware Company 


HARDWARE AGE 
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S|} TO YOUR EXPERIENCE 














Rochester—W. A. Case & Son Co. 








Youngstown—R-K Specialty, Inc. 





cA LINE that packs a real selling punch, 
that meets the mass demand for eye-catching 
color, sound pattern and design — that’s what 
builds profits for enamel surface floor covering 
dealers. Such a line is Bird Armorlite. These 
fast-moving rugs and floor coverings are 
backed by Bird’s 150 years of manufacturing 
.and by Bird’s 
basic policy of “honest materials, honest work- 


and merchandising experience. . 


manship, honest prices.” 
What’s more, the Armorlite line is backed 
by Bird’s never-ending effort to produce better 


and better floor coverings, keyed to consumer 
needs and preferences, styled for quick, easy, 
profitable selling. 

Right now, for example, Bird production 
men and designers are preparing a new line 
that will build profitable volume for Bird deal- 
ers in the new competitive era. In your selling, 
plan to feature Bird Armorlite enamel surface 
floor coverings for more profits, faster stock 
turns, fewer markdowns. Add our 150 years 
experience to yours — and cash in. Consult 
your nearest Bird distributor listed below. 


‘BIRD & SON INCORPORATED 


EAST WALPOLE, MASS. 


NEW YORK 


FLOOR COVERINGS - ASPHALT SHINGLES - WALLBOARDS - BUILDING PAPERS 
* INSULATION BOARDS 


INSULATED SIDINGS 


RUBBERLIKE FLOOR RUNNERS - 


SHREVEPORT 


INDEX PRESSBOARDS ~~ BUILT-UP ROOFS 
SHIPPING CONTAINERS - SHOE CARTONS - BIRD-FIBRE WOOD FRAME CASES 


CHICAGO 











New York (Gon’t.) OKLAHO 
—. 


Buffalo—W. A. 
Jamestown—W. ces b Sen ite Co. 


MA 
Oklahoma City—Wm. Mee Company Inc. 
Son PENNS YLVAINA 


Newburth -W. A. Case & Son Mig. Co Apacer 
New Yack Esay Somat Erie—W. A. Case & po 
Plattsburgh—A. H. Inc. jamin Lewis & Son 


Syracuse—W. A. Case & Sen Mfg. Co. Wilkes-Barre—The Brayman 
Tarrytown Goldberg W corp. ce Distributors 
yy RHODE ISLAND 
NEW MEXICO - Elfman Carpet Company 
a ae Mathias & Company SOUTH CAROLINA 
NO} CAROLINA Electric Company, Inc. 
Charlotte—American Hardware and Equipment Co. Greenville—American Hardware and Equipment 
Greenville—Carolina Sales 
Mattress SOUTH DAKOTA 
Nome D ee Aberdeen—The Jackson Hardware Co. 
p> pe Co. TENNESSEE 
to joan Re te, Distributors, inc. 
Cincinnati —The Diem bee By Paper Co. Johnson 's Hardware & Supply 
mm — 
The Kane Co. Kno: House-Hasson Hardware Co. 
Cotumbus—The Paimer-Donavin Mfg. Company Memphis—Orgill Brothers Hardware Company 


Nashville—W. A. Case & Son Mfg. Co. 
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TEXAS 

Amarilio—Amarillo Hardware Company 
Beaumont—Graybar Electric Congens, | Inc. 
Dallas bar Electric Company, Inc. 


Houston—Graybar Electric , Ine. 
San Antonio—Graybar Electric , Inc. 





UTAH 

Salt Lake City—Barwick and Company 
VIRGINIA 

Danville—Piedmont Hardware Co. 


Lynchburg—Perrow-Evans Hardware ar 
Norfolk—Commonwealth Sales 


Hardware 
toga Lert Hardware & "supply Company, Inc. 
ing—Greer & Laing 
WISCONSIN 


Seen Wertor, Yiaduarek fee 











A 
‘DOLLAR EASIER SELLING... 


HiFLex 





TRADE MARK REG. 


S ure, the world beats a track to your door when you offer 
it a better product, but the product doesn’t need to be a mouse- 
trap. It can be Hiflex Safety Strips and Discs, the better night- 
time refiectors that protect property and prevent accidents. 
They’re unbreakable and non-corrosive. 

A SCOTCHLITE product, Hiflex Safety Discs directly reflect 
light back to its source. Night drivers won’t run down cyclists, 
gate posts, etc. when their lights pick up the Hiflex warning 
reflection. That’s why the public is beating a path te Hiflex 
dealers’ doors. 

For use on posts, fences, gates, garage doors, bicycles, boats, 
buildings, trees, trailers, trucks, tractors, wagons, wharfs, piers, 
mail boxes, floats, etc. 


COUNTER DISPLAY UNIT SPECIFICATIONS: 
(12 amber, 12 red) Discs 35%’ diameter, 
strips 2" x 12'’— retail 
price: discs 60¢ each, 
strips $1.00 each-heavy 
gauge “weatherized”’ 
metal —entire surface 
reflectorized—holes for 
attaching—colors, am- 
ber, red or silver— 
packed 12 red and 12 
amber to a display unit. 


" Dhmttip ss Sold exclusively through 


better automotive and 


HiFLEX company, INC" 


115 CHAUNCY STREET, BOSTON 11, MASSACHUSETTS 
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Attach "‘A-P’* Thermostat to 
inside wall, 4 feet above 
floor. It **floats’’ the fire, and 
convenient, easy-to-read setting 
controls room temperature with- 
in 1°. Actuotes damper control. 
Easy to install. Ivory-tone cover 
contains occurate thermometer. 


FOR HEATING ° 
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RQ 
sc’ Here’s How To Stop 


Now place an “‘A-P"’ Limit 
Control on the furnace bonnet, 
preventing furnace heat from 
overshooting room thermostat 
setting. Keep Limit Control 
adjusted to outside weather 
for satisfactory sentineling of 
fire. 


AIR 


Basement “Burglars” 


WHO'VE BEEN GIVING YOUR CUSTOMERS THE "SHIVERS" 
LPIISI 


a | 


Hit-or-miss firing and regulating of hand-fired furnaces 
is one of the boldest “burglars” that ever sneaked 


through a basement window! . . . Stealing FUEL value that 


should be heating your customers’ homes comfortably and 


economically instead of going up the chimney flue. . . 


Causing temperature irregularities that bring illnesses and colds, 


Arrest this common cause of so much home heating 


trouble for your coal-burning customers, by installing the 


{fo} automatic HEAT REGULATOR SETS—and perform a timely serv- 


ice that will build lasting good-will! For this “A-P” Automatic Heat 
Regulator Set is a great fuel saver — positively preventing “take-a- 
chance” furnace-firing waste. 








Finally install the '‘A-P’’ Damp- 
er Regulator, and connect to 
Room Thermostat and Limit 
Control. Unit is treated to 


avoid rusting from summer 


basement dampness. 


CONDITIONING °* 





DELIVERIES of “A-P” Automatic Heat Reg- 
ulator Sets, with or without Limit Control, are 
now in full swing, Be sure to stock enough to 
take care of all your cust et diat 
requirements. 





AUTOMATIC PRODUCS COMPANY 


ai 2442-C N. 32nd STREET 


MILWAUKEE 10, WISCONSIN 


Controle 
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Kromex 


4 








Laeollaner | 


HOT IN SALES! 
HOT IN 


SERVICE! 


GREATEST ADVANCE 
IN IRONING HISTORY! 


WARING 
STEAM 
IRON 














The KROMEX Bun 
Warmer is coming back 
to your counters soon— 
but it won’t stay there 
long! There’s pent-up con- 
sumer demand waiting 
for its return. And we’re 
increasing this demand 
with a powerful new na- 
tional advertising cam- 
paign®* that will reach 
more millions of women 
than ever! 


Get your order in now 
—to be sure of your 
share! Limited quantities 
for November and De- 
cember, and increasing 
quantities for January-to- 
March selling, will be 
prorated to our regular 
trade on the “first come, 
first served” basis. Of 


Kromex 


ENDURINGLY BEAUTIFUL 


Cleveland 15, Ohio 


heavy-gauge aluminum 
with bakelite handles 
and metal basket, the 
KROMEX Bun Warmer 
doesn’t skimp in size— 
it’s large in both diameter 
and height. And it’s 
handsome for serving. As 
in pre-war years, Bun 
Warmers are hot sellers 
for January and February 
promotion. 


Keep asking your jobber 
for your share of 
KROMEX ware that’s 
being delivered in ever 
increasing quantities. 
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20,619,346 WOMEN! 


It’s a powerful educational program 


The biggest consumer advertising 
program in the history of hamper 
merchandising—the continuing Pearl- 
Wick national campaign—reaches 
over 20 million potential purchasers 
of Pearl-Wick Hampers! 


PEARL-W 


in America’s foremost home maga- 
zines to increase the use of hampers 
—and send more and more of Ameri- 
ca’s women into those stores that sell 
and promote Pearl-Wick. 


Self-Ventilating WICK 


PEARL-WICK CORP., LONG ISLAND CITY 2, N.Y. 
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GUN CLEANING SUPPLIES 










Photo by 
Ray Atkeson 











COMBINATION* CLEANING RODS 
FOR RIFLES AND ALL SHOTGUNS 





g 
semerica o dias 
? : Includes 3-piece brass rod with plastic revolving handle, patch 
tip for rifles and special adaptor* for shotgun brushes and 
@ / swabs. (*Patent applied for.) $10.80 doz. #300 for .30 to .50 
CCE F Cal.— #322 for .22 & .25 Cal. 


$1.00 ONE-PIECE RIFLE CLEANING RODS 
With tip. Brass, 36” long. Revolving handle, $7.20 doz. #922 


. L > xX } aa L ia A LY & be for .22 and .25 Cal.— #930 for .30 Cal. and up. 
SPLITKEIN SKIS BRUSH PRICES SLASHED! 



































co lB 210 3 ws cal 


1. Preferred by expert and novice. nal =l< 
2. Downhill! Cross Country and Jumping ie 
Models. 


35¢c SHOTGUN CLEANING BRUSHES 


Laminated for maximum strength combined 


a 





: bili  huile-i Formerly 60c! Heavy twisted core. Universal size. Fits all 2 
with light weight, flexi ility anc uilt-in standard rods. Loop end for patches. Attach cord to use q 
camber. WEDGOUERIOE 2 cit ccne vadat $2.16 Doz. ‘ 
4. Nationally advertised in leading magazines # 401 Bristle Brush #301 Bronze Brush { 
; : : . 3 
and ski publications. a LLL SLL 
. . . 1 \ | 
Identify yourself with Flexible Flyer! Con- t¢ ) i : 
sistent advertising, sound merchandising, the 15¢c RIFLE CLEANING BRUSHES 
establishment and maintenance of good faith Available in four sizes: .22; .30 or .32; .35 or .38; .45 Cal. 
with the trade and the American Pub- eee ae 75¢ Doz. 





lic has been and always will be 


the policy of Flexible Flyer. 





POI: ©) 


15¢ PISTOL CLEANING BRUSHES 
Especially designed for revolvers and pistols... far su- 
perior to any other brush tested ......... 72c Doz. 

.22 & .25 Cal.: #622 Bristle, #522 Bronze 

.32 & .38 Cal.: #635 Bristle, #535 Bronze 
, 44 & .45 Cal.: #645 Bristle, #545 Bronze 

30-IN. TWISTED WIRE 
BRISTLE RIFLE BRUSHES, $1.75 Doz. 

#422 for .22 and .25 Cal.— #430 for .270 to .32 Cal. 














“~~ 75¢ PISTOL CLEANING RODS / 
Brass. With tip. Revolving handle... $5.40 Doz. 
#822 for .22 and .25 Cal. 
#832 for .32 Cal. and up. 





75< USED GOV'T GUN SLINGS, $2.68 Doz. 


30¢ WATERPROOF MATCH BOXES, $1.80 Doz. Made of 
transparent plastic. Screw top. 





New Flexible Flyer Sleds will be scarce! But they'll have 


up-to-the-minute Super-Steering and Airline-Runners. We carry a complete line of Hoppe’s Cleaning Supplies— 
Sledding is still the King of Sports for kids and Flexible Write for prices. 
Flyers still outperform and outlast any other sled on the hill. oa 
When ordering, send name and address of your regular jobber. } 
S. L. ALLEN & CO., Inc. 








403 Glenwood ae Philadelphia 40, Pa. p ENNSYLVANIA 
—g  _g¢- an 
-Flexible F} t{Zi| SPORTING GOODS CO. 
SLEDS and SKIS 514 MARKET STREET PHILADELPHIA 6, PA. ie 
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HARDWARE 











Everything takes in a whale of a lot of ter- 

ritory! Yet, H&R is the only manufacturer 

of quality firearms to make a complete line 

none _ | .of .22 eal. rifles and shotguns and revol- 
Pe | vers. Every H&R gun has everything — 
3 workmanship, accuracy, balance plus ex- 

















clusive, patented H&R features that make 
the H&R quality firearm family the out- 
standing offer to all sportsmen.. FOR 
IMMEDIATE PRE-CHRISTMAS DELIV- 
ERY.— SEND OR WIRE YOUR ORDER 
TODAY! oe 

ts all 

D use 

) Doz. 

Brush 

Cal. 

Doz. 

r Su- 

Doz. 

Cal 

S 

) Doz. 

je of 





HARRINGTON & RICHARDSON ARMS CO. 


= , 335 PARK AVE., WORCESTER 2, MASS. 
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PEDESTAL FANS 


EXHAUST FANS 


—_— 


INDUSTRIAL FANS 


MULTIVANE BLOWERS 


FURNACE FANS 


WINDOW FANS 


WALL VENTILATORS 








Fans Make Big-Profit Sales— 


As soon as reconversion progress permits, hardware and electrical dealers can 
again count on electric fans for easy, profitable sales. 


Many of your customers will be eager to buy one or more of the many popular 
types of fans made by Dayton. 


Dayton 20” and 24” blade Air Circulator (pedestal) Fans are in use from coast-to- 
coast in stores, offices, factories, public buildings, etc., as are Dayton Exhaust Fans 
and other Dayton Fans. 

Dayton Fans are asked for by name everywhere because they have the extra power 
and performance of units costing double. 


We invite inquiries from dealers who are in a position to buy substantial quantities 











ELECTRIC MOTORS 





of fans for delivery when they become available. 





DAYTON ELECTRIC MANUFACTURING CO., CHICAGO 6, ILL. 









30,000 DEALERS 
BUY FROM THIS 








Fast-Selling Merchandise 
For Every Hardware Dealer 


The Grainger Resale-Dealer Motor Book is the buying guide for 
over 50,000 dealers in the electrical merchandise listed in the 
panel on right. 

The Grainger Motor Book is easy to buy from because the 
"Big Name" electric motors, ventilating equipment, fluorescent, 
shop equipment, pumps, etc., are listed at the net, money-saving 
wholesale price. 

Every hardware dealer gets calls for items available from 
Grainger—items that tie up with a general hardware line and 
which can add up to big, easy profits every month. 

Be sure to include electrical items in your post- 
reconversion plans. The uncertain deliveries of to- 
day will soon be a thing of the past and your future 






CATALOG ..... fa 





T Any dealer can have a copy of the 
Ss E N Grainger Motor Book by making 


request on letterhead. Sent only 
F me E E to dealers who buy for resale. 











plans will have the green light. 


W. W. GRAINGER, INC. 


24 


744 W. ADAMS ST. 
CHICAGO 6, ILL. 





GRAINGERS 
GOT IT 


ELECTRIC MOTORS 
(1/100 to 75 HP) 


MOTOR SWITCHES 
PULLEYS & BELTS 
CORD-SETS 
FLUORESCENT 
LAMPS 

LIGHT FIXTURES 
FLOOD LIGHTS 
APPLIANCES 
RADIOS 
INTERCOMS 
POWER TOOLS 
WORKSHOP EQUIPT. 
GRINDERS 
WELDERS 
PAINT SPRAYERS 
ELECTRIC FENCES 
PUMP EQUIPT. 
HEAT CONTROLS 
HEATING DEVICES 
AIR FILTERS 
UNIT HEATERS 
BLOWERS 
ELECTRIC FANS 
FAN BLADES 
VENTILATING EQUIPT. 
from 


30 NATIONAL 
WAREHOUSES 


SEE YOUR LOCAL 
PHONE BOOK 
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MAKE THIS “PACKAGED-TO-SELL” LINE 
THE HEART OF YOUR 


Tnapenle U: 


SAMSON Heating Pads for 1946 offer you not just another 
store item, but the nucleus of a fast-moving, money-making 
therapeutic department! You get a complete line of pads, in a wide 
range of styles, colors and prices. You get each pad cellophane 
wrapped and smartly packed in a colorful, compact display 
box, the cover of which pictures and describes the features that 
make SAMSON Heating Pads the easiest-selling merchandise of 
their kind. You get a “profit-package”’ that, open or closed, is a 
silent salesman telling a story that prompts people to buy. 
Why not decide now to make SAMSON'S “packaged-to-seil” 
line of Heating Pads the heart of your therapeutic department! 


= © 6% 


See the SAMSON display at the 
HOUSEWARES EXHIBIT, Room638, Palmer House 
Chicago, Dec. 30— Jan. 4, inc. 
SAMSON UNITED CORPORATION, ROCHESTER 10, N.Y. 
Samson United of Canada, Limited, Toronto 
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FEATURES 

THAT COUNT! 
e Regardless of its price, 
every SAMSON Heating 
Pad has the same high qual- 
ity features that assure cus- 
tomer satisfaction. Patented 
SAFE-T Circuit, with 3 Fixed 
Heats, each controlled by 
precision thermostats; per- 
manenitly sealed 100% wet- 
proof cover of Du Pont Fair- 
prene; Zelan-treated water 
repellent and stain resistant 
extra covers; cushion-com- 
fort padding; strain-relief 
switch with the exclusive 
“Touch Tells” indicator for 
night use; 8-foot cord. 











When Strength is eddsential 


NATIONAL DOOR BUTTS 
Serve Swinging doors best! 





an CS 


ONSIDER the hard, constant service to 


Ne. 528 which the average swinging door is sub- 
Light Narrow Butt 





jected and you will realize the wisdom of select- 
ing hardware that possesses built-in strength 


and stamina for possible emergencies. 


National 20% | 


atehe etl Hip ben In the designing of this fine hardware the im- i 
portance of eliminating friction to prolong wear 


is considered a dominating feature. 


The careful selection of raw materials with 


4 2 
2 * 


Ne. 302 for the long service records of National Butts 


Button Tip Butt 


adequate rugged strength to carry the weight 


of the doors in effortless ease accounts in part 


Ih 
P 
it 
a 
vi 


wherever they are installed. 


Be sure to specify National for every job. It’s 


a safe way to assure customer satisfaction. 


te 
National Mfg. Company 


No. 500 Ball Tip Butt STERLING 9 ” , ILLINOIS 
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-4# ON THE BIG SALES DEMAND 
for this New, Unique Home Maintenance Product 


FAL hg 
SAT ORS 








Instant “Buy-Appeal” to Millions of Home Owners 


In 7 out of 10 homes, settling, age, or faulty construction have 
resulted in sagging floors, plaster cracks, out-of-plumb doors 
and windows — unsightly, aggravating. and often dangerous 
conditions. Tel-O-Posts correct and permanently eliminate the 
cause of this kind of home depreciation. 

































The all-steel Tel-O-Post is a permanent support — easy and 
quick to install by anyone. The telescopic design provides in- 
stant adjustment to fit any basement. A built-in jack raises floor 
structures level — slowly and safely as desired. It is a complete 
device for a complete job — exactly what home owners need 
and want. 








Many Uses for Tel-O-Post Bring Big Sales Volume 


aera aaa a aa Corrects floor sag at cellar stair well, beam joints, 
——- furnace, fireplace, chimney, etc. 


= , 
PPeeeececa ss 
-—ste8e6 


Corrects floor sag from weight of heavy household 
goods. 


Eliminates floor vibration caused by electrical refrig- 
erators, etc. 


Reorders after reorders are being received from leading stores 
who have been quick to feature this unique home maintenance 
product. Sales of 100 and more per week are common. 
Demand is instantaneous wherever: Tel-O-Posts are displayed 
and advertised. 








Order Now for Quick Delivery 


Packaged Complete Thoroughly sales proven in key markets, 
a: Tel-O-Posts are now available to leading 
Ready to Install dealers. You'll cash-in handsomely on the 


fast turnover, excellent profit and real 
SUGGESTED RETAIL volume of this new feature attraction. Rush 
your initial order, today. 


$ 
95 EACH THE TEL-O-POST COMPANY 
140 Ash St. Akron 8, Ohio 


Just place the Tel-O-Post in 
position. The built-in jack makes 
it easy to adjust floors slowly. 
safely to original level and pro- 
vide permanent support. 





AS NATIONALLY 
ADVERTISED 


Patents Pending 





Shipping Wt. 38 Ibs. 














\ 
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WITH ADJUSTABLE BUILT-IN JACK 
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TO DO BUSINESS WITH YOUR JOBBER 


Tinsiiit between dealer and jobber gets 
results in retail selling. No matter how willing, 
distant sources of supply seldom equal your job- 
ber’s timely service, his knowledge of your local 
business conditions, his friendly interest in your 
progress. 


Because so many elements are in his favor, they 
are also in yours. He knows your locality and 
your sales volume and can anticipate your needs 
— shipping the goods promptly — assembling your 





SINCE 1839 
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R DISTINCTIVE HARDWARE 









* ASSURES TURNOVER 


= Ekcpanephaotae 





orders for simplified handling and saving check- 
ing and accounting chores. And you gain the 
added advantage of receiving rush shipments on 
special phone orders without delays. 


Best of all, your jobber carries solid selling lines 
like Russwin Hardware. Because these lines are 
known and respected by your customers, selling 
is easier, profits are regular, and customers satisfied. 
Russell & Erwin Manufacturing Co., New Britain, 
Connecticut. 


‘ dealers always have the edge 
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ow Many Items Offer You All 
he Advantages of G-E Lamps 


Stop a minute—read the tag—and try to think of other 
items in your stock that offer you... . the Retailer... 
as many profit-producing advantages as G-E Lamps 
do. But, be sure that you get a// the benefits of selling 
G-E Lamps. Let G-E’s sales-stimulating advertising 
be yours, too. Bring it right into your store by featur- 
ing a merchandise display of G-E Lamps around the 
colorful displays which G-E furnishes you. These 
displays are doubly effective because they are tied-in 
with G-E’s national advertising. Watch how your sales 
go up when you remind your customers that you sell 


G-E Lamps. 


- the Lamps that Bring ‘em In... and Bring ‘em Back ! 
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THE MAGIC MASTIC STRIP 
that seals out cold, snow, and 
weatherproofs everything! 


WHY do customers who buy STRIP-SEAL 
keep coming back for More and More 
and MORE? Here's why. . 


Tremco STRIP-SEAL is easy and clean 
to use! ... No fuss ...no muss... NO 
TOOLS needed to plug up those cracks 
and holes around doors, windows, and 
storm sash. STRIP-SEAL does everything 
claimed for it and then backs it all up 
by NEVER cracking . .. NEVER falling 
out of place . . . and STAYING FRESH 
in its handy, attractive cellophane wrap- 
ped packages. NOT ONCE has a cus- 
tomer ever brought back a package or 
a box of STRIP-SEAL due to hardening! 


Ask your jobber’s salesman about STRIP-SEAL! 
Buy it! ... Display it! ... Advertise it! 
. and watch how it SELLS ITSELFI 


The Tremco Manufacturing Co., Cleveland, 0. 


{tars 












_— Package . . $ .29 Sold Thru 
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To most of us, this will be the merriest holi- 
day season in a long, long time. At last we 
work in an atmosphere of peace, and many 
of our families are re-united. 

Business, too, shares the happiness of this 
season because now we are producing for 
peace. America is entering a new era of 
prosperity, which will challenge ingenuity 
and make our mutual work of greater interest. 

There is indeed much to be thankful for, 
and much to look forward to. We at Judd 
take this opportunity to express our sincere 
appreciation to our customers for their under- 
standing tolerance during the difficult war 
days, and we wish them a@happy Christmas 
season and great prosperity in the New Year 
To aid in that, we offer all-out production of 
bright wire goods so they may receive prompt 
deliveries in unlimited quantities. 


H. L. JUDD COMPANY, Wallingford, Conn. 
87 Chambers Street, New York 7, N. Y. 
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What are the profit factors 
in felt base merchandising? 


Volume! Markup! And turnover, 
of course just as in any 


1oli- other merchandising operation. 


we 
any 
this 
for 
1 of 
Aity What is the effect of handling 
‘ 3. eosts on gross profits from 
est. felt base fleor covering? 
for, 
udd It costs just as much to 
ere handle a cheaper grade rug as 
it does to sell Gold Seal Con- 
ler- ; 
goleum. For instance, suppose 
war it costs you $1.00 to handle a 
nas felt base rug. You would make 
-ar $178.00 profit after handling 
: 100 Gold Seal Congoleum Rugs 
1 of ; as compared to $138.00 for 
npt 100 rugs sold at $5.95—-or 


only $98.00 for 100 rugs sold 
at $4.95. 


*The fifth ina 
series present— 
ing significant 
merchandising 
facts on felt 
base floor cov— 
erings,. 
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HOW DOES GOLD SEAL CONGOLEUM 
FIT INTO MY FUTURE BUSINESS PICTURE?* 





How does Gold Seal Congoleum 
stack-up against these 
profit factors? 







Gold Seal Congoleum is the 
largest selling brand of felt 
base floor covering. It car- 
ries the highest sustained 
markup of any volume-selling 
brand. Moreover, it has dem— 
onstrated the fastest turnover 
rate of any brand. 










How ean I get the full benefit 
of Gold Seal Congoleum’s 
high profit potential? 










By prominently displaying Gold 
Seal Congoleum in your floor 
covering department! 35 years 
of full-color national adver- 
tising—-plus the famous money 
back guarantee of satisfaction 
—have already sold your cus-— 
tomers on Congoleum quality. 
So your only concern is to 
show them you carry a complete 
line—-to get them to make all 
their floor covering purchases 
from you! 





—_ 













GOLD SEAL CONGOLEUM 


AMERICA’S LARGEST SELLING FLOOR COVERING 


For information and suggestions that will 
help make the Gold Seal Congoleum display 
one of the busiest spots in your store .. 
write our nearest branch office or: 
Congoleum—Nairn, Kearny, N. J., Makers of 
Gold Seal Congoleum and Nairn Linoleum. 










































meres" INSTANT EXIT 
SAFETY... 
MONARCH 


PANIC EXIT DEVICES | 


Means 


SPECIFY 








See ee eee 
FACTORIES ' 4 
B ee iy A a A A 
SCHOOLS ; 


THEATERS 








GES eo oe ee 
OFFICE BUILDINGS 









Today ... . safety exits are being used 
wherever prompt, positive exit action may 
mean the saving of lives. Wherever people 
gather, there is the need for a Monarch 


Panic Exit Device. 


To this growing market 


Monarch offers a series of quality exit de- 
vices, both mortise and rim types, in a variety 
of styles for a wide range of applications. 


Monarch’s exclusive construction features 


provide swift, sure action always. 


Mon- 


arch’s functional design and choice of metals 
and finishes assure beauty as well as safety. 
Write today for details on these quality 


exit devices. 


Monarch—long recognized for quality 
builders finish hardware—is now a division 


of Clayton & Lambert Mfg. Co. 
CLAYTON & LAMBERT MFG. 


Monarch Hardware Division 


2525 Hart Ave. . 





CO. 


Detroit 14, Mich. 





Mitapaco™ HANDY 





PACK” 


WILL BE acolorful, eye-stopping “‘bar- 
gain beauty package” in your paper spe- 
cialty department. It was before the war 
and will again be a sure-fire, big volume, 
fast-moving merchandising item — some- 
thing you can use to increase your lace 


paper sales from 2 to 9 times. 


Each of these attractive packages carries 
interesting illustrated suggestions for table 
settings, and shows a variety of designs 


available. 


Contents include either 100 


“Milapaco” 5”, 6”, 8”, 10” or 12” Doilies, 
or 100 Place Mats, with design in full 


size on cover of carton. 


| At present, production of this item is 
greatly limited due to well known 


| paper shortage. 
INTERESTING NEW DEVELOPMENTS . 


are in the planning stage at “MILAPACO”, 


embracing paper specialties for the 


future. 


Their release remains dependent upon the 
paper supply situation, which still remains 


critical. 


HED 1898 


1306 E. MEINECKE AVE. 
Rra . “ e 
98 Bleeker St 





PAPER PRODUCTS Or 


MILWAUKEE LACE PAPER COMPANY 


MILWAUKEE 12, WIS 
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RID-JID 
IRONING TABLES 


RiD-JID STEP LADDERS 








§ 

Ck” © 

: | PALMER HOUSE 
, CHICAGO 

, ROOMS 738-739. 
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December 30th” to January 4th 











Products of Merit since 1878 
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FARM FENCE CONTROLLERS 


/ 
%, leading hardware jobbers have 


increased their business beyond anc 
expectations with ELECTRO- - 
LINE. 


Five models available — battery 
electric and combination. Prompt of 1 
delivery — without priority — 


assures you of business NOW. 


Sold Exclusively whe 
Through Reputable Jobbers 5 
Model 4302 Z rem 


6-volt battery oper- ita ELECTRO-LINE PRODUCTS CO. 


ated controller with 5 re] R 
battery compartment. 120 N. Broadway + Milwaukee 2, Wis., U.S. A 4 





The World’s Finest Grass Shear AN 


The minute the war is over we will be out with our complete new = pha s 
Do6-Klip line. We believe it will be the finest line of lawn tools /~ . Hon Paty 
ever offered. e Quality will be maintained in every particular, and /.). © . — 9 You wi 
the same aggressive policy of advertising and merchandising will ff 3 4 ; 

be back of the line. e It will pay you to remember Doo-Klip. \ 


THE LEWIS ENGINEERING & MFG. CO. 
ALLIANCE « OHIO 








| fbbadavia é wie Si. \ tke 
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WHEN FARMERS’ WIVES COME TO TOWN 
THEY ALWAYS VISIT THEIR FAVORITE HARDWARE STORE 


eeee WHEN FARMERS’ WIVES come into your store 
to buy items for the home... paint, cooking utensils, and the thousand 
and one items they need, they make live prospects for the purchase of 
Aermotor water systems. They are interested in saving labor and 
making farm living more pleasant. Tell them about the convenience 
of running water and you will plant the seed of a sale ... not only of 
a water system, but dozens of other water-using items. 


FARMERS’ WIVES LOOK TO YOU FOR ADVICE ON WATER PUMPS 


Farmers’ wives exert tremendous purchasing power. Because they have 
bought other goods from you, they know your advice is sound when 
it comes to this larger purchase which is to bring them the convenience 
of water right out of the faucet for dishwashing, for bath, for stock 
watering, lawn and garden ... and for fire protection. Where they buy 
the system is important. . . later they’ll want your services as a water 
expert and your advice about accessories. 


CASH-IN BY DISPLAYING AERMOTOR WINDMILLS 
AND ELECTRIC PUMPS Farmers’ wives ‘‘shop”’ at your store 


when they come in to make purchases. Display an Aermotor pump or 
windmill prominently. Have some Aermotor literature handy that they | 
can take home. Lay the groundwork for a long procession of sales, and 
remember a water pump is a large unit sale with a good profit. 


SOME OF THIS FARM PAPER ADVERTISING IS PRE-SELLING 
AERMOTORS TO YOUR CUSTOMERS 
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AN AERMOTOR FRANCHISE OFFERS YOU THESE LARGE UNIT SALE ITEMS! 


Aermotor water pumps. . . windmill or electric . . . offer you large unit of sale items. They are stable products unaffected by eco- 
nomics. Every farm without running water is a prospect. Farmers know about Aermotors because of the advertising in farm papers. 
You will recognize some of them as coming right into your neighborhood. Write for details about an Aermotor dealership. 


ELECTRIC PUMPS is WINDMILLS 


Aermotor Electric Water Systems \ BF Aermotor windmills supply water for 
are available for shallow or deep : . all household and farm uses. They are 
wells...all climates. After the water : 5 . self-oiling and pump in the slightest 
system is installed, you get added pro- -  , breeze. Aermotors furnish low cost 
fits from the sale of plumbing fix- pA sy pumping for farms without electricity. 
tures, accessories and other water- : Many models from which to make 
using products and from servicing ' your recommendations. 


DEPT. 8012 
» CHICAGO 8, ILL. 


MANUFACTURERS OF ELECTRIC WATER SYSTEMS, AND WINDMILLS SINCE 1888 
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These world famous saws have almost un- 
limited use—in lumber camps—around the 
home for the heavier jobs of pruning trees, 
cutting firewood—on the farm, at camp— 
and for maintenance and construction 
work in industry. 


Popularly priced, BUSHMAN Saws are 


an exceptionally fast turnover item. 


Light, strong, perfectly balanced— BUSH- 
MAN Saws are fast cutting and muscle 
saving. They rake and cut on both forward 
and backward stroke. They cut twice as 
fast with far less effort. The BUSHMAN 
patented teeth are sharp—and remain 
sharp longer. 

Write today to your jobber! Or, ask us 


for complete information about BUSH- 
MAN Saws. 





TOOLS also 


make friends 


Vast throngs of new shop workers, 
trained in war industries, used 
“Yankee” Fine Mechanics’ Tools for 
the first time . . . mastered fresh 
trade skills which will stand them in 
good stead in the vital production 
period ahead. They have learned 
what skilled mechanics and old-time 
factory men long knew . . . that 
“Yankee” Tools complete innumer- 
able tasks faster, easier, and better. 
For half a century, the ingenuity of 
“Yankee” Tools has set a high rec- 
ord in speed and accuracy, The war 


served to underscore that record. 


Advertising of this kind in the Satur- 
day Evening Post, Popular Mechan- 
ics, and Popular Science is safeguard- 
ing your “Yankee” Tool market of 
the future. 


“YANKEE” SPIRAL SCREW DRIVER No. 130A 
A Size for Every Purpose 





“YANKEE TOOLS 


make good mechanics better 


GENERAL STEEL WAREHOUSE C(0., INC. North Bros. Mfg. Co., Phila. 33, U.S. A 


Established 1880 


BUSHMAN Saw Division 


1830 N. Kostner Ave., Chicago 39, Ill., U.S.A 
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It scored an instant “bullseye”! And, ever since 
the day it was introduced, the “bullet” has grown 


| rapidly in favor with trade and users. It won its 


nick-name not only through its smooth, stream- 
lined appearance but also by its compact de- 
sign, its efficient, dependable performance. 

The new, improved. model of this F& W favor- 
ite now offers still jreater satisfaction to users— 
more profit opportunities for dealers. Its Certi- 
fied Performance takes guesswork out of pump 
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selling. The performance record shown on the 
tag which accompanies every F&W pump is your 


guarantee that the pump has met all capacity and 


pressure requirements by actual test. The FxW 
line includes both centrifugal and reciprocating 
pumps and water systems for shallow, medium 
and deep wells. Every model is backed by our 79! 
years’ experience in water system manufacture, 


BUY WAR BONDS we 


| FLINT & WALLING MFG. CO., INC. Kendallville, Ind. 





H-I's big, reconverted plant is now in full 
production on sports fishing tackle. 
Backed by more than a century of “know- 
how,” the new H-I line—rods, reels, lines 
and accessories—'‘tackle for every fisher- 
man and every kind of fishing”—is the 
finest we have ever built. And, because 
it is loaded with eye and buy appeal, 
you'll find it will sell on sight. 


Right now, the demand for this new and 
finer H-I tackle far exceeds our produc- 
tion so, until we can get “caught up,” 
shipments will be rationed to give the 
largest number of distributors and dealers 
the benefit of the available supply. 





HORROCKS-IBBOTSON CO. 


Utica, N. Y. 


Manufacturers of the largest line of 
fishing tackle in the world 
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Just as soon as 


Reconversion releases 


UNION’S Production! 


Just as fast as we can expand the now limited 


_ production of Union Tools and Sporting Goods, 


you'll come in on a perfected line of UNION fast- 
sellers, replete with new features to win customers. § 


You'll see the results of our wartime planning 
—new skills and facilities in AcTION — making 
more business for you on UNION 


Roller and Ice Skates 
Fishing Tackle 


Chisels and Screwdrivers | 
Hack Saw Frames! 


Gun Implements 


HARDWARE COMPANY 
aw EVIE Gw EV 


TORRINGTON. CONN. 


NEW YORK OFFICE HAM UBUERS 
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Predators 
Beware! 


The task of checking the human coyotes, skunks 
and wildcats which threatened our lives and liberty 


has been done—and well done. 


Once more, we can direct our full productive 
energy to the manufacture of Steel Traps to keep 
in check the fur bearing predators which prey upon 
our game and livestock. 

And as we gratefully find ourselves able to an- 
nounce that the day is not far ahead when there will 
be plenty of Blake & Lamb Steel Traps for all the 
channels of distribution of the hardware trade. we 
fervently pray that never again shall America be 


called upon to harness its production energy to the 


BLAKE & LAMB 


“The Stee! Trap of the Hardware Trade” 


THE HAWKINS COMPANY 


Americas Oldest Trap Manufacturers 
SOUTH BRITAIN, CONNECTICUT 
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is here now! 


DEVELOPED BY U. S. RUBBER CO. 
FOR FIREFIGHTERS’ SUITS! 


First Aid 
for LEAKS- 


Now you can offer clean, conven- 
ient ‘“‘first aid’ for leaky water 
pumps, radiators, valves and 
many other steam or water-carry- 
ing units. Eliminate handling 
messy bulk-lengths of asbestos 
packing by placing a handy Lucky 
Strike package display in your 
store traffic pattern. Talk LUCKY 
STRIKE to your jobber today! 





cb) 
$2 


a SELLS ON SIGHT! 
| 


The asbestos ironing board Better-looking ironed work. 
cover housewives dream Elastic binding for easy fit. 


about! Actually burnproof! For the present, only a lim- | 
Much safer and longer lasting! ited supply of these cover | 


Washable! Easier to iron over. and pad sets are available. ‘ 
*Reg. U.S. Pat. Off , YY _ ATTRACTIVE .2-COLOR 
oa COUNTER DISPLAY 
: 25 néat i 
} 30” of lubricated, 
cxarget asbestos packing. 


ne COVER Ale @@yn dt (3 


Lavelle Rubber Companys Chicago 





TEXTILE MILLS: General Offices: 3948-50 Roosevelt Rd., Chicago 24, I. 
New York Office: 200 Fifth Ave. Mills: Chicago and Athens, Ale. 
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Look at any group of Cans around factories, homes, stores and institutions. 
It's no trick at all for your eye to pick out the WITT Cans. Standing straight as 
a die, sturdy as an oak, their rugged built-in quality is all the more evident in 
contrast with the droop and slump of their buckled, battered fellows. 


Famous for over half a century, the name WITT on a Corrugated Can means 
“quality"—the highest quality possible to produce. 


All WITT Cans are hot-dipped galvanized, providing the thickest possible 
coating of rust-proofing zinc. Corrugations are of the super-strong rolling type 
... deep, well-rounded, closely pitched . . . assuring freedom from cracks or 
weak spots. Heavy steel bands, top and bottom, absorb shocks, hold the 
Can firm and rigid. 


These and other special WITT features prolong the life of WITT Cans as 


much as five times over that of ordinary Cans. Good reasons why WITT Cans 
give steady service, build steady customers—the kind really worth having. 


We Rew ¢: Sa 


@ It may be sometime yet before our production will catch up with 
the enormous demand for WITT Cans. You can be sure we're do- 
ing everything possible to meet your requirements. Meanwhile, 
we ask your patience if you may not be getting WITT Cans as 
soon as you want them. 
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DIAMOND 


DIAMALLOY LINEMEN'S 


SIDE CUTTING PLIERS 


Especially designed for unusually hard 
and exacting requirements. Made in large 
quantities for the war needs of the armed 
services; now available for civilian use. 
Diamalloy tool steel with hardened and 
tempered cutting edges. Each tool in- 
dividually tested. 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 





OW 10 MAKE MEY 
WITROUT ANY 
INVESTMENT 



























































Stewart Railings for stairs, porches and balconies are made in a 
wide variety of designs, or built to specifications. 


Bracket and Pier Lanterns 
are made in various 
sizes and metal combi- 
































is made in various heights and weights. 
Iron Fence will be available soon. Style OTH shown above. 


@ All profit is clear when you sell Stewart Products because 
you have made no investment. Most of the products manu- 
factured by Stewart are naturals for hardware dealers, and 
many of them are cashing in on this opportunity. Here’s how 
it works. You send for literature and familiarize yourself 
with Stewart Products. Then you send us your inquiries for 
fence and other metal specialties. We do the rest and pay 
you a commission. Simple, isn’t it? Write today! There’s no 
obligation whatever. A few products are shown above. 
There are scores of others in iron, wire and bronze. 


_THE STEWART IRON WORKS Co., INC. 


1237 Stewart Block Cincinnati 1, Ohie 
2 Experts in Metal Fabrications Since 1886 


4 IRON 


and 


Telly cr ase-e: 


| 3 Dan OP 


HARDWARE AGE 





WCE tlic Wag 


) 


Ais vw 


» ¥ 


ae et. i 


MAD 


DEC] 





CLEVELAND 77 C22“ FASTENERS 


... turn from Demand to Supply—your supply 


From the demands of war equipment for our tough high carbon 
heat treated cap screws and special fasteners we gladly turn to 
the requirements of normal manufacturing. These same fasteners, 
made with precision by the Kaufman Double Extrusion Process, 
are flowing into peaceful channels of trade. More than 90% of 
our capacity went to war. It was good enough to earn for us the 
Army-Navy E. But we welcome the renewal of giving service 
to our distributors with our improved and increased facilities. 
Send us your inquiries for Cleveland Top Quality Fasteners. 


| mune —F | | mune —F | 


= gy el 


TTT Te LD | He Coveland Copp Frew Company 


Clualdg : 2997 Gast vor stREET CLEVELAND 4, OHIO 
F A S E N E R S iy Warehouses: Chicago, Philadelphia, New York, Los Angeles 
T cee ren Ark peer Jobber for Cleveland Fasteners 
MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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Ayjieet toast ng 
evel'y fime 


.. . with the new Camfield Automatic Toaster 
and its exclusive ‘ qua-Therm” heat control. . . 
That, first of all, is what the housewife wants—perfect 


toasting results—according to our sound and thorough 
research. 


And that’s exactly what the exclusive “Equa-’ 


Therm” Toasting Cycle insures, regardless of voltage 
fluctuation. 


Not only that. The precise degree of toasting — 
light or dark—that each member of the family pre- 
fers, is governed by the accurate Camfield toast 
control knob. And instant toast inspection at any point 
is afforded by the exclusive “Finger-Trip” release. 


The Camfield’s exclusive, modern design, by fore- 
most product designers, entitles it to a place on the 
smartest breakfast tables. 


* 
CAMFIELD 


JAutOma~atic TOastese ® 


CAMFIELD MANUFACTURING COMPANY, GRAND HAVEN, MICH. 
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FEDERAL 
HOUSEWARES. 


You are cordially , 
invited to visit our display 


| wen ae 


at the Housewares Show 
December 30 - January 4 


PALMER HOUSE, CHICAGO 
CORPORATION 


CHICAGO 12, ILLINOIS 
~ 200 FIFTH AVENUE 
SEATTLE, WASH 








FEDERAL TOOL 


412 N. LEAVITT ST. 
NEW YORK OFFICE 





WESTERN OFFICE—TERMINAL SALES BLDG 
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Sell the 


New CHAMPION 


anyone can start it! anyone can run it! 


DOO ata - 
OOP LILO TT 


@ Yes, Sir. It’s going to be differ- 
ent selling the new Champion out- 
board motor. Designed sothatany- - 
one from Junior to Grandpa can 

start it and run it, this new Blue 
Ribbon Champion will deliver that 
glorious, long-sought-for, trouble- 
free performance which means com- 
plete customer satisfaction. Defi- 
nitely America’s great post-war out- 
board, it sets new high standards of 
quality and reliability. Anyone can 
start it. Anyone can run it. And 
that’s going to bring in business— 
and how—to the live-wire Dealers 
who decide now to sell Champions. 


CHAMPION OUTBOARD MOTOR CO. 


2633 27th Avenue South, Dept. D12 





A fifth Navy “E” has been 
awarded the men who will 
make the New Blue Ribbon 
Champion. These many rec- 
ognized skills will be defin- 
itely reflected in these grand 
new Champions. 





YOU CAN LEAD A 
HORSE TO WATER.. 











CHAMPION 


OUTBOARD MOTORS 


... but from then on he’s on his own. However, when 
it comes to good work shoes for rough jobs it’s both 
the owner’s and the dealer’s responsibility. 


There’s a busy season ahead... Now’s the time to 
check your stock of Phoenix and Juniata Shoes...and 
if you’re short, order needed sizes from your jobber. 


Smart Dealers recommend 


PHOENIX & JUNIATA 


HORSE AND MULE SHOES 


Gree ...this book that tells how 


to care for the feet of horses and 
mules. Write today for your copy 
and the facts about our plan of 
distribution to your customers. 


PHOENIX MANUFACTURING COMPANY 
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An ALL-METAL Repair Plug 


for Tanks, Boilers, Water Heaters, etc. that 


~ Stops 


Leak Master Attached to Silent Salesman 


Each Leak Master is attached to a tough, colorful price 
eard (illustrated approximately full size above), which 
shows how and why the Leak Master makes a permanent 
seal. Reverse side of card gives the simple installation 
instructions, 


Leaks Permanently 


Never again need you sell makeshift boiler plugs 
that sometimes stop leaks temporarily. 


Leak Masters stop leaks permanently on all kinds 
of metal containers—thin walls or thick—on curved, 
flat, or irregular surfaces and corners, too. The 
lead alloy inside seal is unaffected by anything other 
metals withstand. That’s why Uncle Sam buys thou- 
sands for high octane gas tank repairs. 


Compare the Leak Master inside seal of everlast- 
ing lead with conventional rubber washer compressed 
against the outside of the wall! 


Leak Mater Old Style Boiler Plug 


The ductile lead alloy flows into 
irregularities both inside and out- 
side the wall forming a perfect 
fitting clamp that reinforces and 
strengthens the wall. 


Pressure is borne by the entire 
reinforced wall area. 


The compression fitted lead alloy 
seals the edges of the wall to 
prevent further weakening from 
rust and corrosive attack. 





The screw tears, distorts and 
weakens the wall, 


Spiraled thread ‘engages a very 
small part of the wall on one 
side of the hole only. This inse- 
cure anchor must compress the 
washer against the wall and with- 
‘stand all pressure from within 
the container. 


Torn edges of the wall are fully 
exposed to rust and corrosion. 


A friend in need for home owners, 
farmers, janitors = maintenance men 


When you sell a Leak Master you are selling the best repair unit 
ever developed—one that stops leaks permanently in all kinds of 


containers under practically every 
condition of service —a repair 
that gives satisfaction to the user 
and makes real friends for you. 


Easy to install. Just insert the 
Leak Master in the hole. Grasp 
the shoulder with pliers and 


draw up tight with a screw driver. 
That’s all it takes to*make a perma- 
nent leakproof seal with the Leak 
Master. 


Sold by leading 
jobbers everywhere. 


aw METAL PRODUCTS 


2322 West 58th Street, Chicago 36, Illinois 
Producers of Mechanical Rivets, Multi-Seal Repair Plugs, Patch Bolts and Screw Machine Products 





DECEMBER 6, 1945 





HARTWELL 
Protector & 
Depth Gauge 


Gauges Depth Ends Drill 


of Hole Breakage 


The Hartwell precision-ma- 
chined Protector & Depth 
Gauge reinforces drills, pre- 
vents them from bending or 
breaking. And it serves as a 
depth gauge and stop. 
The Hartwell Protector & Depth Gauge will 
be widely in demand wherever breast, port- 
able power-driven drills and home drill 
presses are used. Supported by advertising 
and merchandising helps, this new item will 
be a profitable addition to your stocks. 
Available in 15 selected sizes from 1/16 
through “F.” And it is made to fit standard 
drill chucks. 


Place your order with your jobber! 


wy Rounded nose protects drilled surfaces 














ve 





Dimples drive drill Slotted shank locks drill 


HARTWELL. 


Engineering Company 


Designers * Manufacturers ¢ Distributors 


3417 Crenshaw Blvd., Los Angeles 16, California 
Kansas City, Kansas 








TURNOVER g@& UNIT SALES 
FASTER Aan LARGER 


EYE APPEAL 
GREATER 


To Greater Profits 


Quicker profits, larger profit per sale, 
easier sales .. . these are the signposts 
pointing to greater net profits for 


Hardware Merchants. 


Mercury products for hardware distribu- 
tion are selected with this profit trio as 


the guiding consideration. 


Frequent sales, of worth while dollar size, 
made with the least requirement of time 
... that is true salability ... the path to 


maximum profit. 


New beauty in form and finish .. . greater 
convenience through lessened weight me 
lasting strength and sturdiness ... these 
advantages come through applying 


Aircraft Technique in Industrial Products. 


Mercury Aincract NC. 
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These quality features are considered of top im- 
portance by tape purchasers—according to a recent 
survey made among tape salesmen. The maker’s 
experience and reputation headed this list of buy- 
ing factors. 


PANTHER and DRAGON Friction and 
Rubber Tapes rate high on all these points 











You can always be sure of the footage — it’s 
measured! The quality of these tapes is high — 
uniformly high because they are made by the same 
research chemists and skilled workers who make 
world-famous Okonite and Hazard wire and cable 
products and who have been making splicing tapes 
for over 60 years. PANTHER and DRAGON 
Tapes have excellent aging qualities on the shelf 
or in unusual climates. 

PANTHER and DRAGON Friction Tapes adhere 
firmly and have high adhesive characteristics. 
PANTHER and DRAGON Rubber Tapes fuse 
readily and securely, have high elongation and ex- 
cellent electrical qualities. All tapes pass ASTM 
and Federal Emergency Specifications. 

For complete information on these tapes — or for 
the address of the nearest agent — write today. 
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PANTHER AND ORAGON 
friction & rubber TAPES 


Sold Through Recognized Independent Wholesalers 


1 HAZARD 
| 


INSULATED WIRE WORKS 


Division of The Okonite Co 


Wilkes Barre, Pennsylvania 


e@ Offices in P 


pal Cities 











“INVADER : 


Hunting & Fishing 4 r 


KNIVES 


WITH GENUINE LEATHER SHEATHS 


<a 7 SO 


5" BLADE LIST 


GENUINE LIGNUM VITAE HANDLE 
(Rere Tropical Wood) 


Overall Dimension—11'/4 Inches 54"* Hollow Ground—Like a Razor 
Steel Blade Runs Full Length No Rivets to Corrode or Loosen 
Ring Thong Locks Handle New Sawtooth Edge 
Case Hardened Steel New Bottie Top Opener 

Patents Pending 


DEALERS AND JOBBERS SOLICITED 


ww E.G. WATERMAN & CO. © wu: 


$2.75 LIST 25 BLEECKER STREET NEW YORK 12, N. Y. $3.00 LIST 
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FOR THINGS THAT STICK OR SQUEAK 


DOOR-EASE 19° 


cue’ rauPLe ACTION 


OIL 


ee : ADVERTISED (im a Mexuegaaasi 
Rdg! COMPANION PRODUCTS 


LUBRICANTS NEEDED IN EVERY 
HOME, OFFICE AND SHOP 


Colorful Action- 
Compelling Displays 
CONSISTENT PROFIT PRODUCERS 
That Sell on Sight | 


elele) 2) 7.4): 
STAINLESS STICK 
LUBRICANT 


jows jJrawers doors 

ps binding sticking 

aking Nothing else like it 
Attractive 3 Color 
Display with 1 Dozen 
Sticks per Display. 


for 10c¢ a stick 


Order Today! 


FROM YOUR JOBBER 


5 FET 


AMERICAN 
DRIPLESS OIL 
Penetrates ubricates, rust 
f Wont drip at 
ge Wont gum at 


0 F. A stream or a drop 
New 3 Color Display with 
Each 2-Dorz. Dealer Carton 

e $ f 
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Gillette Broadcasts Four Great 


BOWL GAME 


‘ei All New Year’s Afternoon 





ote 


‘ 4s. 


ORANGE BOWL, Miami 


Columbia Broadcasting System 


SUGAR BOWL, New Orleans 


American Broadcasting Co. 


COTTON BOWL, Dallas 
Mutual Broadcasting System 


EAST-WEST, San Francisco 
Mutual Broadcasting System 








Copr. 1946 Gillette Safety Razor Co. 





DISPLAY THESE FAST-SELLING 

GILLETTE PRODUCTS IN YOUR 

WINDOWS AND ON YOUR 

COUNTERS FOR YEAR ‘ROUND 
PROFITS! 
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hand and 
PAY a tals 


to assure you of more 


service worries 


Oster quality — standard of dependability in 
the hair-cutting profession for more than 20 
years — pays off for your customers and for 
you. Stock and promote the complete line of 
Oster Hair Clippers. Display prominently. 
Hand and electric models for all requirements 


of human or animal clipping. Ask your jobber. 





JOHN OSTER MFG. 
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WE'RE JUST AS ANXIOUS AS YOU ARE... 


to start rolling with our big news. Because it’s vital—good 
—news for every one of our distributors and for everyone 
purchasing shears and scissors. 


Well... we've been delayed—and we don’t like it any more 
than you do— 


But we insist on doing things RIGHT! 


Reconversion .. . nation-wide strikes ..: manpower—these have been our 
headaches, and they’re big ones. However, through it all, we have been 
keeping faith with the trade and the public. 


%& We could have used substitutes when strikes delayed ship- 
ments of our high quality raw materials... but we don’t do 
things that way at Acme. 


% We could have cut the period of training precision craftsmen 
in new techniques...but we don’t do things that way at Acme. 


We’re almost out of the woods now... and we want to thank you for your 
patience and loyalty. We ask you to bear with us just a little while longer 
(and suggest that you mail your orders now—however—keeping in mind 
that we still must work on an allotment basis and that deliveries will be 








bility in after the first of the year). It will be well worth while, because your profits 
than 20 are bound to reflect that Acme does things right... 
and for ’ 
line of and ACME MEANS IT! 
inently. ’ 
irements 
: jobber. 
SHEAR CO 
> BRIDGEPORT 1 
CIONNECTICUT 


Meanwhile, 
watch for these brand names, 
soon to be nationally advertised: 


ACME - EVERSHARP - KLEENCUT - PURITAN - WINDSOR - AMERICUT 
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WE'VE GOT THOSE 


“Backlog Blwes”’ 
AT SILENT SIOUX 


@ Nobody regrets more than we do that we cannot 
possibly fill orders immediately for all the many new 
dealers seeking the profitable Silent Sioux franchise. 
All our production for this year has been spoken for 

. amd then some. So no wonder we've got those 
“Backlog Blues”. 

BUT . . . this is more than a lick and a promise... 
if you write now we'll give you a priority on 1946 pro- 
duction. For Silent Sioux franchises are open in 

many splendid territories. A complete 
line of proven fast selling space heaters, 
air conditioning furnaces, hot water heat- 
ers, etc. Act now! 


Z Scdleut Scour 


b SILENT SIOUX OIL BURNER CORP. ll 
ORANGE CITY, IOWA 
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DOOR CHIME 





OF THIS VALUABLE CHIMES 
MERCHANDISING BROADSIDE 








SUNDAY NEWSPAPERS 
. . advertisements in leading key-city Sunday 
. I iy aol se Rees 





RITTENHOUSE CHIME 
MERCHANDISING STORY... 


Rurrenuouse—tép name in the electric door chime 
industry—has stepped on the starter! Production of those models 
which will have the widest and most immediate ready sale because 
of their design and price appeal is going ahead at full speed. Other 
models will be made available just as rapidly as maximum produc- 
tion effort permits. 


Never before have electric door chime sales prospects 
reflected such glowing profit opportunities for electrical 
appliance wholesalers and dealers—in every community. 
And, timed perfectly to your sales efforts, millions are 
already seeing the strong, consumer-attracting Rittenhouse 
advertisements in leading National Magazines—and in 
big-citculation, key-city Sunday Newspaper Magazines. 

In words and pictures, the Rittenhouse Broadside tells 
the story of a skillfully planned, up-to-the-minute mer- 
chandising program to make Rittenhouse Chimes the 
fastest selling, most profitable and appealing line of 
electric door chimes ever presented. 

Expertly engineered to afford new mechanical features 


EXPERTLY DESIGNED DISPLAYS 
. .« for sales-floor, windew and covater use. Color- 
ful, compelling and prospect-stoppers. 





that make possible undreameg-of tone richness and backed 
by the hardest hitting sales and advertising set-up in the 
history of chime merchandising, Rittenhouse gives you 
everything that makes for record sales and profits. 


Send for this Rittenhouse Broadside now. Note the 
striking beauty of the ten new 1946 models styled by 
America’s famous designer-stylist Norman Bel Geddes. 
Go over the important consumer-appealing Rittenhouse 
mechanical features. Weigh the sales power of the tre- 
mendous circulation, prestige-creating publications Ritten- 
house is using to help you sell. 


Join the Rittenhouse ‘Parade of Stars.’’ Write us—TODAY. 


See the Rittenhouse Chime Exhibit! 
4 NATIONAL HOUSEWARES SHOW «x 


Palmer House, Chicago ° 


December 30th—January 4th 


Rittenhouse America’s Finest Chime Signals 


THE A.E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, NEW YORK 
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BUCKEYE Ware 


is your answer to customers demanding 
quality aluminum ware 


N° you can satisfy that demand with heavy 
duty Buckeye Ware. Look at these features— 


* Buckeye patented bevel-seal cover fits 
securely inside straight edge of pan. All 
moisture and cooking flavors are condensed 
on lid and held in pan. This feature com- 
bined with. .. 


* Heavy 10 gauge metal permits foods to 
be cooked by the healthful “waterless” 
method. It’s the new way to cook and save 
valuable vitamins and minerals. 


* Bright, polished 10 gauge, non-porous 
sheet aluminum is several times thicker than 


ordinary ware. 


* Easy to keep bright and clean. All edges 
beveled, no beads nor crevices to catch food 
particles. 


* Sturdy but light to handle; resists dent- 
ing, warping. Should give lifetime service. 


% Handles and cover knob of new Thermo- 
plax will stand oven heat. Will not char nor 
work loose. 


Each pan and cover carefully packed in individual 
corrugated carton so you can easily deliver from your 
warehouse stock. 


WRITE FOR DETAILS 


3-qt. pan with close fitting, patented cover. Can be 
used for economical “waterless” cooking on top of 
range. All new aluminum—no scrap, no used metal. 


Heavy 10 gauge construction should last a lifetime. 
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we | PERFECTION OIL HEATERS AND RANGES 
=] ARE COMING OFF THE LINES! 














yndensed 
ure com. ’ 
At a speed that’s surprising even to us, Perfection’s 
i factories are doing everything possible to satisfy a 
foods to és - : - ; , 
alll s , hungry market for this well-designed, well-built, well- 
salt Wines f ¥ 4 advertised heating and cooking equipment. 
Shipments, too, are speeding up . . . and dealers’ 
q orders are being given fair and prompt handling. So 
ead et r, if you want your full share of profits, send in your 
ker than nil 3 a . . 
4 order promptly for Perfection’s famous line of oil- 
burning Heaters and Ranges. 
ll edges [4 While your order is in process you can be lining 
tch food . i - : up plenty of prospects for these high-profit items. 
Model 2205 Ivanhoe console-type heater. 
sts dent- Handsomely styled, this efficient model 
z has capacity of 55,000 B.T.U. per hour. 
service. 
Thermo- 
shar nor 
Model 2205 Ivanh “2 @ 
Oil Heater oe "Model R-889 Perfection «17: 
dividual : Model 2201 Ivanhoe Oil Heat ef Range 10n “High. 
er 
om your cpodel 735 Perfection Portab] Ft “ 863 Perfection Cabinet 
. oa Te ight Room Heater e Model om 
- — ew Finn Perfection Portable Cook Swag Perfection Oil 
DETAILS = Model oe a. Model 393 Pert.-y: 
: : p i. oom H 5) Perfection Portable Cook Stove ertection Oil 
: eee a Model 359 Pesticts 
woe 406-B Puritan Water oa Stove ection Oj] 
del 42. , 
. e gh . Model - . _— G Perf, “y: 
ooeees — = omer” Rae riection “High. Heat” Oven eaten “Live 
oil burning range. Five burners, porce- e Mark of . 
lain enamel finish, modern in every detail. Quality 
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WEARS 5% TIMES LONGER than pre-war hog 
bristle brushes, as shown by an independent labo- 
ratory wear test. After 1,000,000 strokes, hog 
bristle wear was almost one inch—nylon wear 
only Ye inch! 














i 











FEWER DIPS REQUIRED! Diagram shows why 
Rubberset Nylon picks up and delivers more paint 
per dip than even the best hog bristle brush. Hog 
bristle (A) is naturally curved. This forms air 
pockets in brush for paint. Ordinary nylon (B) is 
uniformly straight, allowing no room for such 
pockets. Rubberset Nylon’s “permanent wave” (C) 
provides maximum pickup! 


LAYS DOWN A SMOOTHER FILM. Ordinary nylon filament (right), has blunt end. 
Rubberset's exclusive auto-grind process tapers filament to fine soft tip (left). This is 
secret behind fact that Rubberset Nylons not only lay down a smoother, more uniform 
film than other nylon brushes, but even superior to pre-war hog bristle brushes! 


NEEDS NO BREAKING IN! Thanks to 
the Rubberset Nylon's patented chisel) 
tip (left), this remarkable brush comes to 
you already broken in. Saves tedious 
weeks of breaking-in time. A perfect 
painting tool from the day you get it! 


CUTS A CLEANER, SHARPER LINE. Nat- 
urally. Because nylon filaments, being 
uniform, lie more evenly. Paint is re- 
leased easily and uniformly. There are 
no stragglers to trail furrows in the film. 
Cleans out in any regular paint cleaner! 
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AD YOUR HANDS on one of the new 
Rubberset Nylons yet? 
Perhaps not. Because the demand for this 
wartime development, the new wonder 
brush with the ‘‘permanent wave,”’’ far 
exceeds the supply of Rubberset Nylons 
available today. 


RUBBERSET 


WOM 
walling for! 


However, the happy day is not far off 
when we will be able to meet all your needs 
for the brush that does a better job faster 
and easier than you ever thought a paint 
brush could! Yes, that’s a broad statement. 
But look at the scientific proof of its 
superiority on the opposite page! 


NYLON 
BRUSHES 


ESTABLISHED 1873 


*Patent Applied For 


Rubberset Company—56 Ferry Street., Newark 5, N. J. Factories: Newark, N. J., Gravenhurst, Ont., Canada « Branches: Los Angeles, Cal., St. Louis, Mo. 
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SYLVANIA ELECTRIC BULBS 


Profits await the retailer stocking Sylvania 
electric light bulbs and fluorescent lamps 
— that’s proved by the sales of thousands 
of Sylvania dealers. Are you among this 
group? If not, consider these two facts: 


SY” SYLVANIA 
40 W WHITE 


MADE I U.G.A. 


Sylvania products sell fast — Sylvania 
advertising campaigns and _ point-of-sale 
material see to that. 

The high quality of Sylvania products 


speaks for itself—people know they're get- 


ting the best when they ask for Sylvania 
electric light bulbs and fluorescent lamps. 
Find out today how readily you can be- 
come a Sylvania dealer. Sylvania Electric 
Products Inc., Salem, Massachusetts. 


aud FLUORESCENT LAMPS! 


MAKERS OF FLUORESCENT LAMPS, FIXTURES, ACCESSORIES; ELECTRIC LIGHT BULBS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 
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This 


The most revolutionary development in 


fuel oil space heating since Duo-Therm 


introduced the first Dual Chamber Burner! 


Duo-rienm PoweErR-Arr UNIT gives Duo- 
Therm owners the same kind of heating com- 
fort provided by a modern, blower-equipped 
basement furnace—and at the same time saves 


Sylvania up to 25% in fuel costs over a space heater not 
nt lamps. equipped with Power-Air. 
u can be- 


1 Electric 74 $6 hee-x0l'a an 4 It is simple and effective in demonstra- 
—_—_———— , 


~~ tion. Just snap the Power-Air blower 


: sal on—hold a handkerchief a few feet in 
Po ! Gna yee wees. aie gut ak Ce NNR Sa front of it—and let the prospect see for 


shown by the arrows in the above illustration) btevnail thas 0 conde dub fadtl 
—actually moves 300 cubic feet of air a min- 


ute, It circulates it under pressure which gives 

3 times better heat distribution—less waste 

heat at the ceiling . . . more heat at living level ° 

... warmer floors. R =e 
And Power-Air drives heat into far cor- —= —= ae 
ners ... into other rooms... heats the ai, ao 
entire house better and more uniformly — 


than is possible with a heater without 


Power-Air. Exclhuswe win Luo-Theom/ 


7A Mean ance 4 No other space heater has Power-Air—no other 

7 space heater has anything to equal its overall 
performance. Power-Air is one of many rea- 
sons why Duo-Therm users will always enjoy 
maximum comfort, convenience, economy and 
performance. 





Duo-Therm dealers don’t have to carry addi- 
tional Duo-Therm Fuel Oil Heaters in stock to 
sell them with Power-Air. Power-Air is a sep- 
arate package and can be installed at any time 
on either side of the heaters in the regular And another reason why Duo-Therm dealers 
Duo-Therm line. will always have an exclusive story to sell! 


Duo-THERM 


DIVISION OF MOTOR WHEEL CORPORATION, LANSING 3, MICHIGAN 


America’s Largest Manufacturer of Fuel Oil Heating Appliances 


© 1945, Motor Wheel Corp. 


DECEMBER 6, 1945 m 





If your store has these qualifications: 


+ Location in a city of 5000 or more. 


. Satisfactory financial rating. 


. Adequate store traffic, 


1 
2 
3. Desirable location. 
4 
5 


. Facilities for display. 


A tremendous wave of interest in the 
woodworking hobby, ia the decade before 
the war, brought a new source of profits 
to many leading hardware dealers and 
raised Delta to its present position as the 
world’s largest maker of light power took. 


Today we see on every hand proof that 
the war has only interrupted this tide of 
interest. People by the tens of thousands 
have written to us for a free booklet on 
the hobby. More thousands entered a con- 
test we staged for pest-war home shop 
plans. And a nation-wide survey made for 
us by an impartial research organization 
shows that there is tremendous interest, 
not only in the hobby, but also in famous 
Delta Homecraft Power Tools. 


Why sell Delta? 


First, because Delta is easy to sell. The 
Delta name stands foremost in the field. 
Second, because Delta is the acknowledged 
quality leader. It is a line you cam be 
proud to have in your store and prouder 
still to have in your customers’ homes. 
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6. A stock of hand tools. 


7. Ability te reach logical prospects: wood- 
werking hobbyists, upholsterers, cabinet 


makers, etc. 


8. Freedom from conflict with any established 
dealer. 


That quality means long- run satisfaction 
to the buyer, for it is expressed in accu- 
racy, dependability, and safety. These ad- 
vamtages have been proved over and over 
again in home shops, and during the war, 
in thousands of war plants, aboard ships, 
and in foreign countries. 


Delta gives you this help 


Delta backs you up with widespread pub- 
lication advertising — in mass magazines 
like Parade and This Week and in “fan” 
magazines like Popular Science and Pop- 
ular Mechanics. Through colorful display 
material, booklets, and dealer helps — 
through the distribution of books of plans 
and projects — Delta continually stimu- 
lates interest in the hobby and in Delta 


...if you can 


meet these 


qualifications 


Delta offers you 


‘ these opportunities: 


1. Good profit on a large unit of sale, 
2. High rate of turnover. 
3. Continued repeat business. 


4. Large volume of sales of accessor: 
ies and related items. 


5. Creation of additional store traffic. 


‘tools, and directs attention to you, the 


Delta dealer. 


All this enhances the value of your 
Delta franchise. And it is a franchise, fot 
Delta permits only a limited number 
dealers in each general trading area, refers 
inquiries and direct orders to dealers, 
never sells direct. 


Add all these points together, and we 
believe you must agree that there is r 
money to be made in Delta Homec 
Power Tools. If your store meets the 
etght qualifications listed above, write us 
today for full details on the Delta dealer 
franchise proposition, 


The Delta Manufacturing Co. 


752N E. Vienna Avenue Milwaukee 1, Wis. 


Delta Homecraft Power Tools 


— 


‘ 
“Trade Mark Reg. U. S. Pat. Off. 
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HOW a WytTerace* Steel Tape. Your customer 

will take it every time. Show him how easy 
to read the jet black markings on the white back- 
ground are —in the brightest glare or in hardly 
any light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust-resist- 
ing and hard to kink. Ask your jobber about 
Wyterace Steel Tapes and Steel Tape Rules. 


*Trade Mark. WyTEFACE Steel Tapes and Tape Rules are protected 
by U.S. Pat. 2,089,209 


“MANDYt WYTEFACE 

STEEL TAPE RULES 
Y%s-inch width. Semi-rigid. Blade 
can pate par ysegr pero 
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FAVORITE* WYTEFACE 
STEEL TAPES . 


For carpenters, masons, builders, electricians, 
plumbers, steamfitters, contractors, architects. For 
the farm, store or home. % inch width. With or 
without “K & E End Fastener for one man measure- 
ments”. Hard-wearing black leatherite case with 
nickel plated mountings. Four lengths — 25, 50, 
75 and 100 feet. *Reg. U. S. Pat. Off 


Kee. 


Drafting, Reproduction, Surveying 
Equipment and Materials, 
Slide Rules, 


Measuring Tapes. 


KEUFFEL & ESSER co. 


NEW YORK - « HOBOKEN, N. J. 


CHICAGO « ST. LOUIS - DETROIT - SAN FRANCISCO 
LOS ANGELES - MONTREAL 














Dunbar 


New Member 
of your 
Sales Staff 


ALTHOUGH she’s not on your pay- 


roll, when it comes to selling Dunbar 





cooking glass, count Jane Dunbar as an 
extra sales clerk on your selling forces. 
In national advertising she is telling 


' women from coast to coast why they 
8 cup Vacuum Coffee Maker: Individually 2 Qt. Teakettle with Lock-on Cover: In- a. 
packed, 1 doz. per corton. Fair Trade List— dividually packed, 14 doz. per carton. should buy Dunbar. And they are taking 


91.6? oe. Felr Wrode Ust—$1.39 oa. her good advice. For women like the 
streamlined designs of Dunbar cooking 
glass, its durability and practicality. 
And too, because it’s inexpensive. You 
can capitalize on the demand for this 
quality cooking glass by displaying it on 
your counters and in your windows. 
It sells quickly . . . at a good profit. 


DUNBAR GLASS CORPORATION 
DUNBAR, WEST VIRGINIA 


REPRESENTATIVES—BALTIMORE 1: John A. Dob- 
son & Co., 110 Hopkins Place. DETROIT 26: B. F. Feldner, 
1229 Tuller Hotel. LOS ANGELES 14: Geo. H. Miller & 
Son, 656 S. Los Angeles Street. LOUISVILLE 2: Geo. R. 
8 cup Teapot with Lock-on Cover. Individually 114 Qt. Double Boiler: Individually packed, Espin, 207 Norton Building. NEW YORK 11: John L. 
- a Pasmantier & Sons, 5 West 20th St. PORTLAND 4: Hol 
packed, | doz. per carton. Fair Trade List— 1 doz. per carton. Fair Trade List—$2.19 ea. Berni, 456 Sherlock Building. SAN FRANCISCO 7: Collins, 
$1.39 ea. Groth & Johnson, 324 Fifth St. SEATTLE 1: Holt Berni, 
102 Terminal Sales Building. CANADA: J. K. MacLeod & 
Company, 90 Sherbourne St., Toronto, Ontario. 
EXPORT SALES REPRESENTATIVE: The American 
Steel Export Co., Inc.,347 Madison Ave., New York 17, N.Y 


‘pea | EPs 


Here are the magazines with circulation 
of more than 14,000,000 in which Jane 
Dunbar is telling your customers about 
per carton. Fair Trade List—$1.69 ea. her lovely glass cooking ware. 


2 Qt. Saucepan: Individually packed, | doz. 
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WAY - the line 
thats Right in Style 


is also right in performance, policy and profit 


Preway is ready for early 1946 
delivery ... ele with a sweet 
line of kerosene ranges that packs 
more beauty, more cooking and 
baking efficiency and more sales 
wallop in exclusive, practical fea- 
tures that women want than any- 

thing you've ever seen before. 
But these are not all the good 
things you'll find out about Pre- 
way. It's just the beginning... 
for Preway, with a well bal- 
anced short line calling only 
for a small stock investment, 


American 
Furniture Mart 


is competitively priced, profit- 
ably sold, and made by a pioneer 
leader in the field — winner of 
four Army-Navy E awards for out- 
standing production efficiency. 
When a line like this, carries a 
backing like that—it's a buy that's 
hard to beat. That's why stores 
all over the country are concen- 
trating on Preway. See these 
great ranges at the American 
Furniture Mart—Chicago—Space 
1727B, January 7 to 19, or write 
today for complete information. 


PRENTISS WABERS 
2125 SECOND STREET, N., WISCONSIN RAPIDS, ws. PRODUCTS Co. 
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NL Uf Yj , MAKE WAY FOR TOMORROW. Con- 
SS, oH, version to peacetime production will not 
come out of any one brain or any one 
book. It will be a collective result. Its 
coming will depend on the convergence 
of the millions of minds, of plans, and of 
doers who are making way for tomorrow 
with faith in their own relation to it. As might 
be expected, The Moore Enameling and Manu- 
facturing Company is already busy in doing. 
With the gradual release of steel, the staple 
lines of MOORE PORCELAIN ENAMELED 
COOKING UTENSILS will be in increasing 
production. New lines will follow. So make 

way ... make way for tomorrow. 


1045 


THE MOORE ENAMELING & MFG. CO. 
WEST LAFAYETTE, OHIO 


_* if 
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(save-oil) 


SPECIALISTS IN OIL 





Through the years, Savoil has built a solid reputa- 
tion manufacturing high quality kerosene burning 
stoves, ranges and heaters. That reputation has 
been further enhanced by Savoil’s achievements in 
war production. And from Savoil’s war experience 
will come new streamlined manufacturing methods, 
new ideas, fresh plans for building kerosene burn- 
ing products that will combine the best in eye and 
sales appeal. Truly, more than ever before, these 
products will earn for Savoil the deserving title: 
Specialists in Oil. 


Now, as we begin the swing back to our normal 
production channels, every effort will be toward 
achieving our goal as quickly as possible. Severe 
material shortages and reconversion problems make 
it a difficult job. Your cooperation has been splen- 
did and we wish it were possible to reward your 


x * 


To Secure the Peace .... Buy Victory Bonds 
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patience with immediate results. But you may rest 
assured that as soon as the situation permits, Savoil 
will be back concentrating once more on the build- 
ing of better-than-ever kerosene heating and cook- 
ing equipment. 











KEROSENE BURNING 


Ranges - Stoves - Heaters 


UNITED STOVE CO. 


YPSILANTI, MICHIGAN 











INITIAL SHIPMENTS 
NOW ON THE WAY! 


WARING 
BLENDOR 








WHEN YOU FEATURE 
THESE FAST-SELLING 


ECLIPSESaa-L0a20 SPECIALTIES 


THIS PLASTIC UTENSIL TRAY SELLS ON SIGHT! 


*"2:%- An all-plastic tray that fits all standard cabinet 
drawers. Compartmented for knives, forks, spoons, 
and other utensils. Attractive, convenient, durable, 
colorful. 

Eclipse San-Duro Plastic 


BABY'S DINNER SET 
(Nationally Advertised in 
Parents’ Magazine’') = 

Designed by child special- eT 
ists to aid in child training 

and feeding. Dinner dish, 
cereal bowl, and tumbler, 

with many new features. 
Now also made of extra 
durable Polystyrene for 
higher lustre, more colorful 
beauty. 


“RUMPUS ROOM" SERVING TRAY SET 


Three trays, of attractive, 
durable plastic, impervious 
to alcohol or acids. Three 
colors to the set. 14” di- 
ameter, with 3%" rim. 
Wrapped with display band. 


WRITE TODAY for complete information and 
prices covering Eclipse San Duro" Plastic Products. 


ECLIPSE MOULDED PRODUCTS COMPANY 


Division of General American Transportation Cerp. 
5154 North 32nd St. Milwaukee 9, Wisconsit 
Plastic Products and Custom-Moulders for All Industry 
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improve 
cabinet —those prevailing on O 
spoons, Here’s what you'll get in the improved 
lurable, BROILKING: ; 
* Drawn steel shell—triple plated. 
* Cord and plug set of cold mold—for 
higher heat resistance. 
* Improved refractory materials. 
* Detachable hinge cove’: 
* Bakelite heat-resistant accessories. 
All at the popular, pre-war price! 
SET * 
° 
mplete with cord set 
attractive, 
impervious 
ids. Three 
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FOUR STAR 
Line-up 


our sporting -- 


This year as never before, 
customer will demand the best, and the 
dealer who is ready with Globe's complete 


line of quality merchandise will be able to 
fill this demand with baseball's best 
equipment. 

If there is no Globe distributor in your terri- 
tory, write today for full particulars. 








BLOOD 


SPORTING GOODS MFG. CO. 
MASS. 


251 CAUSEWAY ST., 
New York Office 


BOSTON, 


Philadelphia Office 
Empire State Bldg. Public Ledger Bldg. 
350 Sth Ave., N.Y. |, Independence Square 

mY. Philadelphia 6, Pa. 











Is a Vital Factor 


In every state, in every large city, and in 
hundreds of small communities throughout the 
country, COLUMBIA and CoLumMBIA-Built deal- 
ers and distributors have shown their loyalty 
to ‘‘America’s FIRST Bicycle” through three 
generations. 

This loyalty to COLUMBIA is our most valued 
possession... and to these old-time dealers, 
and to the many dealers now wanting to get 
on the one best track for the future, we say, 
‘Look to the new CoLuMBIAS to provide surest 
opportunity for your success through continued 
superior quality, backed up by the best known 
name in bicycles.’ 

The result of nearly 70 years’ experience in 
building fine bicycles, each new COLUMBIA will 
well deserve the title, “A GREAT Bicycle’’ 


THE WESTFIELD MANUFACTURING COMPANY 
WESTFIELD, MASSACHUSETTS 





BICYCLES 


“AMERICA’S FIRST BICYCLE” + SINCE 1877 
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nce in | fast, new Pennsylvania Cham- 


[A will pionship Ball. Its resiliency and bounce 

cycle:’ actually improve during play. More than 50 

LPANY million tennis balls have been made by Pennsylvania, 
the world’s largest manufacturer of tennis balls. Sell Pennsylvania 
and you sell the best! 


PENNSYLVANIA 


World's Largest Manufacturer of Tennis Calla 


PENNSYLVANIA RUBBER CO., JEANNETTE, PA., ORIGINATOR OF THE FAMOUS SILENT VACUUM CUP TIRE 
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RESISTANCE 
TO MOISTURE 
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PLEDGE : Cres-Lite SYNCHROME is a quick-drying, 

OURSELVES Pp synthetic resin, oil paint. It contains 
325 mesh pure aluminum pigment. 

to limit the S One coat of SYNCHROME completely 

production of \ * covers most surfaces with a chrome-like 

SYNCHROME \. oe. oe finish unsurpassed for its resistance 

Aluminum Paint, . ite, # OS Saar to heat, moisture, fumes, weather and 


th i 
rather than reduce corrosion. 


the quolity or quan- n 

tity of OIL, PIG- Its high hiding power and durability 

MENT or SYNTHETIC make it the best protective coating for 

RESIN used in it. tanks, stacks, roofs, metal, concrete, 
brick and other types of structures 
and equipment. 


CRESCENT BRONZE POWDER CoO. 


116 W. ILLINOIS ST., CHICAGO 10, ILL. ° 1841 S$. FLOWER ST., LOS ANGELES 15, CALIF. 


WRITE FOR YOUR FREE COPY OF ‘*‘A GUIDE TO USING ALUMINUM PAINT” 
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@ Jobbers who have not already placed their quantity commit- 
ments for SPRAYIT Paint Spraying Equipment are urged to 
do so immediately. Orders will be filled just as fast as pro- 
duction conditions permit and in the order in which they are 
received. DEALERS are asked to keep in touch with their 
Jobbers regarding expected initial delivery-dates. If you do not 
know the name and address of your nearest SPRAYIT Jobber, 
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write and we'll gladly send this information to you at once. 
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PAINT SPRAYING EQUIPMENT, 
AIR COMPRESSORS, SPRAY GUNS, 
PUMPS, AIR TOOLS, INSECTICIDE 
SPRAYERS, SANDERS AND Al- 
LIED FINISHING EQUIPMENT. 


ces 


ELECTRIC MOTORS, GENERATORS, 
VALVES, PUMPS, HYDRAULIC 
CYLINDERS AND CONTROLS FOR 
AIRCRAFT, AUTOMOTIVE AND 
OTHER INDUSTRIAL APPLICATIONS 
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more working space 
greater accuracy 


DURO 6’ Jointer offers many important advantages 


A low-cost Jointer that incorporates exclu- 
sive features and basic advantages not 
found in machines that cost much more. Has 
patented roller extensions giving effective 
table length of 60”—the greatest effective 
working length of any 6” Jointer. Fence can 
be set accurately for rabbeting with one 
hand—can be swiveled for smoother cuts in 
curley wood—and is mounted on rear table 
which eliminates dangerous gap over rear 
table. One piece steel combination cutter- 
head and shaft with machine-chip breakers 


assures greater accuracy, less vibration and 
easier adjustment of blades. New Departure 
Ball Bearings. Cuts to 2” depth on material 
6” wide. Has many other unusual features. 


v v Vv 


SEND FOR CATALOG—for full details and prices 
on the DURO 6” Jointer. Also lists specifica- 
tions and prices of complete line of DURO 
single and multi-spindle Drill Presses, Cir- 
cular Saws, Jointers, Routers, Shapers, 
Grinders, Lathes, Portable Electric Driils. 


DURO V!'OO1LS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 


2658 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DURO HAND TOOLS 
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labor-saving | 
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farm buildings 
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Are you developing this huge market? 


F all the consumer goods sold in this country, 

approximately 40% are bought by farmers and 
their families! This is a market no merchant can afford 
to neglect. 

Surveys have shown that new roofing and roofing 
repairs are high on the list of first purchases desired by 
farmers. Good tight buildings are a must on the farm 
and the U-S-S line offers everything you 
need in steel roofing, siding and accessories. 

U-S-S Products have been extensively ad- 
vertised during the war and will continue 


to get strong advertising now that peace is here. 
Widespread acceptance of the U-S-S Label will 
help move these products quickly, and you will profit 
in direct proportion to the degree with which you 
stock these well-known roofing and siding materials. 
For particulars about the profitable U-S-S dealer- 
ship, write or call the office nearest you. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 


COLUMBIA STEEL COMPANY, San Francisco 


AMERICAN STEEL & WIRE COMPANY, Cleteland, Chicago, New York 


~ PRODUCTS - 
SOip HERS 


United States Steel Export Company, New York 


THIS SIGN IDENTIFIES YOUR STORE 


As a dealer in U-S-S Products, it gives you a tie-in 
With the familiar trademark in the ads, says this 
18 where to buy U-S-S Roofing and Siding. 


UNIT:E® STATES: ST 
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FREE PLAN SERVICE 


We provide blueprints and lists of materials for 
various farm structures, including Cattle Feeding 
Shed, Poultry Brooder House, Machinery Shed and 
others. Customers can examine complete file in 
your store, then get free copies of plans through 
you or direct from us, 


U-S°S ROOFING AND SIDING 
Crimped or corrugated, galvanized in any standard 
gfage—every sheet will give the low-cost, long- 
lasting service which farmers associate with the 
U-S-S trademark. And with the necessary fittings, 
you can give a complete service, increase your sales 
and satisfy the most exacting demands. 
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To Our Customers 


we express appreciation 

for your thoughtful consideration 

during the reconversion period 
and 

we wish for you a new era 


of good will and good business. 


THE CHAMPION HARDWARE COMPANY 


GENEVA, OHIO 











Here’s a Last Minute Gift Item 


with a cleverly designed Christmas 
wrapper that can be easily removed for 
year-round selling. Available now! Call 
your jobber or write direct! 


Adjustable ‘ 
HOLE CUTTER f° 97 om 
oars 


4 


For home users, mechanics, farmers, 

technicians — one Bruno does the work 

of many fixed-radius cutters. -! ( J 
Ideal for use in portable drill, hand 

brace or drill press. High-speed steel / 

blade easy to re- sharpen. Ruggedly 4 

built. Designed by cutting tool engi- 

neers. MONEY BACK GUARANTEE. 

Bruno No. 100 has 4” straight shank. 

Also furnished as 100-B, with bit stock for braces. Cutting range 

Ya" to 12”. Either $2.95. Model No. 101 has ¥%” straight shank 


(No. 101- B ‘optional, with square bit stock) and priced at $4.95. 
Cutting range |” to 244 


CHRISTMAS PACKAGE 
Contains Two Models — No. 100 


and No. 101. Price $785 


Any diameter 5g”- 214” 


Beverly Hills 
BRUNO Tools Calif., a HA-12 
SMa RE EE... 


it’s easy to set for 
any diameter. 
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DANIEL BOONE 
HANDLES 
KEEP THE JOB 


'T he finest, tough- 

est second growth 

hickory only is used 

for Daniel Boone Han- 

dies. They rate 37% above 
averageinstrength—accord- 
ing to independent scientific 
tests in leading universities. 


Striking tools can be kept in 
working shape with this top quality 
trademarked handle. Its superior 
value and economy will prove itself 
on first trial. Your jobber can furnish 
Daniel Boone Handles in perfect pat- 
terns for hammers, sledges, mauls, axes. 
Ask for them by name. 


TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 
LOUISVILLE, KENTUCKY 


FOR OVER 90 YEAR WORLD S LARGEST HICKORY HANDLE MANUFACTURER 








Just like a compass, 





a 





QUICK-ACTION CALIPER 
FOR USE IN 


WORKSHOP — INSPECTION 
AUTOMOTIVE REPAIR 


Permits accurate measurements of external and internal 
dimensions. Knife-edged jaws accommodate thread meas- 
urements and a depth gage blade, depth measurements. 
Made in stainless steel or tool steel. Each caliper packed in 
a leatherette cover. 


AMIC PRECISION VERNIER CALIPERS: 6”, 10”, 24” 
AMIC PRECISION VERNIER HEIGHT GAGES: '10”, 18”, 


24” 
DEPTH GAGES: POCKET CALIPERS 
Ask for literature and prices 


AMERICAN MEASURING 
INSTRUMENTS CORP. 
240 WEST 40th ST. » NEW YORK 18, N_Y. 
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‘ @ Lamson Carriage Bolts (heat treated) are accurate- 
THE WORLD'S FASTEST SELLING CAN OPENER | ly made, have smooth, round heads and true, square 
Vi v) N 0 170 | shanks under the head. Available in either rolled or cut 
aughan e | threads. Stocked in a full list of sizes up to %-in. diam- 
S A FETY RO l L IR | eter, 14-in. length. Large sizes made to specifications. 

. A copy of the Lamson “Ready Reference” List, a 

Over 50,000,000 Safety Roll Jr. Can handy visible indexed catalog and price list, is ready 

Openers have been sold and we are for you. Ask your jobber’s salesman, or write us for it. 
pleased to be able to offer this popular THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 
number again. Sturdy and strong, all 
steel and retails at a low popular price. 
VAUGHAN NOVELTY MFG. CO. LAMSON & SESSIONS 


““Werld’s Largest Manufacturers of Can Openers and Bottle Openers” 
3211-253 CARROLL AVENUE CHICAGO 24, tiL., U.S. A. 








@ Deluxe Model, 
Double Plated, 
Highly Polished 


@ Tubular Bail 
Adjustable for 
101 Positions 
and Uses 


i @ Tarnish-Proof, 
Focused-Beam 


‘i TENTED postwar PORTA-LITE today! Seven 
stands for long years of Poteau features, the handiest portable 


sce.” That's what d electric lantern ever devised. Minimum weight 
service.” That's what dealers with maximum utility. 101 uses . . . in home, store, 
: ice and factory, for sportsmen, trainmen, motor- 
say of Super-Lectric products. ists, truckers, farmers, boy scouts, watchmen, etc. 
Weighs only 29 ounces. Uses 2 or 4 flashlight cells, 
the only type battery replaceable anywhere. New 
patented circuit eliminates corrosion due to elec- 
trolysis, prevents faulty contacts, adds years to 
life of lantern. Beautiful, streamlined all-metal 
case. Weatherproof, fool-proof switch. PORTA- 
LITE is a volume seller, a profit-making traffic 
builder. DEALER PRICE: $38.00 
dozen F.O.B. Packed 12 to case. 
inimum order 1 doz. Shpg. wt. 24 Ibs 


: MASON-WILLIAMS CO. 
Dept. A-13, 663 NO. WELLS ST. 
CHICAGO 10, ILLINOIS 
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These Folks Dont Cry A bout 
DISTRIBUTION PROBLEMS 
_—<,,, 4 
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WHY? BECAUSE IT PAYS TO 
WORK WITH LIBERTY! The 
manufacturer gets immediate 
nation-wide distribution through 
70,000 established dealers, re- 
sulting in tremendous volume at 
low cost. His lines are pushed 
by 24 of the country’s most ag- 
gressive hardware wholesalers 
who have worked together 10 
years to perfect this system of 
nation-wide distribution. 


70,000 Retailers find IT PAYS 
TO WORK WITH LIBERTY! 
The dealer is HIS OWN BOSS, 
yet has all the advantages of 
mass buying, so he can meet the 
toughest competition profitably. 
From the nearest of Liberty 
members’ 43 strategically lo- 
cated warehouses he quickly 
gets the merchandise he needs. 
If YOU want these advantages, 
get in touch with Liberty Dis- 
tributors soon. 


HEADQUARTERS — 14 NO. 5th ST., PHILADELPHIA 5, PA. 


Albany Hdwe. & Iron Co. Hoffman Hardware Co. Morley-Murphy Co. The Emery-Waterhouse Co. 
Albany 1, New York Los Angeles 12, Calif. Green Bay, Wisconsin Portland 6, Maine 
Allison-Erwin Co. Huey & Philp Hdwe. Co. rang” Piateons age The Salt Lake Hdwe. Co. 


Dalles. Texes Wausau, Wisconsin 
Charlotte 1, N.C. . Solt Leake City 9. Utah 
High Point, N.C. Fort Worth, Texas Northwest Hdwe. & Steel Co.  maadhay + Oty 


Houston, Texas 
Gold N.C. ' Portland 10, Oregon ; 
pe mer agg Hy Isaac Walker Hardware Co. tty %. Gsand Junction Cele, 
» N.C Orgill Bros. & Co. 

Greenville, S.C. Peoria, Illinors Memple 2, Tenn The Tracy-Wells Co. 
Amarillo Hdwe. Co. Kelley-How-Thomson Co. Jackson, Max Columbus 15, Ohio 
Amarillo, Texas Duluth |, Minn. . en Cleveland Ohio 

. St. Paul, Minn. Rice & Miller Co. . 
Beck & Gregg Hdwe. Co. Billings, Mont Bangor, Maine 
Atlanta 1, Georgia Momsen Dunnegan RyanCo. pichmond Hardware Co. 


Corpus Christi Hdwe. Co. El Paso, Texas wre 7 
ape Cheisti, Texes Phoenix, Arizona a J. A. Williams Co. 


2 Morley Brothers Supplee-Biddie Compan Pittsburah, Po, 
Harper & Mcintire Co. Seginaw, Michigan s- to 519 Commerce ror oj Wyeth Co. 


Ottumwa, lowa Detroit, Michigan Philadelphia 5, Pe Haw 7 
Cedar Rapids, lows Grand Repids, Michigan Providence, R 1 (ft St yp A-- Pineoutt Mfg. Ce.) 


Van Deren Hardware Co. 
Lexington, Kentucky 


No. 10 
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Tix popular shapes of Nicholson Rotary, 


Files in an attractive and convenient case! 

The Nicholson Rotakir is a logical sequence to 
the rapidly widening use of rotary files or “burs”— 
because from inherent human pride in good tools, 
the high-grade mechanic or the home craftsman 
naturally likes his rotary files in kit form. There- 
fore, as a grand opportunity for the hardware 
dealer in a fast-growing new line of merchandise, 
Nicholson offers — 


A choice of three popular ROTAKIT assortments 
No. 20 contains 10 assorted Nicholson Hand Cut Rotary Files. 
noraKr No. 38 contains 10 assorted Nicholson Ground Rotary Files. 
No. 48 contains 5 assorted Nicholson Hand Cut and 5 as- 
sorted Nicholson Ground Rotary Files (as illustrated). 

















Nicholson guarantees every Nicholson Rotary File 
made from high-quality, high-speed steel; keen, ac- 
curate cut; true-centered shaft and perfect radius 
at all cutting circumferences. 


For Rotakir prices and discounts, contact your 
jobber. Or, write us direct. 


® Glass front (for visibility) 
and convenient hinged stand 
feature the handsome wood- 
case Nicholson ROTAKIT. 


NICHOLSON FILE CO. © 25 ACORN STREET, PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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ACCO CHAIN REPAIR LINKS 
NOW AVAILABLE IN 6 SIZES 
















@ Your customers will thank you for reminding Te 
them to buy ACCO repair links for chains. They’re Co 
° the handiest gadgets men can carry in their tool gre 

kits or pockets. ms 

With these repair links they can repair broken tif 

chain strong and safe in just a few minutes. Or zh 

they can join odd lengths together. That’s a big on 

advantage at a time when every bit of chain is more valuable than ever before. It saves “H. 

useful material and makes a limited supply of chains go farther. for 

AMERICAN CHAIN repair links are cold-forged from rolled steel. Long, tapering laps make cor 

asmooth assembly. Links can be closed cold or heated for welding. Easy to close and they sto1 

stay closed. Bright smooth finish. ps 

OTHER POPULAR SEASONAL ITEMS: American Chain is also supplying its wholesalers ma} 


with the following chains, which are in great demand at this season: Tenso Lock Link, 
Sash Chain, American Safety Chain, Jack Chain, Proof Coil, BBB Coil Chain, 

. Elwel Coil Chain, and Elwel Machine Chain. We also feature a full line of chain 

; co fittings and attachments. 


C & Yerk, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
’ 


4, AMERICAN CHAIN DIVISION 
Pe \ AMERICAN CHAIN & CABLE 


wan In Business for Your Safety 
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Informal Editorial Comments ... 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








Are Manufacturers Waiting for 1946 Tax 
And/or OPA Relief Before Shipping?:— 


pe is a growing 


opinion among wholesale and re- 
tail distributors that many manu- 
facturers are withholding ship- 
ments of available merchandise 
because they are waiting for the 
more favorable corporate tax basis 
of 1946 and are also hoping for 


some relief from OPA price ceil- 
ing restrictions early in the new 
year. 

Such opinions have literally 
been pouring into our ears for the 
last two months or more. Seldom 
have we heard a manufacturer 
criticized for such tactics. All crit- 
icism we have heard has been 
leveled at government agencies 


x * * 


which have announced in advance 
the tax relief of 1946. Greater 
criticism has been leveled at OPA 
for its almost smug willingness to 
grant profitable prices to relative- 
ly new producers, despite the fact 
that historic manufacturers in 
many hardware stores lines are 
unable to obtain any “price ceil- 
ing relief.” 


Hon. Wright Patman Offers 
“HL B. 4200” and “HL. BR. 4201":— 


EPRESENTATIVE WRIGHT 
PATMAN of Texarkana, 
Texas, is probably the best known 
Congressman among hardware 
groups. He has addressed a great 
many of them and is quickly iden- 
tified as the co-sponsor of the wel- 
come and splendid Robinson-Pat- 
man Law to which he now offers 
amendments officially identified as 
“H.R. 4200” and “H.R. 4201.” The 
former would prohibit chain store 
corporations from charging off 
store losses from income tax re- 
turns. As we go to press, it would 
seem that this particular measure 
may get buried among many bills, 


etc., now in the hands of the House 
Committee on Ways and Means. 

The second amendment intends 
to prevent evasion of the Robin- 
son-Patman Law by the making of 
secret prices or discounts to 
favored buyers and has. currently 
been referred to the House Com- 
mittee “on the Judiciary’”—what- 
ever that means. 

From where we sit, and we are 
sure almost all readers will agree, 
we would gladly welcome the pas- 
sage of both amendments. How- 
ever, and completely without legal 
advice or pretense of legalistic 
knowledge, we question the first 


= 2? # 


amendment’s possibility of becom- 
ing part of the law. 

As for the second amendment— 
our quick and admittedly lay opin- 
ion is that+if the basic Robinson- 
Patman Law means anything like 
we thought it did when we first 
supported it this amendment 
should not be necessary. However, 
if Mr. Patman’s proposed “H.R. 
4201” gives needed and added 
strength to what we consider the 
basic tenets of the original Robin- 
son-Patman Law, then we are most 
completely in favor of supporting 
Mr. Patman in this effort. 


Know Your Endorser and Don't 
Cash Checks for Strangers:— 


HE passing of counterfeit 
money has become a relative- 
ly insignificant factor in American 
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crime because of the vigilance of 
the U. S. Secret Service and the 
intelligent co-operation of business 


men and banks on this problem. 
Today, one of the greatest swin- 
dle set-ups harassing both gov- 
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ernment and business is the pass- 
ing of worthless checks. As a 
“racket,” this problem has been 
greatly increased by the obviously 
inevitable increase in the number 
of government checks put in dis- 
tribution due to war conditions 
and necessities. On this phase ot 
the situation, professional crooks 
have traded heavily, and in many 
cases expensively to businessmen 
—especially retailers. 

If retailers, generally, would be 
almost arbitrary in setting up a 
policy and adhering to it in con- 
nection with the cashing of checks 
this particular racket could be 
curbed quickly and finally stopped. 
It will stop when it ceases to be 
profitable to those racketeers who 
pursue it as a means for making 
easy money. 

A few simple rules will suffice. 
Den’t cash checks for strangers 


under any circumstances even 
though the proffered checks ap- 
pear to be from some government 
agency. Don’t be misled by the de- 
sire to make a substantial purchase 
when the payment is to be made 
by check, from a stranger, which 
requires a substantial amount of 
change which comes out of your 
pocket. 

No honest man possessed of 
good intentions can ever resent 
courteous inquiry in connection 
with such transactions. In fact, 
the majority of honest men will 
not only welcome reasonable in- 
quiry in such cases but will go a 
step further and make plenty of 
effort, on their own part, to estab- 
lish their credit and financial stat- 
us justifying the tendering of a 
check from any source. Insofar as 
that insignificant minority who 
might be insulted by the check-up, 


and thus be alienated from buying 
further in your store, is concerned 
it would seem to us that such trade 
might better be lost—because it 
would always be more difficult to 
handle than it would be worth, 
even when business is hard to get. 
One or two substantial “bum 
check” losses would more than off- 
set any profit from such touchy 
customers in their entire lifetime 
—so do be cautious about checks. 

A really informative article in 
this issue outlines some of the 
hazards of cashing checks for 
strangers. It was written by a staff 
member with the help of U. S. 
Secret Service officials and is based 
solely on facts. This article merits 
thoughtful reading and study by 
every reader. It is entitled, “Don’t 
Cash Checks for Strangers” and 
will be found on page 100. 


Only Legislation Will Stop 


Unfair “Trade Diversion”:— 


IX states, Minnesota, Michigan, 
Wisconsin, Pennsylvania Illi- 
nois and Ohio have laws which 
curb the most vicious and uneco- 
nomic phase of “trade diversion” 
that besets retailers. In these six 
states manufacturers, distributors 
and all other employers are pro- 
hibited from competing with exist- 
ing retail channels by selling to 
their employees any kind of mer- 
chandise at any kind of a discount. 
In the other 42 states of this 
country there is no such barrier 
and, as a result, millions of dol- 
lars worth of goods are sold an- 
nually in all classes of merchan- 
dise, through other than historic 
or normal retail channels. Too 
often an inducement to prospective 
employees is the ability to save 
money on such purchases and this 
is glibly palmed off as being worth 
a certain sum of money in weekly 
wages. This too often happens to 
be the case in factories whose en- 
tire output is sold through whole- 
sale and/or retail stores—yet, lo- 
cally, such companies wilfully or 


ignorantly destroy their own type 
of customers by selling their own 
employees almost anything and 
everything at a discount. In these 
days of great labor unrest such ap- 
peals are probably well received. 

We have always felt that uneco- 
nomic and unfair practices can 
best be cured by an appeal to rea- 
son and that recourse to legislative 
assistance should be sought only 
as a last resort. In the case of 
trade diversion, as outlined above, 
we have come reluctantly to the 
opinion that only legislation will 
provide the needed relief. 

At our invitation, Arthur L. 
Garniss, an authority on this sub- 
ject, has prepared a special article 
on trade diversion. It appears in 
this issue starting on page 92. 
With this story is the complete 
text of the Minnesota law on un- 
fair trade practices which is wide- 
ly conceded to be the most efficient 
state legislation curbing unfair 
trade diversion practices. 

Mr. Garniss outlines the prob- 
lem and advises how it can be 


curbed through state legislation. 
No one trade can accomplish this 
objective alone. It requires the 
coordinated effort of all retail 
groups. However, if a sufficient 
number of retail hardware dealers, 
augmented by the genuine activity 
of their state and local associa- 
tions, trade boards, etc., get busy 
on this project in the 42 states 
which do not protect retail inter- 
ests, and line up the same kind of 
active and militant support from 
other affected retail groups, an- 
other year may see the adverse 
score of 42 to 6 greatly changed 
in favor of retailing. 

The story “Wipe Out This Black 
Market!” is another essential and 
basic message in this issue. Read 
it, study it, show the story and text 
of Minnesota’s unfair practice law 
to all the dealers in your commu- 
nity and—most important—if you 
are in one of the 42 states without 
such legislative help get busy and 
see that your state legislators do 
something about this insidious 
and growing problem. 
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@ Wartime demands increased the requirements for night 
latches well above the normal level. This placed an added 
burden on production facilities at a time when the opportunity 
for expansion was limited. Although our night latch production 
has increased, we have been unable to deliver as promptly as 
we would like. Today we look forward to the day when it will 
be possible to keep up with dertiands. 

Your opportunity to sell Ilco latches, because of their 
outstanding quality, design and range of price, is well established. 
As a security item, night latches are accepted for most appli- 
cations on a par with more coniplicated locking devices. Enjoy 
the profits that will be available to those dealers carrying the 
Ilco line. 


@ lico Night Latch 255 


5 Pin Tumbler type, cast brass 
cylinder, cast iron case and strike 
— wrinkled black finish, reversi- 
ble hand. 


Indep endent Lock Company 
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“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


a. surveys of the 


number of lamp bulbs on electri- 
fied farms were conducted this 
year and returns, carefully an- 
alyzed, indicate an exceedingly 
attractive potential demand in the 
rural field for bulbs of many 
types and sizes. 

There have been other surveys 
made in both rural and urban 
areas, but these were based on the 
number of lamp bulbs used for 
general illumination in the home 
and took no account of those used 
for supplemental lighting and in 
equipment. They showed an aver- 
age of 30 lamps per farm, with an 
average list price of about ]2 cents 
for general lighting lamps, or $3.60 
for the farmstead. 

The two recent surveys were 
made by entirely different methods 
and by separate organizations. 


Despite this the results showed 
surprising similarity. 

One survey was made by hav- 
ing the members of local woman’s 
clubs take an inventory of the 
total number of electric light bulbs 
including 


on their farmsteads, 


The fifth of a series of articles il- 
lustrating the huge and profitable 
sales possibilities the farm market 
offers on electrically-operated equip- 
ment and appliances. The series will 


those in or on equipment and 
appliances, as well as those used 
for general lighting. These totals 
were reported and the averages 
compiled from 479 answers from 
22 states. 

The second survey was con- 
ducted by sending to the mailing 
list of the Farm Journal a ques- 
tionnaire with the request that 
those readers having electricity on 
their farms fill in the total num- 
ber of bulbs used for lighting and 
the number used in or on equip- 
ment on the farmstead, and return 
the form. A total of 743 returns 


Fig. 1—Showing the lamp distribution on farms covered in the survey. 





be continued in subsequent issues 
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were received from farms in all 
48 states. 

In these two surveys were in- 
cluded lamps in_ refrigerators, 
ranges, clocks, flashlights, baby 
chick, pig and lamb brooders, and 
many other appliances. Also in- 
cluded were Christmas tree lamps, 
nightlights, toys, infrared lamps, 
germicidal lamps, sunlamps, and 
fluorescent lamps. Account was 
taken of yard and barn lighting, 
poultry house lighting, and lamps 
in hotbeds and upon electric 
fences. 

If the results of the two sur- 
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How Much for Lamps for } the 









the American Farm? 


By 
LAWRENCE C. PORTER 
and 
JANET E. DAVENPORT 


Nela Park Engineering Division, 
General Electric Company, 
Cleveland, Ohio 


veys are combined and the aver- 
age taken for each type of lamp, 
the potential farm lamp business 
is much more alluring than the 
previously expected 30 lamps per 
farm. 

Several farms were found that 
had over 250 lamps, and three 
had as few as four, while the aver- 
age per farm is 44. This figure 
does not include the lamps for 
automobiles and trucks. When 
they are taken into account the 
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LAWRENCE C. PORTER 


average of the two surveys is 54 
lamps per farm, 56.9 for one and 
51.2 for the other. 

A report of the survey made 
through the local clubs was pub- 


Fig. 2 — An additional breakdown of farm lamp distribution. 
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and their spears into pruning hooks.’.... 


JANET E. DAVENPORT 


lished in the July issue of Agri- 
culture Engineering. This report, 
therefore, will be confined to the 
results obtained through the Farm 
Journal survey. 

Note the breakdown of the num- 
ber of various uses and locations 
of lamps. For example, 26.3 lamps 
are used for general lighting on 
the farm and 17.7 lamps on equip- 
ment, or two-thirds as many used 
for illumination are used in or on 
equipment, and it is in these 
special purpose lamps that the 
lamp dealer will find a greater 
sales incentive. 

Divided into geographical dis- 
tricts of the United States the re- 
sults of the survey are shown in 
the accompanying table, and we 
believe it to be fairly representa- 
tive of what might be found 
throughout the country. 

Of the 32,716 lamps reported 
on 743 farms, 75.2 per cent are 
used inside the farmhouse and the 
other 24.8 per cent used outside. 
But of the total lamps used inside, 
43.7 per cent were on appliances 
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and equipment. Outside the farm- 
house, 29.7 per cent of the lamps 
were on equipment. 

A total of 1022 lamps was re- 
ported in radios, 955 in flash- 
lights, 6560 Christmas tree lamps, 
and 833 in inside equipment not 
specifically listed in the question- 
naire. Outside the house 935 flood 
or spot lights were reported, 701 
lamps on tractors, 108 in electric 
handlanterns, and 524 in various 
other equipment, such as lighted 
hotbeds, brooders, and electric 
fences. 

One interesting development is 
that 19.2 per cent of the farms re- 
ported having one or more 
fluorescent lamps. 

It may be seen, therefore, that 
the rural lamp dealer may look 
forward to a profitable business. 
The $3.60 worth of lamps formerly 
to be expected from the sale of 
bulbs to light a farm home has 
been considerably augmented by 
lamps on equipment, many of 
which are higher in price than 
general lighting lamps. Many 
farmers will want sunlamps, listing 
at $15, germicidal lamps—$4.25 
to $6.75, infrared lamps—$2, pro- 
jector lamps—$3.50, spotlights at 
$1.40. These are only a few of 
the supplemental lamps that will 
be considered necessary to a well 
operated farm. 

Following are listed the maxi- 
mum and the minimum number of 
equipment lamps found on any 
one farm, both inside and outside: 


INSIDE FARMHOUSE 
List 
Price 


$0.09 


Equipment Maximum Minimum 
Clock 4 l 

Radio 7 1 09 
Range 1 40 


Refrigerator 3 38 
Vacuum cleaner 2 25 
Picture 

projector 6 3.50 
Lighted toys 12 05 
Infrared lamps 4 2.00 
Sunlamps 6 
Flashlights 7 .09 
Christmas 

tree lamps 100 05 
All other 

equipment 50 -76 


Avg. $1.89 


OUTSIDE FARMHOUSE 
Yard lights 
(avg.) 100 
Infrared lamps 4 
Sunlamps 3 
Germicidal lamp 6 
Tractors 9 
Bicycles 5 
Handlanterns 6 
All other 
equipment 40 l 1.06 


Avg. $3.52 


1 $1.65 
1 2.00 
1 15.00 
1 6.75 
1 1.10 
1 1 
1 50 


One farm reported using seven 
fluorescent lamps, and it is ex- 
pected that these lamps will re- 
place present types of fixtures for 
kitchens and bathrooms, also for 
the illumination of various work- 
ing areas. 


Car and Truck Lamps 


Add to the above figures the 
4244 ‘automobile lamps and 1607 
truck lamps reported but not in- 
cluded in the analysis of the sur- 
vey, at a price of 20 cents each, 
and it may be seen that the re- 
placement business on these 743 
farms alone would be worth while. 
The hundreds of thousands of 
cars and trucks not included in 
the survey also need lights. 

While not specifically listed, it is 


probable that many of the lamps 
on electric ranges were lumiline 
lamps for lighting the work sur- 
face of the range top. These lumi- 
line lamps have a list. price of 75 
cents. 

Even the non-electrified farms 
use lamp bulbs. Not included in 
the analysis were replies from 
farms that do not have electricity 
listing lamps in flashlights, hand- 
lanterns, in battery operated radio 
sets, and on tractors. 

Fig. 1 shows the lamp distrib- 
ution on the 743 farms covered. 
This graph indicates that as many 
as 18 farms had a total of 36 
lamps, while nine farms had 71 
lamps. Two farms had 164 lamps 
each, and one went as high as 244. 

Fig. 2 shows that 521 of the 
farms used from 20 to 75 lamps 
per farm, and 75 per cent of those 
farms used from 25 to 60 lamps. 
In faet, 25 per cent of all farms 
used from 40 to 60 lamps. 

Using an average figure of 26.3 
lamps per farm for general light- 
ing at a list price of approximately 
12 cents each, the cost of lamps 
for this purpose alone is $3.15. 
However, when 14.5 lamps at an 
average list price of $1.89 and 3.2 
lamps at an average list price of 
$3.52 are added to the $3.15, the 
total potential cost of lamps for 
an average farmstead is $41.83— 
not an item to be overlooked by a 
dealer. 

It has been estimated that ap- 
proximately 2,000,000 farms will 
be newly electrified in the five 
years following the end of the 
war. In addition to those farms 
there are 2,780,207 farm dwellings 
within one-quarter of ja mile of 

(Continued on page 134) 








Returned 


FARM LIGHTING SUMMARY 
Number of Light Bulbs 


In oron 


In or on 


Question- In Equipment In Equipment 
naires Farmhouse Farmhouse Outbuildings Outside House Total 
Per Per Per Per Per 
No. Farm No. Farm No. Farm No. Farm No. Farm 


Gographical 
Divisions 


New England & 
Middle Atlantic 3349 

East North Central 

West North Central 7604 19.6 14.9 
Mountain & Pacific 757 15.4 832 17.0 
South Atlantic 

East South Central 
West South Central 


15.6 1381 9.0 481 3.1 7616 49.4 


3274 8.3 1222 3.2 17875 46.0 
378 7.7 261 5.3 2228 45.4 


21.7 


333 2.6 4003 31.0 
4.3 994 39.8 


32716 44.0 


1746 13.2 11.2 499 
Unclassified 399 16.0 327 13.1 107 





Total U. S. 13855 18.6 14.5 5693 2404 3.2 
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The symmetry and neatness of this pottery and gift section are magnets that attract the ladies. 
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Neatness Attracts the Women 
To This Pottery Department 


Everything is where they can see 
it and everything is in order at 
the store of R. V. Slothower & Son 


66 
\ \ OMEN like to have 


things look neat.” 

With this observation, Denton 
Tennant, display manager for R. 
V. Slothower & Son, Dixon, IIL, 
explains in part his philosophy for 
doing business under current diff- 
culties. 

Mr. Tennant should know 
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whereof he speaks, for he formerly 
worked in a chain store, where he 
learned to make the most of every 
display opportunity. His peculiar 
talent now is directed toward put- 
ting the profit spotlight on the 
pottery and gift section of the 
Slothower store in this town of 
12,000. 

Although handicapped by space 
limitations, he completely _re- 


vamped this department by the 
simple but expedient act of plac- 
ing some of the stock near the nut- 
and-bolt section and decorating 
the entire display area with bright- 
ly colored crepe paper. To in- 
terest the women, who comprise 
the majority of buyers, he also 
dressed the shelves with lacy-edged 
paper. The feminine, homey 
touch, reports Mr. Tennant, has 
often cut the thin line between 
buying and just looking. 

Going one step further, the 
display manager arranged the 

(Continued on page 127) 
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Wipe Out This Black Markel. - 


More insidious than wartime black markets are the peacetime 
black markets that exist, practically with legal sanction or 
the equivalent in 42 states, taking profitable sales from 
wholesalers and retailers in an extremely wide variety of 
merchandise. Unless checked, this goes on forever and makes 
wartime black markets appear insignificant in comparison. 


| ie is a peace- 


time black market which makes 
war-time black markets appear 
insignificant, because the scope of 
merchandise is greater and be- 
cause under the equivalent of 
legal sanction 42 states still per- 
mit this totally un-American and 
un-economic competition to sur- 
vive. We are talking about “trade 
diversion.” 

Trade diversion is the general 


term which has come to be ap- 
plied to those practices which re- 
sult in the distribution of con- 
sumer goods through other than 
recognized distributive channels. 


$2.500,000,000 a Year 


On the basis of pre-war esti- 
mates of the volume involved in 
these practices, but considering 
new peace-time volumes and in- 
creased prices, it is now estimated 
that this type of black market 


Here Is the Trade Diversion Black Market— 
Only Six White States on the Map! 


will amount to about two and a 
half billion dollars a year with 
the full flow of consumer goods. 

Trade diversion got its start 
years ago when the purchasing of 
merchandise by employees was 
offered in lieu of compensation. 

Retailers must be alert to the 
possibilities of this practice being 
used to a greater degree than ever 
before in meeting the demands for 
increased compensation to offset 
the cost of living rise. 

A substantial indulgence in 
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kelj. - - Trade Diversion! 


By ARTHUR L. GARNISS 


New York Council on 
Retail Trade Diversion, Inc. 


this practice by employers 
throughout the country could seri- 
ously affect our retail distribution 
system. 

The methods used in trade di- 
version are almost always decep- 
tive to the consumer, unfair to the 
established retailer, damaging to 
the reputation of the manufac- 
turer and generally unsound eco- 
nomically. 

Before the war you probably 
also felt that trade diversion did 
not exist in your particular area 
which may have been true as to 
some of the practices but prob- 
ably not true as concerns all of the 
practices. Regardless of the de- 
gree to which they existed before 
the war, shifts in the population 
and in industries during the war 
will have a tendency in many 
areas to encourage trade diver- 
sion practices which did not exist 
there before. 

Many retailers make the state- 
ment that trade diversion does 
not exist in their communities for 
the reason that they do not know 
exactly how these practices oper- 
ate or where to look for them, so 
as briefly as possible, we will try 
to give you that knowledge in the 
following material. 


Three Major Practices 


Trade diversion can be broken 
down into three major, practices: 
1. Manufacturers and distribu- 
tors who sell directly or indirectly 
to the consuming public, contrary 


to a declared policy. 
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2. Discount houses and fake 
wholesalers. 

3. Industrial selling. (This is 
obviously a misnomer as far as 
the wholesale and retail hardware 
trade are concerned as such a 
designation suggests sales to in- 
dustrials and not as intended in 
this article to denote the practice 
whereby employers purchase di- 
rectly or indirectly all manner of 
merchandise other than their own 
products at discount prices for 
their employees.) 

Nationally advertised merchan- 
dise is most commonly associated 
with trade diversion practices, 
but does not always represent the 
greatest volume diverted from 
proper wholesale and retail chan- 
nels, This type of merchandise is 
often used as “bait” to induce the - 
consuming public to buy uniden- 
tifiable merchandise which often 
causes the consumer to sustain a 
great loss from the standpoint of 
value received. These tactics in- 
volve such merchandise as: tools, 
clocks, all kinds of electrical 
goods, cooking utensils, leather 


goods, furniture, furs, clothing, 
jewelry, etc. 


Where such merchandise is 
fair-traded, as are and many more 
will be, such cut price sales are 
definitely subject to legal action 
in all states except Missouri, 
Texas and Vermont. 

If, upon &dvice, the manufac- 
turer will not prosecute such vio- 
lations then either wholesalers or 
retailers should take such action. 


How It Operates 
Direct and Indirect 


Manufacturers who professedly 
depend on established retailers 
for distribution, and who at the 
same time engage in direct selling 
to the consumer—such as recip- 
rocal sales for the benefit of the 
employees of other corporations— 
are following a procedure that is 
based on ignorance of sound dis- 
tribution methods, carelessness in 
operation, or is the result of de- 
liberate intent. 

If such selling is due to igno- 
rance or carelessness, it is possible 
that the customer may be able to 
buy at a price substantially less 
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than retail. Where it is deliberate, 
because the retailer is consciously 
circumvented, it is likely that de- 
ceit will also enter into the sale 
to the consumer, and altogether 
probable that he will not only fail 
to obtain the “factory” or “whole- 
sale” price, as stated or implied, 
but that he may actually pay 
more than the normal retail price. 

In the case of indirect diver- 
sion, deceit is fundamental. Un- 
like direct selling (which presents 
a comparatively simple problem) 
indirect diversion spreads out in 
a complicated web, and all such 
schemes are wholly, or in major 
part, misleading. 

First, the consumer may or may 
not get what he thinks he is buy- 
ing and rarely, if ever, has re- 
course even where branded goods 
are concerned. 

Second, the manufacturer sell- 
ing through such channels con- 
taminates his distribution system 
and undermines his price struc- 
ture. 

Third, the established retailer 
is libeled—for it is the alleged 
“high cost of retailing” that comes 
continually under attack by the 
activity that represents itself to 
be something other than retailing. 


Leading Methods 


Here are some of the leading 
methods of indirect trade diver- 
sion: 

The “Discount Concern”: This 
type is the most prevalent. There 
are hundreds in such large cities 
as New York, Boston, Philadel- 
phia and Chicago, as well as many 
operating in smaller communities 
frequently unknown to the local 
retailers. Their operations are 
based on using the retailer for 
his showroom, cutting the price 
on price fixed merchandise in vio- 
lation of the law and using this 
merchandise as “bait” to sell in- 
ferior unidentifiable merchandise. 

These “discount” concerns are 
located near the centers of em- 
ployment in most large cities. 
Some are operated by former em- 
ployees of business corporations 
engaged in purchasing for em- 
ployees. Some are high-class in 
appearance; others are cheap and 
shoddy. Frequently they are in 
upstairs rooms. They carry very 
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little stock (mostly items well 
known because nationally adver- 
tised), but depend generally on 
contacts with certain resources— 
manufacturers, jobbers, wholesal- 
ers, or retailers—who undermine 
their own trade’s interests by 
transshipping. What they do not 
carry in stock, or list in a cata- 
log, they “handle” by referring 
the customer to so-called “whole- 
salers.” 


Wide Open to Public 


For a long time all of these 
concerns preserved the fiction that 
they were exclusive in their clien- 
tele, but now most are wide open 
to the public. All, however, still 
seek trade in much the same way. 

—They print and distribute 
elaborate catalogs. 

—They distribute “courtesy 
cards,” 

—They personally solicit the 
purchasing and personnel off- 
cers of large corporations. 

—They circularize entire of- 
fice buildings. 

—They depend on word-of- 
mouth promotion. 

The So-Called “Wholesaler”: 
The so-called wholesalers in the 
larger cities sell many types of 
merchandise — principally un- 
branded and unidentifiable items, 
such as furniture, jewelry, furs, 
etc. There undoubtedly still are 
many and will be more, but, with 
the increasing agitation against 
the practice, the more astute oper- 


‘ 


ators have changed their tactics 
and call themselves “manufactur- 
ers’ representatives” or “distrib- 
utors,” etc. 

The “Employee Association” : 
It is a common practice among 
“discount concerns” to play on the 
accepted definition of “coopera- 
tive.” In some catalogs occur 
phrases such as: 

“Dividends and 
dends.” 

“Operated on the cooperative 
principle.” 

“Cooperative buyers.” 

“Credit Unions”: Credit unions 
engage in buying for members or 
in obtaining discounts for them. 
In some instances it would appear 
that “discount concerns” are used 
as a lever'to pry privileged dis- 
counts from retailers. 

Independent “Broker”:  An- 
other result of loose distribution 
methods is the independent “bro- 
ker.” 

—One such is the salesman 
who improperly claims he rep- 
resents a manufacturer. 

—Another is an individual 
(usually a minor employee in 
a big office or plant) who acts 
as order taker (for a commis- 
sion or fee) for the principal 
agent. 
These “brokers” depend on 

manufacturers’ catalogs and re- 
tailers’ displays. 

Some cities have had a small 
success in meeting these problems 
through the help of local law en- 

(Continued on page 114) 
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This is the full text of the Minnesota law to pro- 
hibit “trade diversion.” In many respects, it is con- 
sidered the best of the six state laws now in force 
for that purpose. In the 42 states without such pro- 
tection, legitimate hardware distributors, with the 
support of other interested business men, should 
bring this article and the text of the Minnesota law 
to the attention of every member of their state legis- 
latures and fight for similar legislation in their states. 


THIS IS A WORTHY SUBJECT FOR 
1946 HARDWARE CONVENTIONS! 
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“The best solution 
appears to be ar- 
ranging a display 
of units of each 
group on the main 
floor and estab- 
lishing a separate 
department on 
some other floor.” 


Part 3 


The Effective Use of Display Plans 


\ \ HEN we take the 


word “merchandising” and literally 
tear it apart we find that it simply 
means “to make buying easy.” In 
other words, it means the display- 
ing of merchandise in such an 
attractive manner that it will tend 
to sell itself. The single greatest 
change or trend in retail hard- 
ware merchandising in recent 
years has been the swing toward 
self-selling—and display is al- 
ways the master key in such a 
program. In any event, those 
comments represent the collective 
opinion of a number of wide 
awake hardware men, and we feel 
that too much emphasis cannot 
be placed on this theme. 
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Let’s consider, briefly, the fact 
that exhaustive tests made in many 
cities and towns reveal that the 
average man or woman visits 15 
to 20 stores per week—and from 
those visits they purchase as many 
as 40 items altogether—including 
the essentials of life such as hard- 
ware, foodstuffs, drugs, etc. Fur- 
ther, we find that there are ap- 
proximately 75,000 different items 
offered for sale in the combined 
stores in a typical shopping com- 
munity! From those few facts we 
can immediately see that a grand 
total of 40 sales are made from 
the 75,000 that are normally car- 
ried in stock. 

There is no reason to carry this 
“problem” in mind as something 








that defies solution, rather it is 
presented only because it shows 
precisely why goods display is so 
necessary and why there is so 
much competition for the eye of 
the average shopper. However, it 
is true that the modern hardware 
store must carry such a variety of 
stock as to shape and size that 
display is no simple matter. It 
adds up to a man-sized job, but 
the retailer has performed an ex- 
cellent task in this field and he 
has been aided no little by a 
notably fine job on the part of 
the manufacturers of the actual 
display equipment. 


Individual Problems 


Before going into the question 
of the physical equipment for sell- 
ing displays and the proper use of 
that material, it is necessary to 
analyze the actual floor space 
available to the store. It is only 
fair to add, too, that each indi- 
vidual store has its own problems 
and the purpose of this article is 
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not to attempt the setting forth of 
any so-called “master plan.” In- 
stead, it will briefly outline the 
general policy of efficient display 
that.can be adapted to meet local 
conditions. 

Perhaps the very first step that 
can easily be taken to check on the 
sales potential of any hardware 
store is to measure every foot of 
floor space available. In_ this 
figure include not only the main 
sales floor and office, but also all 
upper floors, basement, etc., that 
may be used entirely or partially 
for storage. Then, too, include 
any balcony area and the show 
windows. This measurement must 
be from wall to wall. Most of us 
become so used to various “space 
eaters” that it is difficult to pic- 
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ture what the actual “working” 
area may be. As one hardware 
man put it, “I have had those old 
cupboards and those big bins in 
the rear of the store so long I 
don’t know why I ever installed 
them.” 


Space Users 


Other common users of exces- 
sive space are office rooms that 
are larger than needed; old fash- 
ioned deep shelving; inefficient 
use of store rooms, and, most of 
all, display equipment that does 
not match or fit any other piece 
on the floor. Bear in mind that 


* 


this is not a statement that hard- 
ware stores are all this way or 
that the trade as a whole is back- 
ward. The very opposite is true, 
and these conditions are frankly 
mentioned because the retailers 
themselves are so broad minded 


‘as to see the faults that exist in 


some stores. 

The one vital point that can- 
not be missed is this: The only 
profit is made from the portion 
of the store that does the selling! 
It brings home the fact that the 
goal should always be to secure 
more and more selling space and 
to make better use of that space. 
To accomplish that aim, it is neces- 


The main objective of good hardware ° 
display is to help the customer see 
the merchandise. This article gives 
you the recipe for catching his eye 


By JAMES A. LOCKHART 


sary to be ‘pretty hard boiled in 
looking at all the equipment, and 
unless it can pull its own sales 
weight it should be “pitched.” To 
sum up, ask this question: “Does 
that shelving (or counter, bin, 
table, etc.) bring in the maximum 
sales result or could something 
else do the job better?” By so 
doing we can weed out the para- 
sites and get down to basic sell- 
ing. 

It is then time to consider the 
types of display equipment that 
can be most effectively used to 
show all hardware lines to ad- 


“The casual shopper is always glad to see a 
wall display unit with an overhead sign read- 
ing ‘Giftwares’ or whatever the section features.” 
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vantage. We have already stated 
the fact that each store has its 
own set of display problems, and 
for that reason we feel it is al- 
ways a wise move to call in a pro- 
fessional equipment firm to recom- 
mend the individual pieces that 
will not only fill out the sales area 
but that will show the merchandise 
in top form. By so doing the en- 
tire floor or floors will be set up 
with displays that match as to de- 
sign and color and will make 
much more use of maximum floor 
area than could ever be possible 
when equipment is purchased 
from many different sources. 

A store manager who has been 
unusually successful, views the 
whole display field in this light: 
“The primary objective of good 
hardware display is to help the 
customer see the merchandise. In 
a great many instances it is also 
important that the customer be 
able to touch the merchandise. 
The twin senses of sight and touch 
probably do more toward making 
selling automatic than all the high 
powered sales talks ever con- 
ceived!” Those words certainly 
make sense, and undoubtedly rep- 
resent the forward thinking of the 
entire hardware retailing field. 


An Ideal Set-Up 


Perhaps we can visualize a store 
interior that in a general way 
presents a more or less ideal 
set-up from the point of view of 


making selling easy. First, as we 
enter the front door we note an 
orderly arrangement of island dis- 
play units running through the 
center section of the store. These 
units average close to 33 in. in 
height to accommodate the major- 
ity of buyers, and they are ap- 
proximately 31 in. in depth—since 
this is the average reach of hand. 
Many of these units are set up 
back to back with the end pieces 
rounding out the display to make 
a pleasing “island” around which 
the shopper can move with ease. 
The aisle space is suiliciently wide 
to permit easy flow of traffic. 


Continuous Arrangement 


Instead of high shelving that is 
deep enough to get lost in, there is 
a continuous arrangement of good 
looking wall cabinets that have a 
tremendous amount of display 
space and at the same time have 
adequate storage room for extra 
stock on hand. These cabinets 
have cut-in toe space to enable 
shoppers to get close up to the dis- 
plays and each one is a self con- 
tained selling unit for a specific 
line of merchandise. To one side 
of the store is a neat arrangement 
of “platforms” to show major ap- 
pliances to best advantage. But 
the greatest difference seems to be 
in the fact that there are few of 
the old style “counters” set out 
from the shelving a few feet—and 
the potential customer can walk 





“Have at least one man in charge of the department 
who is able to talk to the farmer intelligently.” 
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up to personally examine any 
goods he desires. He is not re- 
strained by long strings of coun- 
ters and this change is a welcome 
one. 

Because any line sells better 
when shown at or near normal 
eye level, the displays make use 
of terraced tops and every effort 
is made to spotlight seasonable 
goods. Since the individual units 
can be arranged in a great many 
different ways it is not at all diffi- 
cult to completely alter the store 
interior whenever necessary. 

Before leaving the subject of 
store equipment it should be ob- 
served that such equipment not 
only must be built for maximum 
display surface but also it should 
be pleasing to the eye and to the 
“touch.” In other words, it is 
something like the ideal child—it 
should be seen and not “heard.” 
By that is meant simply the mer- 
chandise itself is for sale—we do 
not wish to sell the table it rests 
on. Hence, a material such as 
wood has much in its favor as it 
lends itself readily to dignified 
finishes and is free of the harsh- 
ness of some other materials. A 
too gaudy piece of equipment may 
attract attention, but it distracts 
from the very goods that bring 
in the profit. 


Self Sellers 


As has been pointed out, a vast 
amount of hardware items can be 
self-sellers with proper display, 
but major appliances, as one ex- 
ample, will always have to be sold 
once the supply begins to equal 
demand. If electrical appliances 
are to be given serious promotion 
there must be room to show them 
on platforms and also to stand 
back and conduct demonstrations. 
From a survey of this problem 
the best solution appears to be in 
arranging a display of one or two 
units from each group on the 
main sales floor, and then estab- 
lishing a separate appliance de- 
partment on another floor when- 
ever possible. Frequently a second 
floor can be converted for this 
purpose or even a basement room. 

The first floor showing of ap- 
plances will do much toward creat- 
ing the original interest, but the 

(Continued on page 122) 
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Anticipation and Accommodation 
Are Lifeblood of This Store 


L. R. Stock Hardware goes “all out” 
in an endeavor to get the rural 
business. And it pays dividends 


These hog self-feeders are shown out on the sidewalk 
where they arouse the interest of the passing farmer. 


; 


what farmers need and then hav- 
ing as many lines on hand as pos- 
sible to accommodate them is the 
basic philosophy of the L. R. Stock 
Hardware, located on the outskirts 
of Waukon, Iowa, in a rural neigh- 
borhood. 

Farmers realize this when they 
drive in from the outlying dis- 
tricts of their state with the fertile 
soil and the most diversified crops 
in the nation, for even before get- 
ting out of their trucks or wagons 

€y can spot merchandise along 


the sidewalk. 

“The outside displays not only 
help sell more merchandise, but 
they continually remind farmers 
that we are here to serve them,” 
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summarizes M. Stock. “And when 
they see them, they are reminded 
they can get everything they want 
here without going all the way 
downtown.” 

The same is true on the inside 
of the store; here, too, needs have 
been anticipated and the service is 
all-out to please the farmers. There 
are neat arrangements of lightning 
equipment and barn ventilators. 
The former item is almost indis- 
pensable, says Mr. Stock, in this 
state of violent windstorms, and 
sales are heavy. The barn ventila- 
tors are also fast-moving merchan- 
dise because they reduce the dan- 
ger of fire from combustion and 
keep stored crops in better condi- 
tion. 

These two items are just the be- 
ginning in this farmers’ mecca— 


nuts, bolts and nails of all descrip- 
tions; automotive and _ tractor 
lines; hog tank heaters, stock 
watering tanks and woven wire; 
circular saws, pump jacks and 
water pumping systems; hay 
tracks, electric fencers, milk pails 
and milkers, and poultry equip- 
ment—these almost round out the 
picture of lines that Mr. Stock has 
and believes in showing in promi- 
nent places in the store. 

Almost but not quite. There is 
also the matter of the bottled gas 
business. Mr. Stock already has 
200 customers in this town of 
2972 and he expects to add an- 
other 100 in the immediate fu- 
ture. Servicing his accounts, says 
the owner, has brought profits 
during the war—and promises to 
bring more soon. Better yet, it 
has enabled him to get an inside 
view of what the farmers need in 
the way of items and appliances 
when he makes his calls to their 
farms. , 

The future looks equally promis- 
ing, for Mr Stock has rented an 
adjacent store, cut through a cen- 
ter entrance so that the stores are 
connected and plans to have a 
farm appliance section in the new 
space. And in his new display 
room, recently opened, he will have 
washers, refrigerators and radios 
as soon as they are available. 


Neat window displays help sell . 
farm equipment of all varieties. 
This one features weather vanes. 
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C HRISTMAS is just 


around the corner and the sea- 
sonal rush is the period in which 
the bad money artists, the check 
forgers and sharpers in general 
have an annual holiday with the 
American retailer playing Santa 


Claus. 


Bad checks Increasing 


Your government is doing 
everything it can to protect you 
against the depredations of the 
boys who live by their wits, but 
its tireless workers, the agents of 
the United States Secret Service, 
are seriously hampered when you 
yourself do not take reasonable 
precautions in the daily handling 
of cash and checks. Due to the 
efforts of the Service, victims of 
bogas bills have declined 97 per 
cent, from a yearly average of 
$102,800 in 1933-1936, to the cur- 
rent figure of less than - $3,000. 
But bad checks are on the increase 
and the Treasury Department has 
added to its successful “Know 
Your Money” campaign a “Know 
Your Endorser” plan for cutting 
down this loss. 

However, lest the remarkable 
“success in the bogus bill campaign 
be interpreted as an invitation to 
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Bad checks are on the increase 
and knowing your endorser will 
do much to cut down the loss. 


relax precautions, a Washington 
store was recently caught short 
by a very fine piece of sleight of 
hand. In this case a man and 
woman made a purchase in a de- 
partment and offered a thousand 
dollar bill in payment. The bill 
was sufficiently large to necessi- 
tate checking by store authorities 
who took it to a nearby bank. 
During the resulting 20-minute 
delay the customers fumed and 
decided not to make the purchase. 
When the bill was declared gen- 
uine’ by thé bank and brought 
back, the woman placed it in her 
bag, then apparently relented, 
saying she could understand how 
precautions must be taken and 
would buy the article after all. Of 
course, it was paid for with a 
second, and bogus, thousand dol- 


lar bill! 


Government Checks 


Government checks are the big- 
gest item in departmental head- 
aches at the moment. Last year 
more than 160,000,000 of them 
were issued, to servicemen, vet- 
erans, dependents and to widows 
and children of those killed in 
action. No mercy deters the check 
thief. Once in the mailbox the 
checks are his potential liveli- 
hood and thousands of mail boxes 


throughout the country are being 
rifled, with sometimes tragic re- 
sults. Check thieves have found 
that the words “Treasurer of the 
United States” on the face of the 
check act almost magically when 
it comes to cashing them. Too 
many retailers seem to think that 
a government check is just like 
a government bill, good because 
it is presented by someone for 
payment. Too many retailers are 
learning, to their sorrow, that if 
a government check is cashed by 
a thief and a forger they are out 
their merchandise and whatever 
cash is represented by the balance. 


Two Protection Angles 


To pause for a moment and 
discuss the personal check, there 
are two angles on protecting it. 
For the writer there is the prob- 
lem of making it out in such a 
way that alteration is difficult. For 
this a check writing device or 
perforator may suffice. In mak- 
ing out personal checks an honest 
mistake, such as an overdrawn 
balance, may be made and pri- 
vately rectified. However, once 
any check is in the hands of the 
person cashing it, it is his re- 
sponsibility. From his angle, 
every precaution taken to insure 
its validity is legitimate and he 
should never, under any circum- 
stances, accept a check which 
shows alteration in any way. 
Checks are easily replaceable, 
either government or personal, 
and he is entitled to every safe- 
guard. 
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The Secret Service says, on all 
checks, “Know Your Endorser.” 
After all, it’s your money that is 
being paid for a piece of paper. 
Ask for complete identification. A 
telephone bill is not enough. In 
a case on record a phone bill 
stolen at the same time as the 
check, was refused as identifica- 
tion because it had not been paid. 
The thief took it, paid the less 
than five dollars it represented 
and then presented it again and 
cashed his check for a handsome 
profit. Gas bills, distributed by 
hand in New York and other 
cities, and thus not so readily ob- 
tainable, are just as undependa- 
ble. One alert forger rang the 
bell at an apartment, announced 
he was from the gas company 
and that there had been a mis- 
take in the bill, secured it and 
used it as reference in his opera- 
tions. 


Proper Identification 


Motor vehicle licenses and So- 
cial Security cards are not enough 
either for identification. One 
smart operator was caught with 
a complete authenticating appa- 
ratus in his car, capable of mak- 
ing out licenses, cards and any 
other identification he needed, 
under various aliases. The best 
security is a combination of iden- 
tification, in spite of the smart 
boy mentioned above—and _ re- 
member he was caught. Ask for 
several different items, registra- 
tion cards, licenses, rationing 
books, anything that an honest 
person might ordinarily have with 
him. And, when cashing a check, 
make a notation on the face of it 
of all numbers, references, etc., 
offered as proof of identity. The 
government doesn’t mind and if 
the check bounces those entries 
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Christmas time is almost here 


and bad check artists will be 
in evidence. This article tells 
how you can guard against them 


might offer clues in catching the 
forger. 


Store Carelessness 


Some of the cases on record 
sound almost incredibly careless 
on the part of retailers. There 
have been women who borrowed 
children to cash checks in toy de- 
partments, almost without inves- 
tigation of any kind. There is the 
man who cashed 14 checks under 
14 different names in one depart- 
ment store, all passed by proper 
authority, three of them in one 
morning in the same department. 
When he was finally caught and 
asked by the Secret Service how 


$ $ 


“No mercy deters 
the check thief. 
Once in the mail- 
box, the checks 
are his potential 
livelihood. Thou- 
sands of boxes are 
being rifled. with 
tragic results.” 


$ $ 





he did it, he said he went in once 
with his coat collar up, again 
with it down and then went out 
to his car and came back wear- 
ing a windbreaker. He identified 
the employee who had approved 
his checks easily, but the em- 
ployee still didn’t recognize him! 

Then there were the two gangs, 
probably among many, who fat- 
tened on the check-stealing racket. 
One was headed by a man who 
collected checks from mail boxes 
and sent his gang of boys out to 
cash them in various neighbor- 
hoods. In Harlem the same racket 
was worked with girls who shop- - 
ped the district. In Brooklyn, a 














check thief, wearing a butcher’s 
blood-stained apron, entered a toy 
department, saying his son had 
seen a football there and he 
wanted to buy it, with a check of 
course. Had the salesman looked 
carefully at the check he would 
have noted that it bore an address 
nine miles across town and sus- 
pected it would be highly unlikely 
for a youngster to come that far 
to look at footballs. Possible, but 
not probable. 


Cashed by Boys 


Then there were the juvenile 
delinquents who gazed admiring- 
ly at a retailer, told him he looked 
like Edward J. Robinson and 
would he cash their father’s 
check? The flattered merchant 
did, but regretted it. Most in- 
credible of all is the case of the 
AWOL soldier for whom the 
Secret Service is diligently search- 
ing. He was a member of the 
regular army and went AWOL 
when it came time to go overseas. 
The department has a handsome 
collection of his checks, made out 
on blanks which can be pur- 
chased in any number of station- 
ery or variety stores, with the 
name of a non-existent bank 
typed in at the top and just as 
bona fide as anything else about 
the check, including the name of 
the supposed officer signed to it. 
Anyone in business should know 
by now that soldiers wear dog 
tags. A careful inquiry might 
have stopped this fellow a long 
time ago. 

Finally, there is the chap who 
passed a bad personal check on 
a bartender. The bartender ran 
into him in the neighborhood 
later, collared him and demanded 
his money, showing a photostat 
of the check. The culprit apol- 
ogized, cheerfully paid the amount, 
took the photostat, which is a 
camera print in reverse, white on 
black, and went out and cashed it! 

Just to vary the recital of woe, 
there was the alert cashier who 
turned a presented check over, 
put his hand over the endorsed 
signature and asked the endorser 
to write his name again. He 
wrote a different name! And there 
was the young saleswoman in a 
men’s hat department who no- 
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“Juvenile delinquents gazed ad- 
miringly at a retailer .. . and 
would he cash father’s check.” 


ticed that the man presenting a 
check in payment for a hat had 
certain initials on his ring and 
asked that those initials be marked 
in the hat, but wrote different 
initials on the check! He won’t 
be around for some time, thanks 
to the Secret Service. 


Know the Endorser 


In its advice on protection, the 
department urges several precau- 
tions. Be careful about cashing 
a check for a woman when it is 
made out to a man, or vice versa. 
Insist on having checks endorsed 
in your presence. If a check has 
been endorsed once, have it done 
again. Ask servicemen for gov- 


ernment identification and write 
on the check all serial numbers, 
unit designations and the like 
which might be valuable clues if 
the check is bad. Never accept 
checks from juveniles. That is 
just asking for trouble. A Pitts- 
burgh judge in a recent case in- 
volving five checks passed by 
young delinquents stated that he 
blamed the merchant more than 
the boys because his carelessness 
encouraged them to go on. In 
short, protect your check and 
“Know Your Endorser.” 

The Secret Service has avail- 
able numerous pieces of litera- 
ture stressing its “Crime Preven- 
tion” program. It also has moving 
pictures, especially two films, 
“Doubtful Dollars” and “Check 
and Doublecheck,” both 16 mm, 
in sound and color, which will be 
shown by agents to any sizable 
group interested. Several large 
department stores have had the 
pictures run for their entire per- 
sonnel. 

These films and publications 
are available to any responsible 
organization on application to the 
nearest field office of the Secret 
Service or to Frank J. Wilson, 
Chief, U. S. Secret Service, Trea- 
sury Department, Washington, 
D. C. 

“Know Your Endorser” and the 
Christmas season will be a hap- 
pier time for everyone but the 
man who is making his reserva- 
tion for the future in the Big 
House as a guest of Uncle Sam! 





“Everyone Is a Salesman” 


OME of us sell ideas. Others 

sell goods and services. All of 
us every day are selling ourselves. 
Selling is a way of life. 

It is America’s No. 1 profession 
because, from now on out, high-level 
consumption, attendant full employ- 
ment, and the prosperity of this na- 
tion depend upon selling. 

In wartime, we as a nation have 
accomplished one of the greatest 
selling jobs in all history. Around 
the earth, we have made people un- 
derstand us. We have sought and 
received the respect and cooper- 
ation, not only of our fighting allies, 
but also of millions of others con- 
cerned with life and living. 


But the biggest selling job of all 
still lies ahead. 

Now we must sell peace. Now we 
must sell prosperity. Now as never 
before, with the fighting ended, we 
must sell, to ourselves and to the 
world, our country’s magnitude, its 
industry and wealth, its ingenuity, 
and understanding of people’s basic 
welfare. 

And, specifically, if we are to at- 
tain those inspiring objectives, we 
first must sell our country’s goods 
and services. 

Indeed—our country stands at the 
threshold of its greatest selling era! 

—GENE FLack 

President of the Sales Execu- 
tive Club of New York. 
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Display, Advertising and Service 
Help Sell Paint to the Farmers 


A PAINT suggestion 


today may be tomorrow’s sale is 
the belief of C. B. Taylor of 
Decorah, Iowa. Result—one farm- 
er alone bought 150 gallons of 
red paint. And Clyde B. Taylor, 
owner, and his staff make many 
such sales largely through sug- 
gestion. 


Mr. Taylor realizes that the 
farmer is a big producer who has 
been busy the past few years stay- 
ing on the job. Now that the 
peace is here, the farmer has the 
money and the inclination to do 
many jobs about his farm that 
were neglected due to war pres- 
sure and lack of materials. 

One of these jobs is painting. 
A suggestion from an alert paint 
dealer and the farmer begins to 
think about painting not only his 
barn and outbuildings but his 


house as well. And at the Taylor 
store, where there is large farm 
traffic, the management finds 
many a chance to suggest paint- 
ing up during the period of the 
year when farm work slacks up 
a little. 

In the Decorah area, there are 
some farmers who own paint 
spraying machines. The store 
helps farmers get in touch with 
firms or individuals who have 
such sprayers and this promotes 

(Continued on page 177) 


C. B. Taylor of Decorah, Iowa, builds 
up business by using these three 
methods of approach to the patron 


Paints are shown along the major part of one sidewall inviting easy inspection. 
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A closeup of the farm section with steel goods shown at the rear. 


© oo ; are a number 
idual Sales of new hardware stores starting in 
nt IV small rural Missouri communities. 


One of the best arranged with re- 

, gard to floor plan, departments 

W men and compactness is the F. G. Hed- 

| e 0 a dinghaus Hardware at Moberly. 

Mr. Heddinghaus opened his 

store March 10, 1945. However, 

he has just recently completed his 

interior and department arrange- 
ment. 





Ample Room for Selling 
The sales room is 30 by 50 ft. 


in size with an annex on the left 

rear measuring 15 by 30 ft. The 

wareroom, also 30 by 15 ft., is 

on the right rear. The loading 

dock, 10 by 25 ft., is in the rear 

of the annex and wareroom, with 

Li — doors from both leading out to 

— : : in ied the dock. 

Feminine business is wel of The new front has a right side 
at compactly designed new store door and full display window 5 


P . rlv, Mo. ft. deep. The floor is of inlaid 
F. G. Heddinghaus in Mobe “Y linoleum. Six two- and three-tube 
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fluorescent lights furnish the illu- 
mination for both the main sales 
room and the window displays. 
The fixtures are of high polish 
native Missouri oak and were 
made especially for the store. 
There is a full basement under 
the building which is now used for 
heavier farm equipment, some 
large heating stoves, and general 
storage. 


Future Plans 


“Our plan,” Mr. Heddinghaus 
said, “is to move the warehouse 
to the basement just as soon as 
appliances begin to arrive. We 
will then use the present toy de- 
partment in the center of the 
store for small appliances and the 
present wareroom for ice boxes, 
electric stoves, radios and other 
larger equipment which will be 
carried. 

“This will give us more pri- 
vacy in showing the heavier ap- 
pliances, where often credit terms 
are sought.” 

The stock runs between $8,000 
and $10,000. The fastest moving 


department today is in the center 
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Glass ¢ Housewore 


scooters, wagons and similar items 
is in the room at the left rear of 
the establishment. 


To date, over half of the Hed- 
dinghaus hardware business has 
come from farmers. The owner 
has kept a record of sales to men 
and to women, and in the first six 
months 75 per cent of the indi- 
vidual sales were to women shop- 
pers. For this reason, the glass 
and housewares department was 
moved from the rear of the store 
to the front, directly ahead of the 
single entrance. 


Was in Lumber Field 


Mr. Heddinghaus was in the 
lumber business in Moberly for 
16 years, handling a complete 
hardware line, before he opened 
his own store in 1945. 

“I’m strong for the hardware 
business,” he said. “And I’m 
strong for this as an almost ideal 
location for a small, compact store 
serving both the town and farm 
trade. We expect to do a large 
appliance business just as soon as 
we can obtain the merchandise 
and I believe our department lay- 


out is particularly suitable for 
handling the line—both for small 
appliances and major equipment.” 


of the main room with toys, 
games, and other gift leaders. A 
toy annex with the larger toys, 


Diagram showing the floor plan 
and department arrangement of 
the new F. G. Herringhaus store. 


ds to the 
The entrance at the left <= section. 


d to the annex to 


Part of the toy department. 


rope, harness and stove departments an 
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War and Post-War 


Distribution Costs 


“There is need for a more scientific 
approach to the whole marketing prob- 
lem. More and better research should 
be helpful in changing our too ready 
acceptance of traditional costs” 


By Q. FORREST WALKER* 
Economist, 
R. H. Macy & Co., Inc., 
New York City 


wholesaling and retailing of consumers’ goods. This narrow 


T. term “distribution” is popularly used to describe the 


usage is unfortunate. It ignores distributive functions that 
occur before these goods reach wholesale and retail channels; and 
it does not take account of like functions incurred with respect to 
producers’ goods. Some years ago it was estimated that distribution 
costs prior to the wholesale and retail levels represented nearly one- 
half of total distribution costs.2_ Every commercial article whether 
it is a raw material, semi-finished or finished product, and whether it 
is a producer’s or consumer’s good, is produced, marketed and con- 
sumed. “Marketing” rather than “distribution” is a much better 
term for description of those economic functions that are performed 
between production and consumption. The present and probable 
future trend of marketing costs is the subject of this discussion. 


A broad understanding of some 
essential differences between pro- 
duction and marketing will help us 
to appreciate the nature of the mar- 
keting cost problem. In production, 
successive applications of capital 
and labor ordinarily permit rapid 
expansion of physical output and 

*An address before the Boston Con- 
ference on Distribution, Boston, Mass., 
Oct. 15, 1945. 

1 Acknowledgment is made to the Amer- 
ican Management Association for permis- 
sion to use some of the material in my 
address entitled ‘“The Nature of the Dis- 
tribution Cost Problem,” reprinted in the 


American Management Association, Mar- 
keting Series No. 58, pp. 3-11. 


*Stewart, Paul W., and Dewhurst, J. 
Frederick. “Does Distribution Cost Too 
Much?” Twentieth Century Fund Inc., 
New York, 1939, pp. 351-352. 
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generally result in lower unit costs. 
Production is a mechanized process. 
It is achieved by automatic machin- 
ery and mass production techniques. 
The unit product of the machine 
and assembly line is essentially 


homogeneous. e 


In marketing, successive applica- 
tions of capital and labor will not 
necessarily produce corresponding, 
automatic increases in consumption. 
If we should double our marketing 
organization and its facilities, we 
would not thereby double the ability 
of people to consume goods. There 
are no mechanical means for mul- 
tiplying the ability and willingness 
of the individual to consume. In 
production, we can increase output 


Q. FORREST WALKER 


at will; but in marketing we can 
only hope to sell more by influenc- 
ing the decisions of consumers. 

Mass production can never have 
any true counterpart in marketing 
because the unit of output must be 
sold ultimately to an _ individual 
person and the sale is limited and 
conditioned by the need, desire, 
whim, and ability to pay of an in- 
dividual. In production, we deal 
with machines; and in marketing, 
with people. This simple fact is 
often ignored in considering the 
differences between production and 
marketing costs. 


Our modern production system 
would not be possible without 
minute subdivision of labor and 
specialization. These developments 
widen the gap between the producer 
and consumer. The man who drills 
a part for an automobile is far re- 
moved from the person who buys 
the completed car in which that part 
is used. Our growing urban popu- 
lation is likewise far removed from 
the sources of production of the 
infinite variety of articles that are 
directly and indirectly required to 
meet their daily needs and desires. 
People do not produce directly the 
things they consume. The gap is 
bridged by exchange. It is, there- 
fore, natural for subdivision of labor 
and specialization in production to 
be paralleled by like developments 
in marketing. Indeed, modern pro- 
duction would not be possible with- 
out them. 
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SHOT PELLETS IN 
“REMINGTON EXPRESS” 
SHOT SHELLS ENGINEERED 

TO PERFECTION 


BRIDGEPORT, CONN., DECEM- 
BER 6, 1945. The shot pellets used in 
Remington Express shells are carefully 
made of the finest materials and spe- 
cially screened for perfect sphericity, 
assuring hard-hitting shot. 

Perfection of shot for Remington 
shells is only one step in their exacting 
manufacture. Every step is carefully 
checked, and sample tests are made 
during every operation. That’s why 
shooters want Remington Express 
shells. They know these powerful loads 
are dependable. They know, “If It’s 
Remington—It’s Right!” . 








“He points it, and all I do is 
pull this string.” 








fapress and Sportsman are Reg. U. S. Pat. Off. by 
emington Arms Company, Inc., Bridgeport2, Conn. 
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20,000 
MERCHANTS 
CAN'T 
BE WRONG 


The wheels are turning again. 
Washing machines, aluminum 
utensils, ammunition, firearms 
and other items are appearing in 
stores. Soon people will be able 
to purchase anything they have 
the money to buy. Stores will 
have the normal force of sales 
clerks . . . some new, others re- 
turned. It looks as if the situation 
calls for a re-education job to 
brush up your sales personnel in 
the art of selling. 


Rifles, shotguns, shells and car- 
tridges are easy to sell when 
you’re fortified with knowledge 




















that lets you speak with author- 
ity. In your arms and ammuni- 
tion department one answer to 
the re-education job is to join 
the Remington Retail Merchan- 
disers’ Club. Approximately 20,- 
000 hardware and sporting goods 
merchants and jobber salesmen 
have joined this club, and are re- 
ceiving the club bulletin, which 
is published regularly to give re- 
tailers sales tips to help sell these 
products. Why not enroll and in- 
clude your clerks, too? It’s free. 
Write: Remington Arms Com- 
pany, Inc., Bridgeport 2, Conn. 














3 REMINGTON SHOTGUNS EVERY 
DEALER SHOULD PLAN TO STOCK 


Model 31-A—12, 16 and 20 gauges, 5-shot repeater 


Sportsman A—12, 16 and 20 gauges, 3-shot autoloader 


Model 11-A—12, 16 and 20 gauges, 5-shot autoloader 


BRIDGEPORT, CONN., DECEM- 
BER 6, 1945. When shotguns are avail- 
able once more in unlimited quantities, 
plan to stock these three Remington 
guns. The Model 31 and the Sportsman 


| 


were both used in the training of aerial 
gunners for the Armed Forces. Aerial 
gunnery students liked the Model 31 so 
well, they nick-named it ‘“‘the gun with 
the ‘ball-bearing’ action.”” And the 
Sportsman and Model 11 are the finest 
autoloading shotguns money can buy. 
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Thus, the cost of performing mar- 
keting functions tends to grow rela- 
tive to the cost of producing the 
things we consume. As we lower 
the cost of production by mechani- 
cal means, the proportion of the 
final price needed to sell the output 
to individual consumers tends to 
rise. We cannot stop this broad 
trend without changing the eco- 
nomic forces that create it. 

There is no fundamental reason 
why we should be deeply disturbed 
by this trend. It is a phenomenon 
of all highly organized economic 
societies. It is only in primitive 
societies that marketing costs are 
at a minimum. The only really vital 
question is whether these marketing 
costs are wisely incurred. If they 
make increased production economi- 
cally possible and if the end result 
is a’ more varied and better stand- 
ard of living for more people, the 
respective shares of production and 
marketing in the consumer’s dollar 
are not a matter of great importance. 

If the proportion of the consum- 
er’s dollar absorbed by marketing 
costs is rising, it is often assumed 
that distributors are performing 
their functions with increasing in- 
efficiency and waste. This is a most 
erroneous assumption because such 
a proportion tells nothing about 
what services have been necessary 
to market the goods or whether the 
costs of performing these services 
are or are not justifiable or reason- 
able. 

These percentage data are often 
downright misleading. They tell us 
nothing about absolute costs. It 
may well be that the absolute cost 
of marketing is declining while the 
percentage cost is rising. If the 
marketing cost percentage has re- 
mained relatively constant over a 
period of years for a_ particular 
product and the cost to the mer- 
chant has declined, substantially all 
the savings in manufacture have 
been passed on to the consumer. 
For instance, let us assume that 
twenty years ago a merchant paid 
$1.00 for an item and sold it for 
$1.50 and that he now pays 60 cents 
for it and sells it for 90 cents. His 
percentage mark-on has remained 
constant, but he is now performing 
the same or a better service for 30 
cents instead of 50 cents. In _per- 
centages, the manufacturer’s price, 
the retail price, and the merchant’s 
dollar margin have all declined 40 
per cent. Such a showing, however, 


* Kuznets, Simon: “Commodity Flow 
and Capital Formation,” Vol. I, pp. 224- 
225. National Bureau of Economic Re- 
search, New York, 1938. 
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does not, in itself, prove anything 
about the efficiency of the merchant's 
operation nor does it throw any 
light on the efficiency of manufac- 
ture. 

Frequently, a sharp reduction in 
the manufacturer’s selling price may 
permit the retailer to operate with 
a smaller percentage mark-on to 
furnish additional aid in broaden- 
ing the market for a product. There 
are other cases, of course, where 
declines in merchandise cost neces- 
sitate somewhat higher percentage 
mark-ons than formerly prevailed. 
Many private brands are sold at 
higher percentage mark-ons than 
equivalent national brands, although 
the retail price of the private brand 
is generally substantially lower than 
that of the national brand. 


Benefits to Consumer 


The narrow range of percentage 
distributive margins over a period 
of years suggests that most of the 
benefits of low cost production have 
been passed on to the consumer." 
But such inference cannot be proved 
with existing statistics of production 
and marketing costs because the 
vast conglomerate from which the 
marketing percentage is derived 
continuously changes its composi- 
tion. This composition varies with 
business conditions, the rise and 


fall of prices, the appearance of 
new and the disappearance of old 
products, the vagaries of fashion, 
and many other factors affecting 
demand and selling costs. We are 
certain only that as economic life 
grows more complex, there is a ten 
dency for the proportion of market- 
ing costs in the final price to in- 
crease. 

Still another difficulty in inter- 
preting the meaning of cost statis- 
tics for production and marketing 
arises out of basic differences in 
accounting -practice. In marketing 
cost studies, we express merchan- 
dise and other costs as percentages 
of net sales. The difference be- 
tween the merchandise cost percent- 
age and net sales as 100 per cent 
represents the gross margin percent- 
age. To the distributor, merchan- 
dise cost is like raw material cost 
to a producer. To the cost of mer- 
chandise, the distributor adds la- 
bor, occupancy, advertising and 
other costs to produce the service 
he renders and he also adds a mod- 
est amount for profit. If production 
cost studies were set up on the same 
basis and raw material cost consid- 
ered like merchandise cost, it is 
probable that we might soon hear 
widespread criticism of the high 
gross margins in production. 

The Census of Manufacturers; 

(Continued on page 174) 








W. C. Lyon Co. Finds a Way Out 


itch, es ge 


When regular lines became hard-to-get. the W. C. Lyon Co., 213-15 E. 
Chapel Hill S., Durham, N. C., enlarged and remodeled its household depart- 


ment, creating a comprehensive, up-to-date gift center. 


Result is that this 


department is now one of the show spots of the store, bringing in a splendid 
volume. Mrs. Helen L. Reams is manager-buyer for the gift department. 
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An occasional window display like this keeps the rental business moving. 


They Total $1500 Annuall 


Three sanders and three edgers are 
used in building up this business 
for David Marleau Co., Toledo, Ohio 


oa an original in- 


vestment of $1,000 back in 1938, 
the David Marleau Co., hardware 
store at 3516 Monroe St., Toledo, 
Ohio, has produced an income of 
ovet $10,000 in floor sanders 
alone. A store display and occa- 
sional window displays have 
helped produce this income, plus 
worth while sales of varnish, shel- 
lac, sandpaper, filler wax, paint 
and other materials needed for 
home fixing. All people entering 
th- store are immediately aware 


110 


of the floor sander rental depart- 
ment for there is a year “round dis- 
play at the very front of the estab- 
lishment. A sander and an edger 
together with a display card do 
the trick. 


Started Seven Years Ago 


Seven years ago the store 
bought its first floor sanding 
machine, the chief idea being to 
provide an added service to cus- 
tomers that would help increase 
sales of sandpaper, paint, varnish, 
shellac and related lines. The plan 


has worked fully as expected, but 
an even more surprising result, ac- 
cording to Mr. Marleau, has been 
the steady and _ highly-profitable 
revenue from the machine rentals. 


A Cash Department 


The floor machine rental busi- 
ness at Marleau’s is an all cash 
department, for there are no credit 
risks and neither delivery nor in- 
stallation costs involved. Renters 
pick up the equipment at the stere, 
make a $10 deposit and return 
the machines when they are fin- 
ished with them. This deposit 
usually more than covers the actual 
rental charge, with the customer 
receiving a refund when the 
machine or machines are returned. 

Marleau’s rental charges are $3 
per day—8:30 a.m. to 5:30 p.m.— 
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for a sander or an edger or $5 
for both. For overnight use, 
rental is $1.75 for either type 
machine. And for the customer 
wanting a machine for just a few 
hours the charge is 75 cents per 
hour, covering the time the 
machine leaves the store until its 
return. In addition there is a 
“week-end special”—a combina- 
tion rental rate for a sander and 
an edger, the rates being $6 from 
Saturday until Monday morning. 


Equipment 


Three floor sanding machines 
and three edgers, all made by 
American Floor Surfacing Ma- 
chine Co., Toledo, are owned by 
Marleau’s. Although spring and 


fall are the peak rental seasons, 
there is a fairly steady rental de- 
mand throughout the year. All of 
the machines are rented approxi- 
mately one-third of the time dur- 
ing the entire year, with resultant 
rental totals of more than $1500. 
Over a period of seven years the 
total rental income from the ma- 
chines has amounted to well over 
$10,000, with total cost of equip- 
ment, upkeep and repairs being 
$1,719.26. On an annual basis, 
the seven-year average shows a 
yearly cost of $245.63 for equip- 
ment, service and repairs. 

All six machines are constantly 
kept in good working order as the 
result of periodic factory servic- 
ing. Drums are replaced about 
once a year at an average cost of 


ialivan Floor Sander Rentals 
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about $10. Lead cords are usually 
good for about three years of ser- 
vice, replacement cost having been 
about $10.50. The total service 
and replacement parts costs on all 
six machines during the seven 
year period has been $743. 


Keeps Accurate Record 


With rental record sheets sup- 
plied by the manufacturer the Mar- 
leau company very easily keeps an 
accurate record of each rental 
transaction, plus data on sand- 
paper, filler, varnish, shellac and 
other material sales in connection 
with each rental. 





This front-of-the-store display, featuring a sander &nd an edger, is seen upon entering the doors. 
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Carlisle Campaign Cashes In 


On Home Upkeep Products Line 


Massachusetts firm rings up 450 sales as result of 
newspaper advertising, direct mail and window and 
interior displays. Many unrelated sales also made 


A REAL job on a 


home upkeep line was recently ac- 
complished by the Carlisle Hard- 
ware Co., Springfield, Mass., and 
its nine branches. Four hundred 
and fifty individual sales resulted 
from the use of newspaper adver- 
tising, direct mail material and 
store and window displays. By 
featuring a line, instead of an in- 


dividual item, R. M. Claflin, mer- 


chandising manager, took several 
shots at every prospect on the 
principle that those who were not 
interested in one item might be 
attracted to another type in the 
same line. 

The window display, shown on 
this page, remained in the main 
store for two full weeks. Five 
weeks after the start of the cam- 
paign a check-up showed sales of 
400 lbs. of the powder form prod- 


ucts and 40 gal. of paint remover, 


in that period. Most of the pow- 
der-form sales were in one pound 
packages, remover sales being in 
half pint, pint and quart sizes. 
Newspaper mats from the man- 


ufacturer helped advertise the fea- 


tured line and gave data as to 
product, use and prices. Products 
included a heavy duty cleaner at 
25 cents per pound; crack filler 
at 30 cents per pound; semi-paste 
remover at 65 cents per pound; 
soapless soap powder at 50 cents 
and a 10-cent paint brush cleaner. 
All homes on the mailing list of 
the Carlisle company received cir- 
cular matter describing the fea- 
tured line, in which price infor- 
mation was included. The display 
window included the products 
themselves, posters, price lists and 
other advertising material. Flank- 
ing the display were other lines 
of interest in clean-up and paint- 
up activities for household use 
paint, paint specialties, floor wax 
and advertising material for such 
lines. 

Final customer contact in the 
campaign was an island display in 
the store featuring the entire line. 
topped by a sign with the manu- 
facturer’s name. This display lo- 
cated near a cash register received 
additional attention. Advertising 


This window display featured 
price lists, posters and sam- 
ples of the featured lines 
in the center while paints 
and other maintenance and 
improvement lines of other 
makes surrounded them. 
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10 FEATURE IN ‘46! 











The new automatic G-E—the only fully 
automatic glass coffee maker! Also new G-E 
semi-automatic, and non-automatic models! 


Peduction on G-E’s sparkling new coffee makers is speed- 


ing ahead! You'll have the complete line very soon. 


And as a stand-out feature, you'll have the beautiful new 
G-E Automatic Coffee Maker! Just look at all the wonderful 
things it does — automatically! 


Better coffee—just by pushing a button! 

No hit-or-miss coffee with the sparkling new 
G-E Automatic Coffee Maker. Measurements 
for water are clearly marked on the lower 
bowl. (An exclusive G-E feature.) The user 
simply places coffee in the upper bowl, and 
pushes a button. She can “set it and forget it!” 





Wonderful brew—2 cups or 8! 

The Brew Compensator—an exclusive G-E 
feature—automatically brews delicious coffee, 
whether 2 cups or 8 are being made! No need 
to make more coffee than is wanted, for fear 
small amounts won’t taste right. 


Coffee stays hot— indefinitely! 


? 


After the coffee’s “done,” a warming heat 
automatically comes on at intervals. Keeps 
the delicious brew piping-hot until “the 
family’s ready.” Late-comers get coffee 


that’s hot, grand-tasting—not flat, reboiled. 
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Also—Wonderful Values in 
Semi-Automatic and Non-Automatic G-E Models! 


Yor customers who want a less expensive cotiee maker, 
C-E offers four other models, a range model and three electrics 
including a semi-automatic model. 


All have G-E’s exclusive Brew Compensator and lower bowl 
Markings. All have G-E quality, beauty, and long life! 
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TELL YOUR CUSTOMERS to listen to Art Linkletter, in “The G-E House Party,” every afternoon, Monday thru Friday, 4 p.m., E.S.T., CBS. 








G-E Automatic 
Coffee Maker 


“G-E Appliances—Most Wanted by Most Women” 


GENERAL @ ELECTRIC 











Huge Market Already Sold! 
Women everywhere are waiting to buy G-E appliances. 


In a recent national survey, 53 out of 100 women said 
General Electric makes the best electrical appliances for the 
home. And G-E Coffee Maker advertising is keeping this 
market very much “alive” for you. 

Ads featuring “Better coffee—automatically” have been 
running regularly in leading women’s magazines—will keep on 
through 1946. “The G-E House Party,” a great radio show 
that’s on the air five days a week, tells women from coast-to- 
coast about the only fully automatic glass coffee maker—G-E! 


Get your share of this big ready-to-buy market. Be ready to 
sell G-E Coffee Makers the minute your first shipment 
arrives! General Electric Co., Appliance and Merchandise 
Dept., Bridgeport, Conn. 
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ARMSTRUNG BROS. 


Threads of Lathe-cut 
Smoothness 


Machined from special oil-tem- 
pered Chrome-Vanadium Tool 
Steel, with hob-cut teeth “backed- 
off" from their ground cutting 
points; with accurately figured 
cutting angles and chaser rakes 
and ample chip clearance, these 
finer dies produce threads of lathe 
cut smoothness. They cut freely, 
faster, without drag and spin off 
the pipe without tearing or jam- 
ming. 

Hardened, drawn, tempered and 
tested, they hold their keenness 
and free-cutting qualities. 

They fit all standard make Stocks 
or Threaders—"Adjustable,"” "Re- 
ceding" or "Solid"—some in all 
pipe sizes from |/," to 2". 
ARMSTRONG BROS. Stock and 
Receding Threaders are improved 
in design, accurately balanced 
and machined inside and out. 


Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


r r 
he oo Ho e e 


A314 N. FRANCISCO AVE. « CHICAGO. U.S.A 


Eastern Sales Office: 199 Lafayette St., N. Y. 
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This island display, next to the cash register and wrapping table and 
adjacent to the tool displays, attracted customers in a “fix it” mood 


reprints around a center post fur- 


ther supplemented the campaign. 


The Carlisle Hardware Co. at- 
tracted numerous sales for the 


low-priced items on which this 


campaign was built and also ex- 
posed customers to merchandise 


in other price ranges. 





Wipe Out This Black Market-Trade Diversion 


(Continued from page 94) 


forcing bodies or the Federal 
Trade Commission but, in the 
main, these practices cannot be 
met by moral suasion or existing 
laws. 

State legislation more specifi- 
cally treating these problems as 
now exists in Wisconsin, Minne- 
sota, Michigan, Illinois, Ohio and 
Pennsylvania is needed. 

We believe the bill now in force 
in Minnesota will, with changes 
to fit your own state’s problem, 
serve as an excellent base upon 
which to create your own legis- 
lation. The full text of this legis- 
lation appears with this story on 
page 95. 

To give you the benefit of the 
experience of others who have 
been through campaigns to secure 
trade practice legislation and to 
help you organize your own ef- 
forts, an ideal outline is offered 
below. If you cannot, through 
your own efforts plus the efforts 
of other tax-paying business men 


of your community, develop this 
very complete and most ideal pro- 
gram to solve the problem of 
“trade diversion,” at least try to 
adapt as many of these points, 


into your program, as possible: 


Here they are: 

1. Select men to introduce your 
bill who know the problem and 
are sympathetic to your aims. 

2. Create a central organization 
through which all cooperating 
groups can clear. 

3. This central organization 
should list retail associations, all 
chambers of commerce, boards of 
trade and all other interested bus- 
iness groups throughout the state. 

4. Secure a list of the names 
of all legislators, showing their 
home addresses and the districts 
they represent. 

5. Copy of such lists to be sent 
to all cooperating groups, they in 
turn to send them out in bulletin 
form to their respective members. 
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6. Ask each cooperating group 
o pass a resolution in support of 
our bill and use a special com- 
mittee to handle the subject. 
7. Members of this committee 
to call on their local legislators 
» secure their support when the 
pill is introduced. 
8. Central organization to ask 
| cooperating groups to submit 
evidences of unfair and deceptive 
ade practices such as courtesy 
ards, catalogs, advertisements, 
tc., to be used in a brief sup- 
orting your request for such leg- 
slation. 
9, An attempt should be made 
by members of a committee from 
e central organization or from 
he local organization to contact 
supporting organizations and dis- 
uss with their memberships the 
subject of trade diversion, provid- 
ing for an open forum so the sub- 
ject will be thoroughly under- 
stood. Further, cooperation of its 
members should be secured by 
iting to their local legislator 
after the bill has been introduced, 
asking his support. 

10, Secure cooperation from 
ewspapers, trade papers, etc., by 
furnishing information and ar- 
icles pointing out that this law 
















































eption, unfair trade practices 
against honest retailers and other 
unsound and uneconomic prac- 
tices, all of which have their 
greatest effects on the small busi- 
ness man and the victimized 
community. 

When you attend your 1946 
state retail hardware convention 
this would be a very worthy sub- 
ject to bring before the conven- 
tion. Urge other members of 
your state association to bring 
this problem and the copy of the 
Minnesota state law to the atten- 
tion of your state legislators. And 
by all means, enlist all the plus 
aid you can from jewelers, drug- 
gists, dry goods merchants and 
others in your own community so 
that your efforts are widespread 
and will have the benefits of vot- 
ing strength—for that is what 
counts when endeavoring to sell 
your state legislators on such a 
needed program in all but six 
8 ta tes—Minnesota, Wisconsin, 
Michigan, Illinois, Pennsylvania 


and Ohio. 
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You 
don’t have to “walkie-talkie”... 
to sell CORBIN screws 


Your customers wish to assemble goods faster, better and at lower 
cost, so as to be able to sell more goods in competitive markets and 










show reasonable profits. 

In Corbin Screws you have an “‘Assembly Call’’ that commands 
the attention of Purchasing Agents and Production Men. You 
can prove the advantages of CENTERED DRIVING with Corbin- 
Phillips Screws. You can offer uniformity (troublemakers thrown 
out); a delivery schedule that keeps ahead of mass production; 
high quality, clear labeling, strong packaging. . . 

These points mean business for you . . . profits for your customers. 
... And you don’t have to chase a man to give him money! 
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CORBIN-PHILLIPS AND CORBIN SLOTTED 


Wood Screws, Machine Screws, Hardened 
Sheet Metal Screws, Self-Tapping Machine 
Screws, Stove Bolts. Aircraft Screws to gov- 
ernment specifications . . . 

Also — Steel Drive Screws, Lag Screws, 
Cap Screws, Set Screws, Hex Semi-Finished 
Nuts, Machine Screw Nuts, Escutcheon 
Pins and Chain. 


THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. wehouses; New York, Chicago 








































The Hardware Industry Faces 
Its Greatest Challenge 


Other types of business are trying 
to win the business that rightfully 
belongs to the hardware dealer. This 
article tells how he may retain it 


By C. L. BRAUND 


General Sales Manager, 
Apex Oil Products Co., 
Minneapolis, Minn. 


the hardware 


industry faces the greatest challenge 
in its history—the challenge of all 
the other types of business that are 
trying to take away the sales that 
rightfully belong to the legitimate, 
independent hardware and imple- 
ment retailer. 

None of us who are a part of, or 
dependent upon, the hardware in- 
dustry can afford to laugh off this 
threat. It is so real and so serious 
that all good manufacturers, whole- 
salers, and retailers should forget 
their minor differences and work to- 
gether wholeheartedly to keep the 
hardware and implement business in 
the hands of the independent store 
owner, where it belongs. 

Every time I see hardware items 
for sale in a drug store, mail order 
store, or chain tire store, I resent it. 
It is evidence of a move to carve up 
the hardware business in a dozen 
different directions. If that move 
gains momentum, it means less busi- 
ness for dozens of good hardware 
and implement wholesalers who are 
friends of mine. It means that many 
hundreds of fine hardware retailers 
will do less business and make less 
money. 
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It likewise may mean that sound, 
sincere manufacturers will face the 
partial loss of a primary market, 
with the result that they will have 
to exist on reduced volume and 
smaller margins. - 

Yes, this threat affects all of us. 
Surely we all ought to be willing to 
unite our efforts for the benefit of 
this industry which is doing so much 
for us who are part of it. 

Of course we all know that no- 
body is going to put the hardware 
retailer out of business. The inde- 
pendent hardware man is too good 
a business man, too much of a fight- 
er for that to happen. I’ve been 
personally dealing with hardware 
and implement men for over 30 
years, and I’m convinced that they 
are the most alert, progressive men 
in the retail field. 


Today and Yesterday 


I’ve seen the hardware store 
change, progress, and adapt itself 
to meet many changing conditions. 
Once, you'll remember, the hardware 
was a shop for men only. Contrast 
that with today’s modern, depart- 
mentalized hardware store, with its 
attractive merchandise displays and 
its throngs of women shoppers. 

Yes, the hardware man knows 


how to keep up with the times. He’s 
always had competition. He’s not 
afraid of it, because he has the 
ability and experience to meet and 
beat competition. 

Today, the hardware retailer’s 
business is right at the peak. And 
in the months ahead, he expects to 
do better yet, because he will be 
able to buy a lot of merchandise 
that he hasn’t been able to get. 

But remember—the fact that pub- 
lic demand is so high, and that 
tremendous quantities of new mer- 
chandise are going to be available, 
does not simply mean bigger op- 
portunities for the independent hard- 
ware and implement man. These 
conditions also mean a big juicy op- 
portunity for outsiders to cut them- 
selves a slice of the hardware busi- 
ness. And they are planning to do 
exactly that! 

For six months or more, buyers 
for the huge syndicates have been 
combing the markets, seeking manu- 
facturers who'd be willing to accept 
their post-war orders for hardware 
and implement lines. These con- 
cerns have placed orders for mil- 
lions of dollars worth of merchan- 
dise, and have been bending every 
effort to get delivery of their goods 
before goods are made and shipped 
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After the "deluge'- what 7 


URVEYS will tell you that no less than 114 million 
people are planning to buy waffle bakers as soon as 
they’re available ! 


So, for a while, you’re going to be swamped with cus- 
tomers—folks who'll snatch up any make of appliance 
you can display on your counters. 


But, after the “deluge; when women begin to shop for 
a name—to look for quality at a price—what then? 


Will you be able to point to satisfied customers ? Qual- 
ity customers you’ve cultivated by selling quality appli- 
ances—instead of just any kind? Steady customers who 
form the backbone of your business for other good items 


in the line ? New customers your line keeps bringing into 
your store ? 


We believe you'll be able to point to such a successful 
record when you carry Manning-Bowman’s “Quality 
Quins”—like the Twin-O-Matic Waffle Baker pictured 
above—just one of a famous family of M-B appliances. 


For to thousands of women Manning-Bowman means 
best. It’s been a household name since 1857. A name 
dealers have counted on for years. 


If you’re counting on steady sales, you'll find it worth 
your while to look into Manning-Bowman—the line that 
means business! 


Manving-Bowman Means Best 


MERIDEN, CONNECTICUT 


Long-Last 
Percolator 


Smokeless 
Table Broiler 


lron-that-Wags- Toaster-with- 
its-Tail the-Tester 


THE LINE THAT'S ALWAYS \N DEMAND 


DECEMBER 6, 1945 








VLCHEK 


peste? 
a FOR 
e STRENGTH 
e HARDNESS 
*TOUGHNESS 


They must 
be good! 


. tH 








| to the legitimate wholesaler and re- 
tailer. 


They are going to feature 
and display hardware and imple- 
ments in a big way—and every dol- 
lar’s worth of business they do 
means a dollar less for the whole- 


| saler, and retailer. 


We need not be discouraged by 


ithis stiff competition ahead, but 
| neither should we under-estimate the 


purpose and the tremendous power 
of these great multi-store corpora- 
tions. Let’s plan our defenses for 
the future. Let’s fight today, for 
our business freedom in the years 
ahead! 


Much Can Be Done 


Now, if you are an independent 
hardware and implement dealer, you 
may be wondering what more you, 
as an individual store owner, can 
do to combat these big syndicates. 
The answer is, you can do plenty! 
You and your many thousands of 


| fellow store owners are more power- 


ful than any chain store outfit. You 
have a tremendous asset in the pub- 
lic confidence and good will you 
have built up. You have the further 
advantage of the invaluable coopera- 
tion given you by good wholesalers 
and by the manufacturers who are 
fighting for you. 

One very important thing you can 
do is to fight the chains with their 
own weapons, aggressive buying and 
aggressive merchandising. Put up a 


| fight for the merchandise you are 
entitled to, then feature, display, and 


sell your goods even more aggres- 
sively than the chains do. 

I’ve seen some merchants who 
would cut down their stocks on cer- 
tain lines and give up pushing them, 
if those lines were strongly featured 
by the chains. That’s wrong. That’s 
allowing yourself to be licked with- 
out a fight. 


Will It Sell? 


Every time you see an item in a 


| chain store, you can make up your 


mind it is a good selling item. And 
that’s the kind of merchandise you 
should have, for fast turnover and 
increased store traffic. Carry the 
fight right to the chains, by taking 
away their business on the lines 
that they like the best. They won’t 
like that, but you will find your 
sales booming and your profits in- 
creasing. 

Our own line, packaged oils and 
greases, serves as a good examplee 
of what the independent hardware 
and implement man can accomplish 
by fighting the chains. There was 
a time when the chains had a virtual 
monopoly on this business. The 


independent retailer thought he 
couldn’t sell oil, because the chain 
store competition was too tough. 
But here and there progressive in- 
dependents began to stock and sell 
packaged lubricants. They found 
that they could compete with the 
chains and do a splendid volume of 
business on these goods. 

Today, many thousands of hard- 
ware and implement dealers are do- 
ing a large volume of oil business, 
thereby cutting in on one of the 
best lines that the chain store has. 

Another powerful method of fight- 
ing the chains is through the closest 
cooperation with the good whole- 
salers who are supporting you. These 
wholesalers dislike the chains as 
much as you do. They’ll fight any 
increase in chain store business with 
all their strength, but they need your 
backing. They need your encourage- 
ment, and they need your business. 


Wholesaler Essential 


Your wholesaler is highly impor- 
tant and essential to the success of 
your business. If you had to get 
along without him, you would be 
forced to operate at a staggering dis- 
advantage. 

Your wholesaler puts up his cash 
to purchase and warehouse thou- 
sands of items, ready for immediate 
delivery to you. Thus he makes it 
possible for you to order frequently 
and thereby vastly increase your 
turnover. Think of the extra profits 
you make on turnover, as the result 
of your wholesaler’s service. Re- 
member that. the next time you are 
tempted by any apparent savings 
through placing large orders “di- 
rect.” 

Your wholesaler is an expert pur- 
chasing agent for you. He investi- 
gates the offerings of hundreds of 
manufacturers, fine-combing the 
markets of America to find the best 
merchandise for you. He gives you 
seasoned, expert merchandising 
counsel, and passes on to you the 
most successful ideas worked out by 
other store owners. He advises you 
what, when, and how much to buy. 
He works with you continuously, to 
help you build a still bigger, still 
more prosperous store. 


Has His Problems 


Remember, your wholesaler has 
his problems, too. He is being 
squeezed from both directions—from 
manufacturers who sell direct, and 
by retailers who buy direct. He can- 
not exist just on your “pick-up” or- 
ders. Give him your volume orders, 
too. You'll find it pays. In the 
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long run you'll get better service 
and better value. 

Another way in which independent 
store owners can fight the chains, 
is by supporting manufacturers who 
maintain a sound, constructive sales 
policy for the benefit of the hard- 
ware and implement trade. 

You know who those manufac- 
turers are. Show them that you ap- 
preciate their efforts to keep the 
hardware business in the hands of 
the legitimate wholesaler and the 
independent retailer. Make them 
see that a good sales policy pays. 
In that way you can make your in- 
fluence felt by many manufacturers 
who may be tempted to sell part 
of their output to the chains. 

Those huge chain store orders are 
a big temptation to any manufac- 
turer. It takes a lot of courage and 
determination—a lot of vision for a 
manufacturer to maintain his sales 
policy and refuse chain store busi- 
ness. 


It Hurts Everyone 


Of course you know and we know 
that this chain store business hurts 
the manufacturer as much as it does 
the wholesaler and retailer. For a 
time the manufacturer’s business 
may be large and profitable. But 
then, gradually, his sales to the in- 
dependent hardware and implement 
field will start to shrink. In time 
he will be dependent upon the 
chains to keep his business going. 
And when that time comes he will 
be working for the chains. 

I believe that the time is coming 
when a manufacturer will no longer 
be able to carry water on both 
shoulders. He will have to make 
a choice between selling the inde- 
pendents and selling the chains. 
Many of us have already made that 
choice, and have joined hands, for 
better or worse, with the legitimate 
wholesaler and independent retailer. 
We believe we ‘are right, and we 
think that the future success of the 
independent hardware industry will 
prove the soundness of our sales 
policy. 

The hardware business is a good 
business. In this new era of peace 
it is going to be a better business 
than ever before. You independent 
hardware men will see to that. 
You’ve done a fine wartime job, and 
you've made more friends than ever 
before. In the days ahead you are 
going to demonstrate that America 
is still a land of opportunity for men 
with the courage and the initiative 
to own and operate their own busi- 
nesses, 
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---FOR THE CRAFTSMAN 


AUTOMATIC PUSH DRILL 


Speciol construction for long, hard 
use... enclosed working parts, 
phosphor bronze drive nut. 


RAZOR BLADE DRAW KNIFE 


Solid_stee! blade with fast, true- 
cutting edge. Special design for 
light weight plus rigidity, strength. 


Craftsmen, such as those who make GREENLEE tools, have an inherent under- 
standing of what another craftsman wants in hie equipment. That's why 
throughout the years they have taken such careful pains in making the prod- 
ucts that carry the GREENLEE name. That’s why today fine woodworkers 
throughout the land request GREENLEE... the line it will pay you to carry. 


GREENLEE 


FOR THE CRAFTSMAN 








FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels ¢ Car Bits e Razor Blade 
Drow Knives e Automatic Push Drills e¢ Spiral Screw Drivers e Bit Extensions , Bell Hangers’ Drills « 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1812 Herbert Avenue, Rockford, Illinois, U.S.A. 
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MAJOR 
APPLIANCE 
WINDOW 


MERCHANDISE: 
Refrigerators and 
washing machines. 


BACKGROUND: 
Center panel of silver 
corrugated board or 
painted wallboard. 
Side panels of dark 
blue material. Cut- 
out letters of dark 
blue material. 


For Early January—Major Appliances 


And Home Butchering Equipment 


HARDWARE AGE Original Window Display IDEAS 


MERCHANDISE: 
Home freezers, lard 
Presses and sausage 
stuffers, pressure 
cookers, food chop- 
pers. meat grinders, 
family scales, lard 
cans, meat curing 
preparations, boning 
knives, skinning 
knives, cleavers, but- 
cher knives, hog 
scrapers, steels, fruit 
jars, meat syringes, 
etc. 


BACKGROUND: 


Center panel of silver 
corrugated board or 
painted wallboard. 
Side panels of navy 
blue corrugated ma- 
terial. Cut-out letters 
of navy blue material. 
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2 Sizes 
Fill Most Needs 


BASSICK 
“DIAMOND 
DART” 
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For quick and easy action — 
And profit for yourself; 

Offer Bassick Casters — 

They move right off your shelf. 





‘* Diamond Dart” Casters, the qual- 
ity casters for household furniture, 
let you satisfy most customer needs 
with an inventory of only two sizes. 
Order these numbers from your job- 
ber—5258 x 42 and 7258 x 42. 

Bassick Patented two-level ball 
race construction gives easy swivel- 
ing ... means satisfied customers 
—who come back to you for other 
requirements. So, take advantage of 
the known quality of Bassick 
**Diamond Dart’’ Casters. 

“Diamond Dart’’ Casters fit 
Bassick Detachable Metal Bed 
Caster Sockets. Buy the sockets 
separately (packed 1 set per box), 
and you do not need regular metal 
bed casters in stock. 

THE BASSICK COMPANY, 
Bridgeport 2, Conn. Division of 
Stewart-Warner Corporation, 
Chicago, Ill. Canadian Division: 
Stewart-Warner-Alemite Corpora- 
tion of Canada, Ltd., Belleville, Ont. 


MAKING MORE KINDS OF CASTERS 
-»» MAKING CASTERS DO MORE 








Modern Hardware Store Management 
(Continued from page 98) 


final selling job can best be car- 
ried out where there is more room 
and where there is much less 
traffic or other smaller merchan- 
dise to distract attention from the 
central object. It gives sales- 
persons and buyers alike the 
privacy required to discuss the 
many elements that enter into any 
major appliance sale and the buyer 
is much less inclined to wander 
either mentally or physically when 
he is comfortably seated in front 
of the appliance he has in mind. 
Pre-war tests have shown that it 
is entirely possible to overcome 
the natural handicap of a flight 
of steps when the prospect expects 
to spend $50 or $100 or more. 
The complete showing of a major 
line does the trick! 


Marking Comes Next 


Next to actual display of mer- 
chandise the greatest aid to sell- 
ing is plain price marking and 
department marking. This was 
the frequent comment of the hard- 
ware retailers themselves, and 
many agreed that the need for 
plain pricing would increase as 
time goes on. Each bin, I was 
told, and each item should be 
clearly marked to make self-sell- 
ing successful. One hardware man 
remarked that he had even gone 
so far as to set up identical dis- 
plays of flashlights—one with a 
large price tag on each item and 
the second with the price poorly 
shown. Although the space given 
to these two displays was identical 
the sale of the well marked sec- 
tion was more than twice that of 
the other. 

The same thing applies to the 
various departments, for the 
casual shopper it always glad to 
see a wall display unit, for in- 
stance, with an overhead sign 
reading, “Giftwares” or whatever 
the section may feature. The older 
method of marking sections by 
number has become obsolete as it 
has been shown that the busy shop- 
per will seldom stop and read a 
store directory advising that 
“counter 16 is the homeworkshop 
section.” 

Rather than go into the prob- 


lem of the location of these sec. 
tions, which is largely a local mat. 
ter, it would be better to consider 
departments that will bear un. 
usual promotional effort during 
1946. First in many areas will be 
a special farm section, as the 
farmer has had another excellent 
crop year in most states and to- 
day has more money in the bank 
and less debt than at any time in 
years. Hardware men tell me they 
plan to go after this huge market 
by catering to it in these general 
ways: 

1. Setting up a self-contained 
farm department either in a 
definite portion of the main floor 
or on a floor by itself. 

2. Allowing room for demon- 
strations and showings of full 
farm lines. 

3. Having at least one man in 
charge of the department who can 
talk to the farmer intelligently. 
(This may sound a bit silly to 
many a small town hardware man 
who really knows farming, but 
many a large store employs. per- 
sonnel without the slightest prac: 
tical knowledge of farm prob 
lems. And it’s one reason why the 
co-operatives have gained a hold 
in some sections). 

4. Making a specialty of cater- 
ing to the rural housewife, for the 
farm home is going to be a gigan- 
tic market for everything from 
appliances to floor covering. 

After a store has gone to the 
work of well managed direct sell: 
ing effort plus farm demonstra 
tions the interest of many poter 
tial customers is certain to be 
aroused, and it is here that the 
farm department with good dis 
play can complete the sales pit: 
ture. It is well to remember that 
the actual showing of complete 
lines of farm merchandise in 4 
well-operated farm center wil 
more than offset any possible price 
advantages of co-operatives 
catalog houses. If farmers have 
a single trait it is one of “show 
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me” and that’s why we emphasize 
full displays combined with a di- 
rect selling program and well man- 
aged demonstrations. 

What about seasonable depart- 
ments? These include lines for 
the lawn and garden, hunting and 
fishing as well as other sports, toys, 
etc. The most frequently heard 
remark was that these departments 
were often allowed to remain too 
long after the demand had died 
down. Although they are all worth 
intensive promotion in the proper 
season they may well be a costly 
waste of space in other portions 
of the year when other hardwares 
may be displayed to greater ad- 
vantage. 


The “Hobby Corner” 


One department worth extra at- 
tention is often called “Hobby Cor- 
ner” or a similar name to denote 
its true meaning, and I was told 
by the retailers who had tried it 
that it should be in a prominent 
spot all year. Most of these de- 
partments featured home workshop 
equipment, both power and hand 
tools for the men who like to make 
things with their hands. This is 
a swiftly growing group and they 
are free spenders deserving of 
particular attention. 

The front show window has al- 
ways been an important part of 
the retail hardware scheme of sell- 
ing, and to secure information on 
this subject more than 30 hard- 
ware windows were recently anal- 
yzed. One.thing was evident from 
this limited study—they were far 
better “selling” windows on the 
whole than the average for most 
retail lines. However, there were 
the following factors that detracted 
from the over-all effect: 

A. Approximately 50 per cent 
of the windows were a mixture of 
totally unrelated goods. (Example: 
New model washers along with 
poultry supplies.) 

Only seven windows had 
every item priced. 

C. Some windows had not been 
changed in many weeks as was in- 
dicated by the untidy arrangement 
and soiled floors. 

D. Four windows were so crowd- 
ed with merchandise it was impos- 
sible to know what was being fea- 
tured, 


There is no intention to convey 
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the impression that the majority 
had these obvious faults, as there 
weer many excellent window dis- 
plays. The only point seemed to 
be that some of the stores with the 
very finest interior displays had 
the poorest windows, and it was 
such a tremendous loss of valuable 
space that really brought atten- 
tion to this matter. 

The hardware men who were 
the most keenly aware of the pull- 
ing power of good windows told 
me that they use a plan that could 
be outlined as follows to achieve 
top performance: 

1. The window is floor space— 
change it every few weeks. Use 
new backgrounds, new floor cover- 


ings, and adaptable display fix- | 


tures such as step-ups, etc. 


2. Make each display tell a | 


complete story in itself! Regard- 
less of the subject, let the pedes- 


trian get the idea in a glance rather | 
than confuse him with a variety | 


of subjects. 

3. If it is for sale—give it a 
price! 

4. The front window is the per- 
sonal show piece of the owner. It 
doesn’t cost to keep it clean—it 


pays! 
They Buy What They See 


To reduce the whole problem of 
merchandise display to a few sim- 
ple words we can come to only one 
conclusion — the customer buys 
what he sees! It’s true that he'll 
ask for some things, but the hard- 
ware store cannot depend on “ask- 
ing” to build volume. The selling 
can be made self starting—and 
good displays will do that very 
thing. 

It’s reason enough to look at 
the sales room with a calculating 
eye and then removing the space 
eating “duds.” In any event, it’s 
the hardware man’s own answer 
assuring himself of some mighty 
good selling years ahead. 

The fourth and last chapter in 
this series will be a discussion of 
practical advertising for the hard- 
ware store. How newspaper ad- 
vertising is being used to bring 
in the best.returns for .the money 
invested; the use of “personalized” 
copy; use of classified ads; how 
to build and use a direct mail list; 
writing the sales letter and how to 
tie in with national advertising. 
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* Satisfied 
Customers 


Orders 


Profits 


HACK SAW BLADES 


‘ie Star ‘‘Moly’’ High-Speed 
Steel blade is unbeatable for fast 
cutting when a clean, smooth finish 
is desired. 

The Star Unbreakable Special 
Flexible blade is the ideal tool, 
for maintenance and general util- 
ity work. It’s tough, sturdy — and 
just the tool, even for awkward 
positions. 

IT TELLS HOW — Jhis handy pocket- 
size booklet “Metal Cutting” is a 
useful instruction » Py 
manual on the se- 
lection, use and 


care of Hack Saw = 
Blades. Send fora 4 








fi LEMSON 


CLEMSON BROS, Inc, Middletown, WY. 









The 
Dean’s Page 


By SAUNDERS NORVELL 


Part 1 


W. C. COLEMAN 


TL 
HE Dean hopes this 


article will be read by young men, 
hardware salesmen and clerks, espe- 
cially in small towns. It will be 
worth reading, not because I write 
it, or because of its literary style, 
but because of the facts about one 
man’s life. 

I am writing about a type of 
American of which this country has 
produced many. It is the story of 
a farm boy brought up to the drudg- 
ery of work on a farm, seeking an 
education the hard way, handicap- 
ped by poor eyesight, who grasped 
an idea, an idea for better lighting 
on farms, in homes and small towns. 


124 


How he overcame difficulties, de- 
veloped salesmanship and advertis- 
ing and built up a great business 
is an intensely human American 
story. 

This should not be a magazine 
article—it should be a book, and I 
will tell you why. This brief article 
can only give you the highlights. I 
hope it will be followed by a book 
that will give all the interesting de- 
tails of this unusual story that 
should prove an inspiration to thou- 
sands of young Americand. 

The Dean was given some papers 
and the suggestion from the Editor 
of Harpware Ace that here was 
some good material for a human 
interest article. It was the story of 


how a business was developed—the 
story of a business. As I read these 
papers it seemed to me the impor- 
tant fact was not so much the busi- 
ness but the man back of the busi- 
ness. So I called for more informa- 
tion about the man. It was hard to 
get. The man himself thought the 
business was the real story. I have 
read and studied 200 pages of mat- 
ter about the man and the business 
and I must digest all this material 
into two brief articles. The hardest 
job in business and in writing and 
the most important is elimination. 
The most important thing in your 
life and your business is elimina- 
tion—getting rid of the material 
you have accumulated that is least 
important so you can concentrate 
your time and energy on the things 
that are more important. 


The Story of W. C. Coleman 


This is the story of W. C. Cole- 
man, founder and still the active 
head of Coleman Co., Inc., Wichita, 
Kan., formerly known as the Cole- 
man Lamp & Stove Co. Just now it 
is a very timely and important story 
because first of all it is a strictly 
small-town American story. It is a 
story of free American enterprise— 
of a one-man business that in one 
generation developed into the em- 
ployment of several thousand work- 
ers. 
The building of states and cities 
depends upon the making of jobs. 
All of us must have shelter, food, 
and clothing. The most useful man 
today is he who can provide jobs 
that give his fellow men a high 
standard of living for himself and 
family and security from poverty in 
his old age. This is the story of a 
hardware man who did it. 

The man I am writing about has 
done this and still he writes me that 
he can’t see what is so interesting 
in his “very ordinary business life” 

maybe when he reads these atti- 
cles he may understand better just 
what I meant when I wrote him 
that the real story I saw was not the 
size of his business—there are a lot 
of big businesses in this country- 
but the man who without money, 
without influential rich friends saw 
a need, grasped an idea, concen- 
trated on this idea, stuck to his idea, 
and was never side-tracked until 
success crowned his efforts. 

The story reminds me of Madame 
Curie. She was working in a sort 
of clay called pitchblende. One 
night in the dark she entered her 
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First is a familiar word at Rival. 
From these factories came 
America’s first streamlined Juicer 
...and over a score of other 
housewares Originals. 


At these factories more FIRSTS 
are in the making. Firsts you'll 
want to feature. And you'll have 
first call... you who have helped 
make Rival a foremost name in 
the housewares field. 


Nationally Advertised in: 
LADIES’ HOME JOURNAL 
BETTER HOMES AND GARDENS 
BRIDES’ MAGAZINE 
AMERICAN HOME 
HOUSE BEAUTIFUL 


aad 


THREE PLANTS 


ORIGINAL! 
sie. 


TARE RRR 


MANUFACTURING CO. 
KANSAS CITY, MO. 


Creators of the Juice-O-Mat 
America’s FIRST Streamlined 


Juicer 




















laboratory and was astonished to 
see a dim light emanating from the 
clay. To her trained scientific mind 
this light had an impressive mean- 
ing. It meant a new undiscovered 
chemical element. She had discov- 
ered radium. The atomic bomb of 
today is largely due to Madame 
Curie’s discovery of radio activity. 

This comparison is fitting as this 
is a business story of the develop- 
ment of light and heat. 


Authors in all ages have used 
strong adjectives in praising men. 
Today, I think the adjective by repe- 
tition is losing its power. So as you 
read on you will find few compli- 
mentary adjectives in this tale. I 
will from now on just give the sim- 
ple facts. These facts will tell the 
story and you can make your own 
deductions and reach your own con- 
clusions. 

* & * 

The story opened about 50 years 
ago. “W. C.’s” forebears were Nan- 
tucket whalers—captains of ships. A 
tough, hardy breed of men. Among 
men, as with horses and dogs, blood 
will tell. The call was to cheap land 
in the West. Horace Greeley had 


written “Go West, Young Man, Go. 


West.” 

“W. C.’s” father left Nantucket 
and settled in northern New York. 
Then answering the call in a cov- 
ered wagon, with his young family, 
he trekked to LaBette County, Kan. 
This was to be their home. The 
farm where they settled was near 
Parsons, Kan. They lived the hard 
life of the pioneers. “W. C.” was 
always to be a pioneer—a pioneer 
of the land and a pioneer of ideas. 

He was a tall, thin, serious boy, 
muscles hardened by pitching hay 
and farm work. His eyesight was 
poor and had been a serious handi- 
cap all his early years. But this 
had its compensations—-as he could 
not read long by the poor, yellow 
light of the oil lamps of that day 
he selected his reading and remem- 
bered what he read. He concen- 
trated. 

When “W. C.” was 11 years: of 
age his father died and he had to 
help his mother run the farm and 
help support the family. In the win- 
ter months he managed to get some 
schooling. He taught school, many 
of his scholars being older than 
himself. Later he even went to the 
University of Kansas. He decided to 
study law and was good as a speak- 
er and in debating. But always 
there was the problem of finances. 
To make money, he started out as 
a salesman, of all things, selling 


typewriters in the then rouglr, back- 
ward section of our country where 
the states of Missouri, Kansas, Ar- 
kansas, and the new state of Okla- 
homa converge. But the fact stands 
out that he was successful selling 
typewriters. 

The Dean himself, as a young 
salesman just before this story 
opened, traveled in this same terri- 
tory and he is tempted to write of 
the traveling salesmen of that day. 
They had their virtues and their 
vices. They drank whisky and they 
gambled. But they were a husky, 
tough, vital type and did their part 
in the development of the country. 


The Old Time Towns 


The towns were made up of frame 
buildings and the sidewalks were 
of planks. In front were hitching 
racks for horses. The automobile 
was in the dim future. Farmers 
came to town in Studebaker wagons 
or on horseback. There were no 
hard streets or roads. When it 
rained, the mud was ankle deep. 

The “run” from Kansas into the 
Indian territory was only a few 
years before. The people were ad- 
venturers, the evicted—the land 
seekers, the failures, from Eastern 
states. They were seekers of a new 
home, a new life. 

It was in such a setting that our 
hero first had his great moment. He 
did not drink. He did not gamble. 
He was of a deeply religious turn of 
mind—a member of the Baptist 
Church. He was serious and consci- 
entious. His job was to sell type- 
writers and he made a success of his 
job. He was a natural born sales- 
man and his studies, his membership 
in the school debating society, his 
smattering of law all helped. 

Returning to his hotel after dark 
in a small town he saw up the street 
stabbing the darkness a bright—a 
brilliant light. It was pouring out of 
a drug store. On investigation he 
found it was from a hanging store 
lamp. He got a ladder, climbed up 
and studied this new, strange phe- 
nomenon. It was a type of lamp he 
had never seen before. The fuel was 
gasoline. The flame from the gaso- 
line illuminated a mantle. The mo- 
tive power driving the gasoline was 
air pressure from a small pump on 
the tank of the lamp. 

A salesman had rigged up this 
lamp in the drug store and was sell- 
ing the territory. The lamp was 
owned by a Memphis concern. 

“W. C.” grasped the significance 
of such a powerful, crystal clear, 
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white light in a territory where elec- 


tricity was unknown. What follows | 


his negotiations for the lamp is a 


long story—too long for my space | 


here. 
But the fact stands out that the 
discovery of that lamp that~ gave 


such a perfect light was the turning | 


point in “W. C.’s” remarkable ca- 
reer. 


He first accepted a job as sales- | 


man for the new lamp. He sold 


lamps as he had sold typewriters. | 


Then he sold “light”—putting in 


the lamps at so much per lamp per | 


week and “servicing” them. Here 
he learned the value of “service.” 
Then he bought out the lamp— 
$1,000 borrowed from his brother- 
in-law—as a down payment. Later 
he started his own factory, im- 
proved the lamp, improved the man- 


tle. In the beginning he had many | 


difficulties to overcome. He would 
not rest until his product was as 
perfect as it was humanly possible 
for it to be made. One trouble at 
first was a delay in lighting his 


lamp. One of “W. C.’s” associates | 
by accident discovered an instan- | 
taneous lighting device. Then the | 
getting of a patent makes an inter- | 


esting story. The patent office said 


it wouldn’t work. It wasn’t physi- | 
cally possible, but “W. C.” went to | 


Washington and proved to them it 
would work. 

But now my share of paper’ in 
this article is used up. I have sold 


our editor on a following article | 
about what “W. C.” did when his | 


light was a success. This article— 
the next—will tell the remarkable 
story of what this “ordinary man” 


did when he became successful, a | 
point where many successful men | 


develop their weaknesses. 


Neatness Attracts 
Women to Pottery 
Department 


(Continued from page 91) 


stock in symmetrical rows, the 
handles all turned the same way. 


Expressing vocally what is ob- | 


“oe 


vious to the eye he says: 
We keep the stock very clean... . . 
The procedure pays. You must 
never let it get out of order if you 
want sales to keep up... . ” 
The firm also uses the “eyes 


of the store windows to advance | 


the sales of these lines. Once in- 


side, customers will find they can | 
purchase among other items, | 


cookie jars and teapots, with 
prices ranging from $1.49 up. 
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WELDED AND WELDLESS 
FOR EVERY PURPOSE 
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® High grade welded and weldless 
Cleveland Chain merchandise has been 
a profitable seller in hardware stores for 
generations. Its fine uniform quality 
never varies. That is why it enjoys 
such widespread preference . . . why 
it can build future business for you. 


REEL SALESMAN 
DISPLAY STAND 


Tested merchandiser for a large 
assortment of welded and weld- 
less chain. Holds four full reels 
of chain or equivalent in one- 
half or one-third reels. Finish, 
red baked enamel. Available 
with any one of nine assortments 
of Cleveland Chain. 


(Shipment of orders for Reel 
Salesman and Sales Master 
(Double Size) Display 
Stands and Chain Assort- { 
ments will begin during the 
first quarter of 1946.) 
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AVAILABLE THROUGH LEADING HARDWARE JOBBERS 


The Cleveland Chain & Ylg. Co. 


Cleveland, 5 Ohio 








ORDER NOW: 


SMART NEW 


Welle ines 


= The Originators of 


All-Plastic Chime Design 
Offer 2 Strong Lines 


POPULAIRE and 
| SYMPHONIQUE 


@ Smarter Stylings 

@ Duo-Color Finishes 

@ Richer Lingering Tone 
@ Synchro-Tone Timing 
@ Lifetime Service 


. backed by NEW 
MERCHANDISING 
COOPERATION 


. +. to help you 


get maximum 





chime business 
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Nation-wide Distribution through Leading Wholesalers 











FINEST ELECTRIC DOOR CHIMES 


MELL-O-CHIME AND SIGNAL CORP. 


Oniginators of All-Plastic Chime Desten 


119 South Jefferson Street, Chicago 6, Illinois 


Represe 


Hatheway & Co 75 Montgomery St., Jersey City, N. J 
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Replacement Coils 


FOR SERVICE AND REPAIR 
OF ELECTRIC RANGES 
AND SMALL APPLIANCES 


These fast selling, highly dependable "JIFFY" replace 
ment coils are now available in unlimited quantities. 
"JIFFY" coils are made from a high grade nickel chrome 
alloy which is totally resistant to alkaline solutions, prac 
tically all acids, corrosion and heat. All "JIFFY" coils are 
cut to resistance and not to length to insure greater 
accuracy and long life. Special resistance coils can be 
supplied to meet specific requirements. 

“JIFFY” has available compact, economical kits 

of various units which can be used readily for 

repair of most appliances and electric ranges. 


We will furnish gladly on request a list of these 
kits ... their contents and prices. 


THE HARTFORD ELEMENT CO. INC. 


274 Windsor 
HARTFORD e 


Street 
CONNECTIUIE &T 
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farclware Dealer 


HERE’S YOUR ANSWER FOR 


<—¥ Zitta Prefits K, 


FAUCET & VALVE REPAIR 5 SETS 


Here are three popular, fast selling O’Malley Faucet and Valve 
Repair Sets . . . low priced, long lasting, efficient. In great demand 
the year around by home owners and maintenance men. A big 
selling item for fall and winter to repair and prevent fuel-wasting 
leaks caused by increasing use of hot water. 


O*MALLEY MODEL 2X FAUCET REPAIR SET 


Repairs faucets of 4”, 1”, ¥4” and 34," sizes. These four sizes can be taken 
care of with two cutters... small cutter fer the average size faficet up to ¥", 
and the larger cutter for 34,” faucets. Comes complete on self-selling display 
card with five quality bibb washers. 


O'MALLEY NO. 3 DELUXE FAUCET REPAIR SET 


Same features as above with exception of having extra long shaft designed 
for repairing valves of built-in bath tubs and showers. Equipped with two 
cutters for 4", 14”, 5%” and 3,” seats. Comes attached on self-selling dis- 
play card with five bibb washers. 


O'MALLEY NO. 4 REDHEAD REPAIR SET 


Takes care of resurfacing %", 1/2”, 5/4” and. 3/4,” faucets, built-in tubs and 
showers, as well as 34", 14”, 3/4,” and 1” flat seat Jenkins Disc Type Valves. 
This repair set costs considerably less than other types and does more per- 


i. replace <. ae .y xe fect work . . . the particular size and slant of teeth eliminates “chatter” and 
ntities. = wes, eat gives a rolling, polishing action on the seat, leaving no teeth marks. Popu- 
kel chrome lar item for apartment house and small plant maintenance men. Comes 
ions, prac: = attached to Self-Selling display card. 

Wwe \ 7 a a \: ae Sold by leading jobbers in the United States and Canada. Order from 
re greater y) = \¥ — Be them direct ... If your jobber does not carry the O'Malley line repair 


vils can be E % i , , Lae sets, send us his name and address. 


ul kits All sets are conveniently packed in cartons of one to six dozen each. 


ly for 
inges. 
these 


“EDWARD O'MALLEY VALVE CO. 


i cd 444, )' fele) a. is CHICAGO, ILL. 


CANADIAN REPRESENTATIVE 


DORKEN BROS. & CO. 
408 McGill Street Montreal, 


Canada 
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UCH customer good will is 
lost through “careless sell- 
ing.” This type of selling should 
be avoided at all costs. It always 
causes inconvenience to the cus- 
tomer, delays his work on the job 
at hand, and breeds ill will for the 
store and the careless salesman. 
Careless selling is the act of 
selling incomplete merchandise or 
failing to sell the customer all of 
the things he needs for his job. 





Must Check Merchandise 


Unless the salesman checks the 
merchandise he sells to the custom- 
er he is guilty of careless selling. 
Imagine how the customer feels 
when he arrives home to install the 
lock set he has just purchased and 
finds that two small but very im- 
portant screws are missing. Pic- 
ture him when he purchases a 
pair of glass door knobs only to 
find when he gets home that the 
spindles are missing. 

In each of these instances, the 
salesman should have checked each 
item to be sure that it was com- 
plete. So often in a_ builders’ 
hardware stock, an unthinking 
salesman will rob a lock set or 
other complete item in an emer- 
gency. The incomplete item is left 
in stock for an unsuspecting sales- 
man to sell as a complete item. 
However, the thorough salesman 
will check the item to be sure that 
it is complete. He then knows 
that the customer will be satisfied 
and will be able to finish his job 


when he gets home. 


Should Make Suggestions 


A salesman is guilty of careless 
selling if he fails to suggest every- 
thing the customer might need to 
do the complete job. Sometimes 
this might be confused with “sug- 
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Careless Selling 


gested selling” whereby the sales- 
man tries to make an extra sale. 
However, the best way of avoiding 
careless selling is to see that the 
customer has the necessary things 
before he leaves the store. 


Aid Essential 

For example, a person pur- 
chases same gloss enamel to re- 
finish a piece of furniture. He is 
not experienced in this work and 
looks tg the salesman for sugges- 
tions and assistance. The sales- 
man who simply sells the individ- 
ual the paint is doing careless sell- 
ing if he does not assist him. The 





thorough salesman will find out 
the condition of the furniture, then 
suggest enamel undercoat for the 
first coat. He will also suggest 
sandpaper, turpentine for clean- 
ing the brush, a new paint brush 
for best results and other related 
items the customer will need. 

The customer may have many 
of these items in his workshop so a 
sale cannot always be made. How- 
ever, it should be the duty of the 
thorough salesman to go over: the 
check list of things the customer 
will need. Such complete selling 
makes for satisfied customers and 
builds good will. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, 
and 20, very poor. The correct answer to these questions will 


be found on page 195. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Snow shovels which cost a dealer $10.80 doz. in 1944 
are 10 per cent higher this year. Dealer must retail items at 
same ceiling price of $1.35 each. Figure margin on the item 
in per cent of the selling price at the higher cost. 

2—Define a knife file? A foundry file? 


3—A coil of rope weighs 60 lbs and contains 1,200 ft. The 
rope costs 30 cents per pound. Determine the cost of the rope 


per foot. 


4—A salesman selling major appliances receives a commis- 


sion of 8 per cent of sales. 


Sales for three months are $4,000. 


His drawing account is $150 per month. Determine if he has 
earned more or less than his drawing account and the amount. 


5—A dealer now pays $4.40 per dozen for inside lock sets 


which is 10 per cent higher than heretofore. Lock sets pre- 
viously retailed for 50 cents each. Dealer wants to make some 


margin on line namely, 33 1/3 per cent. 


price. 


(Answers on page 195) 


Figure new retail 
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In the past, manila rope blocks have never even come close 
to equaling the strength of the rope used with them. Upson- 
Walton engineers have now developed a block which comes 
closer to equaling that strength than was ever possible before 


It can safely withstand much heavier loads—in some cases 


One reason for the greatly increased strength of Upson- 
Walton blocks is the newly designed hoist hook which is now 
standard equipment on all U-W blocks, both steel and wood. 
These hooks are not like the old blacksmith type round hooks 
which were simply bent to shape; they are drop forged to size 


and shape with substantially heavier section where it counts 


We will gladly send you, upon request, comparative specifica- 
tions including the new safe working loads for U-W manila rope 
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with any standard block. 
loads twice as heavy as other blocks! 
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NOT THISHOOK— — ef THIS HOOK 
ON ALL UPSON-WALTON TACKLEBLOCKS Established 1871 
Copyright 1945—The Upson-Walton Company 
Manupacturers of Wire Rope, Wire Rope Fittings, Jackle Slocks 
MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 
4 Broad Street 737 W. Van Buren Street 241 Oliver Building 
New York 4 Chicago 7 Pittsburgh 22 
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E. C. Atkins, 90 Years in Business, 
To Build New Factory and Offices 


E. C. ATKINS 


a. 

E.. C. ATKINS & CO., 
Indianapolis, Ind., saw manufactur- 
ers, originally started in 1855, has 
announced that most of its plant will 
be replaced next year with a new 
structure, only its armor plate plant, 
built in 1940, to remain when the 
construction program is completed 
late next fall. Most of the present 
plant dates back 75 years. The 
armor plate plant will form an ad- 
joining section of the proposed 
frontage on Illinois St. 

The company, which is the old- 
est manufacturer of band saws in 
the United States, makes products 
ranging from one-eighth of an inch 
wide scroll saws to gigantic blades 
18 inches wide and up to 60 feet 
in length. The company developed 
the Atkins curled chip tooth design 
and silver steel for band saws. 

Elias C. Atkins, founder of the 
business, was the grandfather of 
three members of the family now 
operating the company—E. C. At- 
kins, president; K. W. Atkins, vice- 
president and sales manager, and 
H. C. Atkins, Jr., vice-president in 
charge of manufacturing. Other 
officers of the company are W. A. 
Atkins, vice-president and director, 
who has been with the company for 
40 years, having started as assistant 
superintendent; Frank R. Weaver, 
vice-president and director of the 
budget, and D. H. Potter, secretary 
and treasurer. 

Elias Atkins went to Indianap- 


olis from Bristol, Conn., where he 
had served as an apprentice under 
his uncle in saw and clock making. 
The first Atkins saw works were es- 
tablished in Cleveland in 1855 and 
the present business was estab- 
lished, in Indianapolis, in 1857 with 
a capital of $500. 

During World War I the entire 
plant was at the disposal of the gov- 
ernment for development and pro- 
duction of light-weight armor plate. 


H. C. ATKINS, JR. 


In 1939 when World War II broke 
out the company produced armor 
plate and other products for the 
Allied cause and a year later erected 
a special armor plate building to 
produce considerable tonnage for 
England and for American firms. 
During the summer of 1941 Atkins 
engineers developed a process for 
forging armor piercing projectile 
caps which were produced in the 
Atkins forge shop. This process 


Modern daylight 
steel and con- 
crete structure to 
be built by E. 
C. Atkins & Co. 


K. W. ATKINS 


saved 30 per cent of tungsten metal 
consumed in previous machining 
methods and greatly reduced the 
cost of manufacture. Late in 1941 
the company supervised construc- 
tion of and later operated the Fall 
Creek Ordnance Plant, finally 
placed in full operation in Febru- 
ary, 1943. A major share of the 
credit for the present expansion and 
modernization program belongs to 
the late H. C. Atkins,’ son of the 
founder and father of E. C., K. W. 
and H. C. Atkins, Jr. He was presi- 
dent of the company from 1900 un- 
til his passing in 1943. A fourth 
generation member of the Atkins 
family will soon return from the 
Army—Elias C. Atkins, 3rd, son of 
E. C. Atkins, president. Young At- 
kins was wounded in ‘service and 
received high honors. 

During the lifetime of E. C. At- 
kins he was granted more than 100 
patents on saw design and saw 

(Continued on page 173) 
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7 F ~ teries can see at a glance the handy efficiency of 
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2 of the long handles give powerful leverage to tackle the 
sion and toughest battery connections. The special offset 
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40th Anniversary Marked 
By Sale of Critical Items 


OUNDS like the impossible in 

these days but it brought 
profits and new customers to the 
Schmidt Hardware Co., Grand Junc- 
tion, Colo. And though critical items 
may not now be readily replaceable 
in inventory, this store realized a 
strong bid for increased peace-time 





1005 Schmidt Hardware Co.————1%5 
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patronage as evidenced by the con- 
siderable purchases of non-sale mer- 
chandise. 

Even though critical items are a 
hard-to-resist lure for today’s cus- 
tomers, the success of the sale was 
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the result of a well-planned news- 
paper and radio campaign that fit 
itself into the store’s normal adver- 
tising budget. This, on a yearly 
average amounts to two per cent of 
sales and includes a newspaper ad 
once a week and two commercial 
announcements un a UP newscast 
three times a week over the local 
station. 


The Build-Up 


The build-up for the anniversary 
led off with two teaser newspaper 
announcements, starting a few days 
prior to the final full-page sale ad. 
Also for several days in advance, 
the store windows were placarded 
with a large sign in the center of 
each window. Merchandise was not 
used for window displays but was 
held to create impressive mass mer- 
chandise displays within the store 
for the course of the three-day 
event. 


The Big Splash 


Then came the big splash—a full- 
page announcement of the numerous 
merchandise attractions but with 
just a hint that the public could ex- 
pect something special. Of course 
this reference was to the alarm 
clocks, electric irons and other criti- 
cal items that had been accumulated 
and stored in the stock room for 
several months. 

During the sale itself, there was 
no advertising let-down. Radio spot 
announcements reminded listeners 
that the Schmidt Hardware was 
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celebrating its 40th anniversary in a 
rare way—with a sale—and urging 
them to take advantage of the spe- 
cials. 

In the store, new 7 x 1l-in. cards 
were used on all tables. Across the 
top of each card holder were other 
cards, 3 by 11 in. with the legend, 
“Our 40th Anniversary Sale.” Across 
the store, two thirds of the way 
back from the door, was a 242 by 
14-ft. banner advertising the sale. 


As in its advertising, the store 
held to another custom—encourag- 
ing customers to serve themselves, 
which resulted in another economy. 
The regular staff of six had to be 
increased by only one additional 
salesperson. All displays in the 
Schmidt Hardware Co. are arranged 
with self-service in mind and large 
cards spotted throughout the sale 
floor urge—‘Please Serve Yourself 
If Convenient.” 





How Much for Lamps for 
the American Farm? 


(Continued from page 90) 


existing distribution lines that are 
not yet connected. 

There are now 2,557,247 farms 
in the United States that are con- 
nected to electric power lines. 
Many of those are at present in- 
adequately lighted and waiting 
only until the end of the war for 
an opportunity to put in recom- 
mended illumination and up to 
date equipment and appliances. 

Many rural establishments, such 
as grange halls, churches and 
stores will also be lighted. 


The expansion program will in- 
volve building one and _three- 
quarter millions of miles of new 
power lines, one-half billion dol- 
lars for building wiring, and al- 
most a billion dollars for farm 
and home electric equipment. 


The rural hardware dealer who 
stocks lamps and electrical equip- 
ment will be in a position to sup- 
ply the needed material and to 
reap his share of the post-war 
harvest. 
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Patman Introduces Two Bills 
To Tighten Taxes on Chain Stores 


One would prohibit chains from charging off branch 


store losses 


from income tax returns. 


Second would 


prevent evasion of Robinson-Patman act by making 
secret prices or discounts to favored buyers. 


(Washington Bureau 
of HARDWARE AGB) 


existing 
provide a 


Two amendments to 
laws, designed to 
degree of protection to small in- 
dependent retailers, have been 
introduced by Rep. Wright Pat- 
man 
the House Small Business Com- 
mittee. 

The first of these, H. R. 4200, 
would prohibit chain corpo.a- 
tions from charging off store 
losses from income tax returns, 
and has been referred to the 
Committee on Ways and Means. 

The second, H. R. 4201, to 
amend the Robinson-Patman Act 
to prevent evasion of this law by 
making secret prices or discounts 
to favored buyers, and has been 
referred to the Committee on the 
Judiciary. 

At the present time, it ap- 
pears that there is little chance 
in getting these bills out of com- 
mittee, unless some powerful 
pressure is put on_ individual 
members of Congress by those 
who favor such action. 

“A study of the trial of the 
Great Atlantic & Pacific Tea Co. 
in the Federal Court at Danville, 
Ill., convinces me of the neces- 
sity of curbing the practice of 
operating stores at a loss,” Mr. 
Patman pointed out, when intro- 
ducing H. R. 4200. “Documentary 
evidence in this case, taken from 
the files of this company, clearly 
shows that the present provisions 
of the Internal Revenue Code en- 
able a chain corporation to con- 
duct stores at a loss in order to 
injure and destroy competition. 
These exhibits show that as many 
as 4374 stores have been oper- 
ated for a year at a loss, in order 
to wage price wars on competi- 
eee 

“Other chain corporations in 
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(D.), Texas, Chairman of | 


| other lines of distribution use the | make ‘available to all other cus- 
same weapon to destroy or make | tomers according to customary 
ineffective competition by single | trade practices.’ ” 


store operators.” 


son-Patman Act, Mr. Patman 


said, “is no less important if we | 
|are to safeguard small business | products. The law now permits 
ind provide an opportunity for | price differentials on quantity 


them to compete without being 
discriminated against.” He added 
that while this law prevents dis- 
crimination there is no protection 
from ultra-secret prices and dis- 
counts to preferred buyers. 

“All my amendment is intend- 
ed to do is to eliminate these 
secret deals,” he said, “and 
strengthen the Robinson-Patman 
Act. It makes it obligatory on 
the part of all sellers in com- 
merce to make known to all cus- 
tomers their prices and discounts 
‘under the same conditions’ and 


The amendment to the Robin- 


| Rep. Patman takes the posi- 
tion that prices and discounts 
| should be made public by any 
manufacturer to all who buy his 


| purchases, “which make only due 
allowance for differences in the 
cost of manufacture, sale, or de- 
livery resulting from the differing 
methods or quantities in which 
such commodities are to such 
purchasers sold or delivered.” 
The amendment which he has 
offered, Mr. Patman pointed out, 
is intended to outlaw very close 
mouthed and secret transactions 
to a very few buyers, which act 
to the detriment of the great ma- 
jority of wholesalers and retailers 
handling the same commodities. 











FORD NAMED GEN’L 
SALES MGR., CHICAGO 
ELECTRIC MFG. CO. 


The appointment of Stanley M. 
Ford as general sales manager of 
he Chicago Electric Manufactur- 
ing Co. has been announced by 
Harold T. Ames, president. 

Mr. Ford was with General 
Electric Co. as sales manager of 
‘he heating device division from 
1937 until his appointment to 
WPB in 1942. He was assistant 
division director of the consumer 
durable goods division of the 
WPB, where he was a government 
presiding officer and administra- 
tor of many orders affecting the 
appliances industry. 

He later entered the Marine 





Corps and upon his release with 


| the rank of captain was appointed 
|to his present position. 








STANLEY M. FORD 
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WM. M. PARRISH 


PARRISH HEADS BOARD 
OF KEITH-SIMMONS— 
A. L. CARR IS PRES. 


William M. Parrish was re 
cently elected chairman of the 
board of Keith-Simmons Co., Inc.. 
Nashville 1, Tenn. A. L. Carr, 
former vice-president, was elected 
president to succeed Mr. Parrish 
as president. Other officers are 
Henry Brackman, vice-president, 
and John D. Lewis, secretary- 
treasurer, There has been no 
change in the company’s policies 
or in its management, excepting 
the elevation of Messrs. Parrish 
and Carr to their respective new 
offices. 


—_——_. 


PACKAGING EXPOSITION 
TO BE HELD APR. 2-5 
IN ATLANTIC CITY 


The Packaging Exposition of 
1946 will be held in the Public 
Auditorium, Atlantic City, N. J., 
April 2 to 5, reports the American 
Management Association, the 
sponsoring organization. This 
show will be the largest in the 
15-year history of the exposition, 
according to the association, with 
some 150 leading manufacturers 
of equipment, machinery, supplies 
and services essential to the field 
of packaging, packing and ship- 
ping, participating. 

Concurrently with the exposi- 
tion, the American Management 
Association will hold a conference 
on packaging, packing and ship- 
ping, with outstanding authorities 
addressing the sessions. 
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EGAN, SALES MGR., 


gressing through mail order, | 
auditing, pricing, sales and other | REINFORCING PROD. 
departments, taking charge of ad- 


He a Ceres DIV. OF SHEFFIELD 
vertising and printing in 1908, | ss teed C . ; 
efhe eel Corp., Kansas 


Keil Lock Co. Buys Some Francis Keil | 
Lines—Habbersett Named General Manager 





The Keil Lock Co., 
Charlestown, N. H., 


chased some of the lines formerly 





Inc., 
has pur- 


| made by the former Francis Keil 


& Son, Inc., New York City. 


'Keil Lock’s acquisition includes 


all tools, dies, equipment and 
semi-finished inventory for the 
manufacture of key machines, key 
blanks, night latches, padlocks, 


| rotary bolt locks, padlocks, and 


locksmith supplies. All manufac- 
ture and sale of the above-named 
Keil items will be at Keil Lock 


| and producing that company’s 


first complete loose-leaf catalog. 
He visited Alaska to investigate 


love 
City, Mo., recently announced 
the appointment of Alfred B. 


| the possibility of opening an | 


Co., Inc., plant in Charlestown, | 


N. H. Full production will be 


| started in the near future. 


As of Dec. 1 William C. Hab- 
bersett, former assistant to gen- | 














Alaskan territory. 

Later he was secretary and pro- 
duction manager of the former 
Hardware Trade Journal. He re- 
joined Shapleigh’s in 1912 and 
completed its first auto accessory 
catalog, and later was made buyer 
of the auto accessory department. 
He became a director in 1930. 





ADAMS JOINS KOONS 
& CO.; FORMERLY WITH 

















eral manager, Independent Lock 
| Co., Fitchburg, Mass., joined The U. S. STEEL OF DEL. 
Keil Lock Co., Inc., as general Avery C. Adams recently joined 
manager. Prior to his association | Charles A. Koons & Co., makers 
sh was re with Independent Lock he had | of home appliances and ma- 
nan of the | been in Washington, D. C., as | chinery for heavy industry. He 
ns Co., Inc. chief of the Hardware & Small | was formerly vice-president in 
i. L. Carr, W. C. HABBERSETT Tools section of the former WPB. | charge of sales and director of ALFRED B. EGAN 
was elected the U. S. Steel Corp. of Dela- 
‘aon a ware, Feng, Pe Egan to the position of sales 
e-president, MARLIN FIREARMS ware store at Ozark, Mo., after SEARS, RIVAL MFG manager, reinforcing products di- 
secretary. BUYS HUNTER ASSETS school and during vacations and “ : vision. 
» been ue Marlin Firearms Co. New then joined the former Simmons CO., PROMOTED TO Mr. Egan has been with Shef- 
y’s policies Haven, Conn.,’ has purchased the Hardware Co., St. Louis, whole- GENERAL SALES MGR. | field for 16 years. For a greater 
excepting assets of the Hunter Arms Co., salers as a clerk in the sporting Bernard F. Sears, Rival Mfg. | part of this time he was in charge 
rs. Parrish Inc., Fulton, N. Y., and will im- goods department. Later he was | Co., 329 Westport Road, Kansas | of the Des Moines, Towa, office. 
ective new mediately re-open the Hunter| ' the mail order department and | City, Mo., has been promoted to| .From 1942 until March of this 
plant as the L. C. Smith Arms Co. subsequently in the sales depart- | general sales manager. Mr. Sears,| year, he was in charge of the 
division for production of the|™e@t 48 special sporting goods | who has been with the company | Washington, D. C., office. Last 
OSITION L. C. Smith side-by-side shotguns. salesman. For a while he was | since 1934, had been assistant | March he was appointed district 
R. 2-5 Under reorganization plans an- buyer for a local wholesaler | ales manager since 1940. manager, Chicago district. 
CITY nounced by Frank Kenna, Marlin house. He joined Norvell-Shap- 
he president, the Hunter plant will leigh Hardware Co. in 1904, pro- P 
osition of be put into immediate operation, Triple Mill Supply Convention 
he Public concentrating on the L. C. Smith " ; 
ity, NJ, J gens In Atlantic City, May 6-8 
American Preliminary work has already 
Hon, the been completed in the 4story The annual triple mill supply} R. Kennedy Hanson, 1108 
mn. This brick Hunter building at Ful- convention of the American Sup-| Clark Bldg., Pittsburgh 22, Pa., 
est in the ton, where new equipment will be ply & Machinery Manufacturers’ | is general manager of the Ameri- 
-xposition, installed, new production meth- Association, Inc., The National|can Supply & Machinery Manu- 
tion, with ods adopted and workers engaged Supply & Machinery Distributors’ | facturers’ Association, Inc. Henry 
ufacturers in line with Marlin’s extensive ex- Association and the Southern| R. Rinehart, 505 Arch St., Phila- 
7, supplies pansion program. Supply & Machinery Distributors’ | delphia, Pa., is secretary-trea- 
) - ee Association will be held in At-|surer and George A. Fernley, 
and ship- lantic City, N. J., May 6 to 8,| advisory secretary of The Nation- 
, oe mga cctnel inclusive, 1946, Headquarters will | al Supply & Machinery Distrib- 
le exposi- be at the Marlboreugh-Blenheim. | utors’ Association, and E. L. 
nagement T. Frank Wood who was re- Guest rooms have also been set| Pugh, 712 Volunteer Bldg., At- 
onference cently elected an assistant secre- aside fur the triple mill supply|lanta 3, Ga., is secretary-trea- 
and ship- tary of Shapleigh Hardware Co., meeting at the Claridge, Shel-|surer of the Southern Supply & 
uthorities St. Louis, Mo., wholesalers, burne, Brighton and Dennis} Machinery Distributors’ Associa- 
worked in his father’s retail hard- T. FRANK WOOD hotels. tion. 
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Rubbermaid “N-Durene’. 
last 4 to 5 Times Longer 


Synthetic rubber that withstood contact with 
gas and oil in the bullet-sealing tanks we built 
for warplanes will certainly resist soap and 
grease in the kitchen. Today, Rubbermaid 
houseware contains this same durable synthetic, 
compounded with other ingredients to produce 
Rubbermaid ‘‘N-Durene’’. Tests prove 
““N-Durene” actually lengthens the life of these 
products four to five times over those made with 
natural rubber. 

As always before, you and your customers 
can count on Rubbermaid to stand for the best 


in high-quality merchandise. Only the finest of 


materials, careful manufacturing methods, and 
fine styling go into this dependable, superior line. 

Consistent national advertising keeps the 
Rubbermaid trade mark, and what it stands for, 
before millions of housewives every month. This 
reputation means dollars and cents to you. 

Order today and get your share of this good 
business. The following items are now available 


for immediate delivery in a wide variety of 


popular colors: bathtub mats, toilet top trays, 
stove top mats, sink strainers, plate and bowl 
scrapers, drainboard mats, and dish drainer 
baskets. 


Women look to Rubbermaid 
for the finest in rubber houseware— 


a complete line, profitable for you to handle 


¥ 


THE WOOSTER RUBBER COMPANY 


HOUSEWARE 


WOOSTER OHIO 


| 





for the past two years. 
| ence behind him both in the oper- 
| and the supervising of the manu- 


| Mr. Maupin has been with Sea- 
| man Dunning Body Corp. and 


| He has supervised nearly every 


| facture of archery equipment and 


Coldwell-Philadelphia lawnmower 








| to distributors and dealers. | 


BEN PEARSON CO. NEW | 
SALES MGR.—MAUPIN | 


Walter Maupin has recently 
been promoted to sales manager 
for the Ben Pearson Co. after 


‘dent of the 
| Hardware Co., St. 


boro. From 1942 to 1944 he was 
with the U. S. Maritime Commis. 


| sion and immediately before join- 


ing the Berger Manufacturing 
division, he was salesman in the 
Pittsburgh territory for the Great 
Lakes Steel Co. 


L. E. CRANDALL TO 
BE A MANUFACTURERS’ 
REPRESENTATIVE 
L. E. Crandall, former presi- 
former Simmons 
Louis, Mo., 


| wholesalers, and one of his form. 


er WPB associates, A. H. Ricker, 
have announced organization of 


| the Crandall-Ricker Sales Corp, 
1302 Paul Brown Bldg., St. Louis, 
| Mo., manufacturers agents who 


WALTER MAUPIN 


serving as assistant sales manager 
He has over 20 years’ experi- 
ating of wood-working machines 


facturing of materials from wood. 


Wood Auto Body Co. 


Murray 
individual operation in the manu- 


was plant superintendent for two 
years before going into the sales 
department, and has been with 
Pearson seven years. 


COLDWELL MOWERS 
NOW BEING SHIPPED 


Ned C. Herrold, sales manager, 


division of Portable Products 
Corp., Newburgh, N. Y., an- 
nounces production on Coldwell 
lawnmowers has started and that 
sample models are being shipped 
Machine tools and equipment | 
for manufacturing Philadelphia 
lawnmowers has been moved to 
Newburgh from Philadelphia, 
Pa., and production of Philadel- 
phia mowers will begin shortly. 


CAMPBELL IS SALESMAN 

FOR BERGER MFG. DIV., 

REPUBLIC STEEL CORP. 

L. R. Campbell has been ap- 
pointed salesman in the Greens- 
boro, N. C., territory for the 
Berger Mfg. Div., Republic Steel 
Corporation, Canton, O. 

Mr. Gampbell was formerly 
with Milcor Steel Co., from 1933 
to 1942, selling sheet metal build- 
ing products in the Ohio territory 


| Mo., manufacturers. 





and later in and around Greens- 


will cover the central and mid- 
western states. : 

Mr. Crandall began his hard- 
ware career in the retail business 
in Galesburg, IIl., and in 1905 
became an employee of the Sim- 
mons Hardware Co., becoming its 
president in 1932 and negotiating 
its sale to Shapleigh Hardware 
Co., St. Louis, in 1940. With 
termination of the affairs of the 
Simmons company he joined the 
Office of Production Manage- 
ment, Washington, D. C., to 
organize field offices. Located a 
short time in St. Louis, he was 
soon transferred to Washington 
by the War Production Bozrd, 
successor to OPM. For 11 montbs 
he was in Washington, D: C 
headquarters for the field service. 
Later he was made regional di- 
rector of WPB with headquarters 
in St. Louis. 

Mr. Ricker was formerly vice 
president in charge of sales of 
Carleton Clothing Co., St. Louis, 
In 1941 he 
entered government service, be 
coming associated with Mr. 
Crandall for the St. Louis district 
office. While Mr. Ricker was 
identified with the clothing indus- 
try until 1941, he has since been 
closely identified with manufac- 
turers of the mid-west and has 
made many friends among hard- 
ware manufacturers. 


L. E. CRANDALL 


HARDWARE AGE 
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‘succeeded in his former post by 


j. J. CALLAHAN HEADS | the Navy, Lieut. Commdr. Moore 
REMINGTON PROM. DIV. | was most recently resident in- 


| spector of naval material at the 
J. J. Callahan, former manager | Crosley Corp., Cincinnati, Ohio. 
of the sales research and de-| prior to war service, he headed 
velopment section, has been ap-| the department of small electrical 
pointed manager, promotion di- | appliances at Macy’s, New York 
| City, having joined the store 
| after his graduation from Dart- 
| mouth in 1932. 
| EVANS IS SOUTHWEST 
DIST. SALES MGR., 
AMER. CENTRAL MFG. 


Appointment of Lon W. Evans 
as southwestern district sales 
| manager for the American Cen- 
tral Mfg. Corp., was announced 
| ecently by C. Fred Hastings, gen- 
|eral sales manager of the Con- 
| nersville, Ind., manufacturer of 
all-steel kitchen sinks and cabi- 
} nets. 
| Mr. Evans joined American 
|Central’s sales department in 
learly 1945, following two years 
in the subcontracting department 
of Consolidated Vultee Aircraft 
Corp. 
vision, Remington Arms Co., Inc., | re eaties Canam, tenn te Gout 
Bridgeport, Conn., and will be Worth, he attended Texas Chris- 


J. J. CALLAHAN 


. : | tian University. Following grad- 
his former assistant, Frank J -| uation, he spent five years play- 
ee ; ae gene! ing football with the Green Bay 
emington wenty-Five ear | Packers. 
Club, Inc., a Ma — — He will make Fort Worth his 
supervision of the sales researc 
and development section; the 
rife promotion section, with 
Frank J. Kahrs as manager; R.| GEORGE MAYNARD NOW 
H. Simons, manager law enforce- WITH CHAMPION HDW. 
ment officers’ section; R. B. Dill- AS REPRESENTATIVE 
anlage tygtenseay pad The Champion Hardware Co. 
and skeet section. | of Geneva, Ohio, announces that 
| George Maynard has been ap- 
| pointed its sales representative in 
| the Ohio, Indiana and Michigan 


MOORE BECOMES SALES | territories, Mr. Maynard, a brother 
MGR., N. Y. AREA, WITH of Ralph D. Maynard, vice-presi- 

GENERAL MILLS, INC. | dent of the company, served 30 
| months in the armed services be- 
| fore joining Champion. Prior to 
the war he did special sales work 
Terk srea was announced re-| ‘or Nestle Milk Products, Inc., of 
cently by Roscoe E. Imhoff, man- New York City. 
ager, General Mills, Inc., home | 
appliance department. The com- 
pany is located at 400 S. Fourth 
St., Minneapolis, Minn. He takes 
over duties immediately and will | 
open district offices on the 32nd | 
floor of the Empire State Build- | 
ing Jan. 1. 

The New York district is the 
first of 14 districts to be opened 
throughout the country by Gen- 
eral Mills in preparation for na- 
tional distribution of home ap- 
Pliances. Shipments to retail 
dealers from distributors are | 
scheduled to begin next spring | 
in selected districts. This initial 
distribution will include auto- 
matic electric irons and pressure | 
saucepans, 

Now on terminal leave from 


sales headquarters. 


Appointment of James B. 
Moore, Jr., as district sales man- 
ager for the metropolitan New 





GEORGE MAYNARD 
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Are you looking for a line which 
is made to top-quality standards, yet 
sells at relatively low prices . . . a line 

that will turn over more quickly, giving 
you more net profit . . . a line that is 
handsomely finished, precision made 
and well merchandised? Then wait 
for the fine quality line made by 
one of the oldest and largest man- 
ufacturers of knives in America— 
Camillus Cutlery Co., New York 
17, N. Y.—a business founded in 

1876 by Adolph Kastor. 


Available soon through selected 
hardware jobbers. 


CAMILLUS 


aS THE € OGe 








Remington Arms Co. Announces 


New Field Sales Program 


Increases number of districts from 7 to 15—Cole- 
man, Godfrey and Pitts head plan. 


B. E. Strader, vice-president 
and director of sales, Remington 
Arms Co., Inc., has announced 
new post-war sales plans, includ- 
ing division of the country into 
eastern and western sales re- 
gions, with a manager for each. 
The program was designed to 


produce complete and more eff- | 


cient service to wholesalers, deal- 
ers and consumers of sporting 
arms and ammunition. C. B. 
Wells, assistant director of sales, 
will supervise product sales man- 
agers, orders and product ser- 
vice. R. H. Coleman, assistant 
director of sales, will have under 
his supervision all field sales 
activities, in addition to the ad- 
vertising and promotion divisions. 

C. A. Pitts, former Atlanta dis- 
trict manager, is now manager 
of the eastern sales region. Dewey 
Godfrey, former manager of the 
Dallas district has been named 
manager of the western sales re- 
gion. Both will report to Mr. 


Coleman and will have headquar- 


ters in Bridgeport. 


With the increase of sales dis- | 


tricts from seven to 15, several 
new district sales managers have 
been promoted from the “ranks” 
of Remington’s sales force with 
the exception of W. R. Barrett, 
who has been manager of the 
government-owned Remington-op- 
erated Denver Ordnance plant. 
Eastern sales region district 
managers are: C. L. Threeton, 
Atlanta, Ga.; W. R. Barrett, Bos- 
ton, Mass.; D. W. Flannigan, 
Cleveland, Ohio; R. H. Hughes, 
Greensboro, N. C.; R. F. Roth- 


Remington sales officials at post-war planning meeting. 


jrock, Memphis, Tenn.; J. H. Dun- 
bar, Jr.. New York and Virgil 
Richard, Pittsburgh, Pa. West- 
ern sales region district managers 
are: C. C. Mitchell, Chicago, IIL; 
A. B. Leftwich, Dallas, Tex.; C. 
R. Bell, Little Rock, Ark.; H. R. 


Patterson, Minneapolis, Minn.; 





P. B. Patteson, Seattle, Wash.; 
C. V. Bracher, Salt Lake City, 
| Utah; H. J. Strugnell, San Fran- 
| cisco, Calif. and E. C. Palmer, St. 
| Louis Mo. 


ASSOCIATED CUTLERY 
INDUSTRIES FORMED; 
BEMENT IS SECRETARY 


Lewis D. Bement, secretary, | 
reported recently that the Asso- 
ciated Cutlery Industries has been 
organized, with offices at 206 


| lin as 
small appliance line throughout | 
Coughlin, | 





Columbian Bldg., 416 Fifth St., | 
N.W., Washington 1, D. C.} 
Charles W. Silcox, head of the | 
American Pocket Knife Manu- | 
facturers’ Association, is trea- | 
surer, with headquarters at 11 | 
| Buckingham St., Rochester, N. Y. 
This association has been form- 
ed by manufacturers of household 
| and table cutlery, pocket knives 
| and scissors and shears and mani- | 
cure implements to establish | 
“fair trade practices and for gen- 
| eral service to the trade.” It will | 
consist of the American Pocket 
| Knife Manufacturers’ Association, 
the Household and Table Cutlery | 
| Association and the Shears, Scis- | 
sors and Manicure Implement | 
Manufacturers’ Association. 

Mr. Bement until recently was | 
with the WPB, where he was in | 





charge of the production of cut- 
iery and silver-plated flatware. 
Soon after the cutlery limitation 
order was amended, he was made 
administrator of the new order, 
L 140 A, and the silver plated 
flatware order, L 140 B. He also 
for a brief time acted as govern- 
ment presiding officer at meetings 
of the industry advisory commit- 
tees for the trade. 


LANDERS, FRARY & 


CLARK NAMES COUGHLIN | 


NEW ENGLAND REP. 
Landers, Frary & Clark, New 


Britain, Conn., announces the 
appointment of James J. Cough- 
representative of their 


England. Mr. 


who has had experience in sell- 


New 


J. J. COUGHLIN 

ing heating appliances, came 
with the company during the war 
and was transferred to his pres- 
ent position recently. 








SCHENBERG TAKES NEW 
POST AS MERCHANDISE 
DIR., CASCO PRODUCTS 


Jack Schenberg has been ap. 
pointed to the new post of direc. 
tor of merchandising, Casco Prod. 
ucts Corp., Bridgeport, Conn., it 


J. SCHENBERG 


was announced recently by Jo 


| seph H. Cone, president. 


Mr. Schenberg is secretary and 


| serves on the board of directors. 
| Prior to his new appointment, he 


was assistant to the general man- 
ager of the corporation during 
the war. Mr. Schenberg’s back 
ground includes over 16 years’ ex- 
perience in general management, 
administrative, sales, and mer 
chandising posts with manufac 
turers of electrical and automo 
tive products. 

Bert G. Cochrane, vice-presi- 
dent and sales manager, will 
serve as special adviser on sales 
operations and will be responsi- 
ble for national accounts. 








Left to right—Dewey Godfrey, C. A. Pitts, H. J. Strugnell, David W. 


Flannigan, Clyde R. Bell, Clyde B. Wells, general assistant director of sales; Clyde Mitchell, B. E. Strader, vice president and 
director of sales; R. F. Rothrock, R. H. Coleman, assistant director of sales; H. R. Patterson, Randall Hughes, C. V. Bracher, 
Clayton Threeton, W. R. “Bill” Barrett, A. B. Leftwich, Virgil Richard and P. B. Patteson. 
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FLORENCE Sead Ylccphlot’ POLICY 


TO BE STRONGER THAN EVER IN ’46 


@ For 73 years the Florence Stove Com- 
pany has looked upon its dealers as 
something more than just dealers. They 
are friends of ours. Close neighbors. Team 
mates. A lot of things apart from just the 
mechanics of buying and selling. 

This habit of thinking is a natural 
result of the direct selling policy we 
started seven decades ago . . . a “good 
neighbor” attitude that has grown along 
with us. 

As 1946 draws near, it’s our aim to 
make that policy even more effective. 


FLORENCE STOVE COMPANY... General Of- 
fices and Plant: Gardner, Mass. Western Offices and 
Plant: Kankakee, Ill. Southern Plant: Lewisburg, 
Tenn. Sales Offices: One Park Avenue, New York; 
1459 Merchandise Mart, \Chicago; 53 Alabama 
St., S. W., Atlanta; 301 No. Market St., Dallas. 


DECEMBER 6, 1945 


Although production hasn’t been as great 
as we—or you—would like, we can tell 
you this much. We are full-bent on the 
job of getting as much merchandise as 
possible to you—as quickly as possible. 
Furthermore, there will be a wide variety 
of ranges and heaters designed to ‘in- 
crease your profit opportunities beyond 
anything that Florence has ever before 
offered. 

Stop in for a friendly chat during the 
furniture and appliance markets in Jan- 
uary. You'll be welcome. 


FLORENCE 


Kange anid Kealeu 














CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAIN 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 














































































AUTOMOTIVE ... AGRICULTURAL... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
It could be possible that by, the time this advertisement appears we may 
again be in position to start filling dealers’ orders completely and promptly, 
as we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM...as always. 


COLUMBUS-McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 
Sales Offices: New York, Chicago, Cleveland, San Francisco 
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MAHAN IS NEW V.P., 
CROSLEY CORP. & GEN’L 
SALES MGR., MFG. DIV. 


R. C. Cosgrove, vice-president 
and general manager maufactur- 
ing division, The Crosley Corp.., 
Cincinnati, Ohio, recently an- 


SYDNEY D. MAHAN 


| nounced the selection of S. D. 


Mahan as vice-president of The 
Crosley Corp. and general sales 


manager of the manufacturing di- 
vision. 

Under Mr. Mahan’s direction 
will come all commercial activi- 
ties, including export and domes- 
tic sales, advertising and service. 

Mr. Mahan went to Crosley in 
1943 after spending two and one 

| half years with the U. S. Trea- 
sury Department as director of 
advertising and promotion for the 
war bond program and as asso- 
| ciate national field director in 
charge of all war bond and stamp 
sales through retailers and the 





newspaper boys of the nation. 


He has continued his association 
with the war finance division of 
the Treasury Department in the 
capacity of consultant. 

He has spent over eight years 
in the electrical appliance field, 
first as merchandise advertising 
and promotion manager and, 
later, as general advertising man- 
ager of the Westinghouse Elec- 
tric Co. 

Previous to that, he was for 12 
years in agency work as vice- 
president of Fuller and Smith 
and Ross, and as account execu- 
tive with the H. K. McCann 
Co. 


SALTER MFG. CO. BUYS 
GLAUBER BRASS CO. 


H. B. Salter, president, H. B. 
Salter Mfg. Co., Marysville, Ohio, 
announced recently that negotia- 
tions have been completed for 
the acquisition of The Glauber 
Brass Mfg. Co., Kinsman, Ohio. 





The controlling interest was pur- 


chased from Fred Prior, former 
president of the Glauber organi- 
zation. 

Facilities of the Glauber plant 
cover 45,000 sq. ft. This, consoli- 
dated with the 105,000 sq. ft. of 
the H. B. Salter Mfg. Co., will 
enable their combined resources 
to offer a complete line of brass 
plumbing goods. 

The main Salter plant at 
Marysville will concentrate its 
production on quality bathroom, 
lavatory, kitchen and laundry fix- 
tures, bibbs, faucets, industrial 
showers, stops, sill cocks and 
other rough brass valves. 























100 DAILY FOR 1ST. QTR. 
’46 IS GOAL FOR 
HOTPOINT DISHWASHERS 


Automatic electric dishwashers 
will come off the production lines 
at a rate exceeding 100 daily dur. 
ing the first quarter of 1946 at 
Edison General Electric (Hot- 
point) Appliance Co., Chicago, 
Ill., John Fellmann, manager, 
kitchen sales division, said re 
cently. 

The new machine in production 
at Hotpoint is said to perform 
eight operations, starting with « 
spray, then rinsing and washing 
at one touch of a button without 
the use of soap. A heating ele- 
ment comes on automatically to 
dry the dishes after washing, and 
then the machine turns itself off, 
Mr. Fellmann explained. 






































TRADER, TOY BUYER, 
SUPPLEE-BIDDLE; 
CUNIUS RESIGNS 


Floyd F. Trader, associated 
with Supplee-Biddle Co., Phils 
delphia, Pa., for over 25 years, 
has recently been appointed 
buyer of their toy lines. 

Mr. Trader formerly bought 
toys for a period of three year 
for Supplee-Biddle. 

Mr. C. J. Cunius, formerly d 
“Tru-Test” and Supplee-Biddle 
has resigned. 

















FLOYD F. TRADER 


HARDWARE A6é 
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ASH TAKES OVER AS 
APPLIANCE DIV. DIR., |sachusetts Institute of Tech- 
AD MGR., JACOBS CO. | nology, he has had _ extensive 
Sex C. Jacobs, president, F. I |sales and advertising experience. 
Jacobs Co., 1043 Spruce St., 
Detroit, Mich., automotive parts | 


JACOBSEN MFG. BUYS 
WORTHINGTON MOWER 


O. T. Jacobsen, president, | 
Jacobsen Mfg. Co., Racine, Wis., | 
reported recently that his com- | 


| pany had bought the Worthington 


Mower Co., Stroudsburg, Pa. The | 


acquired property, established in 
11914, makes a_ tractor-drawn 
| gang-type mower. They will con- 
tinue to be made in Stroudsburg 
|and current manufacturing and 
| distributing operations will con- 
| tinue at all three plants, said Mr. 
Jacobsen, who added that E. R. 


Sawtelle, vice-president and sales | 
manager of Worthington, will stay 


| on in his present capacity. 


3 SERVICEMEN FORM 
WILLIAM FOX AGENCY 


EDWARD 0. ASH Three ex-servicemen, who sign 


themselves “two sailors and a | 


darn good Marine,” announce 
and household appliance manu-| the organization of William Fox 
facturers, recently announced the | manufacturers’ sales agency, 
appointment of Edward A. Ash|Great Falls, Mont., which will 


as director of its major appliance | cover Montana, North and South | 


division and advertising manager. | Dakota and Wyoming. 


Robert H. Roden continues as| The agency, according to Wil- 


sales manager of the Launderall | liam Fox, who saw service the | 
| 


machines. | past four years in Tarawa, Guam, 

Mr. Ash will be in charge of | Saipan, Iwo Jima and Tokyo, will 
the company’s non-automotive | specialize in electrical and hard- 
line, which includes the auto-| ware items, foodstuffs and drug 
matic Launderall home laundry, | lines, with supplementary lines in 
Coca Cola bottle vending ma-| radios, clothing, jewelry and 


chines for Coca Cola bottlers, | heavy equipment—on a commis- | 


electric steam irons and other | sion or brokerage basis. 


appliances not yet in production. | Members of this agency give | 
A native of Chicago, he joined | this reference: George Huston, | 


the F. L. Jacobs organization in | cashier, Montana Bank & Trust 
1940 in sales and war contract Co., Great Falls, Mont. 








DISSTON WINS AWARD: At a dinner held recently in Phil- 
adelphia, Pa., a golden anniversary certificate of membership 
_in recognition of its outstanding contribution to American 
industrial. progress evidenced by its long and active leader- 


ship as a founding company” was presented Henry Disston | 


& Sons, Inc., Tacony, Pa., by the National Association of 
Manufacturers. The certificate also honored the company as 
a charter member of NAM. Ira Mosher, president of the asso- 


ciation and president, Russell Harrington Cutlery Co., South- | 


bridge, Mass , presents certificate to S. Horace Disston, presi- 
dent, Henry Disston & Sons, Inc. 


DECEMBER 6, 1945 


| negotiation. A graduate of Mas- | 





MILLIONS OF HOMES 


ARE WAITING TO BE EQUIPPED WITH 


Gav-U-time 


REMOTE CONTROL SYSTEM FOR HEATING WATER AUTOMATICALLY! 


. are 


Sav-U-time, the original 
remote control system 
for side-arm or manual- 
ly operated gas water 
heaters is back again in 
full production. 


THE PRODUCT —sav-U-time 

has been giving safe, dependable, 

economical service in thousands of 

homes for nearly a quarter of a cen- 

tury. Quickly, easily adapted to all types of manually-operated gas 
water heating units. Requires no new plumbing. Uses simple bell 
wiring. Provides every advantage of more expensive automatic water 
heaters. Saves up to 50% on gas bills. Virtually never requires servic- 
ing beyond original installation. 


THE PRICE—sav-U-time lists at $39.50 complete with Thermo- 
stat and three push-button chrome wall panels. for installation in 
Bathroom, Kitchen and Laundry. Installation cost optional depend- 
ing upon number of stations. 


THE MARKET —every homie, new or old, is a prospect for 


money-saving Sav-U-time. Thousands of home owners in your terri- 
tory are waiting to be TOLD and SOLD! NOW IS THE TIME TO 
CASH IN ON THIS READY MARKET. THE COUPON BELOW 
WILL BRING YOU COMPLETE DETAILS. MAIL IT TODAY! 


Your sales efforts will be supported by advertising in maga- 
zines with national coverage. Literature, display cards, news- 
paper advertising mats available for your use. 


Sav-U-time Sales Co. 
84 Mankattan St. 
Rochester 2, N. Y. 








Sav-U-time Sales Co. 

84 Manhattan St., Rochester 2, N. Y. 
We are interested in a Sav-U-time Dealership. 
Please send complete details. 











Name 
Address 
City 

















TAX CO-OPS, OTHER EXEMPT UNITS 
AND TAXES CAN BE FURTHUR CUT 


BY 5%, SAYS TAX EQUALITY ASSN. 


MEANS $300,000,000 MORE FOR U. S. TREASURY 


Association's study of Treasury Dept. figures shows 
additional tax reduction possible for all business by 
taxing business earnings of co-ops, labor unions, Gov- 


Federal income tax reduction 
can be increased another five per 
cent in 1946 by the imposition of 
tax on the business earnings of 
cooperatives, labor unions, Gov- 
ernment corporations and other 
exempt organizations, it has been 
estimated by the Research De- 
partment of the National Tax 
Equality Association, 231 S. La 
Salle St., Chicago 4, Ill. This 
estimate was made by the asso- 
ciation after a study of figures re- 
leased recently by the U. S. 
Treasury Department, Washing- 
ton, D. C. 

The Treasury report, based on 
returns required for the first time 
from tax-exempt organizations 
under the 1943 Revenue Bill, is 
admittedly incomplete. Only 12,- 
812 cooperatives out of a national 
total of 32,523 filed returns, says 
the association. Total volume of 
business reported was $2,276,189,- 
000 against a total of $6,147,713,- 
000 shown in statistics of the 
Farm Credit Association and the 
Bureau of Labor Statistics. 

“Even that six billion is far 
below the total of actual co-op 
volume, figured by ordinary busi- 
ness methods,” said Homer E. 
Marsh, Research Director of 
NTEA. “It disregards most of 
the tremendous business done at 
the wholesale and manufacturing 
levels of cooperation. Estimated 

. to bring the actual total of 
co-op volume to $10 billion.” 

The incomplete Treasury analy- 
sis discloses $4,033,000,000 of un- 
taxed income from business ac- 
tivities in direct competition with 
taxpaying private enterprise. This 
analysis includes no business in- 
come from the 50 per cent of co- 
operative corporations that have 
not registered for complete ex- 
emption; from Government corpo- 
rations, and from organizations 
that failed to comply with the 
law by fiiling reports. 

“At least one billion dollars of 
taxable revenue is thus available 
for Federal income taxation,” 


said Mr. Marsh. “At the average 
rate of 30 per cent for corpora- 
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ernment corporations and other exempt organizations. 


| tions under the tax bill that has | fering from the competition of 


just been passed by Congress, an 
additional $300,000,000 of reve- 
nue can thus be added to the 
Nation’s revenues—and the rates 
established for 1946 can be sub- 
stantially reduced. 

“Taxpaying businessmen, suf- 


the tax-free co-ops, Government 
corporations and others, are ask- 
ing Congress to take advantage 
of this opportunity to reduce the 
tax burden again. A definite de- 
mand for action will shortly be 
presented to Congress.” 








HIGGINS, GEN’L SALES 
MGR., STARLINE; MINOT, 
STEVENS CHANGE JOBS 


H. B. Megran, secretary, Star- 
line, Inc., Harvard, IIl.,. manu- 
facturers of barn equipment and 
Cannon Ball door hardware, has 
announced the appointment of 
Wilbur Higgins, Jr., as general 
sales manager. Mr. Higgins has 
been in charge of distributor 
sales for the past several years. 

W. F. Stevens, for 20 years 
salesman, jobbing representative, 
branch manager and district sales 
manager, will be the assistant 
sales manager. 

C. A. Minot, who came to Star- 
line in 1913, has been general 
sales manager for the past eight 





WILBUR HIGGINS, JR. 


years. Now relieved of general 
sales responsibility, he will de- 
vote his attention to an expand- 
ing program of advertising and 
sales promotion. 





McFATE APPOINTED 
SALES REP. IN MICH., 
SAWHILL MFG. CO. 


W. D. Reed, vice-president, an- 
nounces the appointment of J. E. 
McFate as sales representative in 
Michigan for The Sawhill Mfg. 
Co., Sharon, Pa. Mr. McFate will 
devote his full time to Sawhill 
pre-fabricated pipe and other 
Sawhill tubular products. 

Mr. McFate recently was asso- 
ciated with Republic Supply Co., 
Houston, Texas. For many years 
he represented Republic Steel 
Corp. as a member of the Detroit, 
Mich., district sales office. 





LOS ANGELES KETTLE 
CLUB GOLF AWARD 
WON BY NORTON 


The Los Angeles Pot & Kettle 
Club recently staged its first golf 
tournament since the beginning 
of the war. Some 50 members 
and guests participated in the 
tournament and buffet supper. 
Prize for low net and the Presi- 
dent’s Gold Cup, donated by the 
club’s president, Marshall E. 
Niedecker, were won by Harold 
Norton. Award for the low gross 
was won by Arthur Larson. Many 
other golf awards donated by the 
members were won for runner-up 
and for special events on various 
holes. Committee in charge was 
Louis McAllister, Harold Norton 
and Ronald Barlow. 























CHESTER GIFFORD IS 
EASTERN DISTRICT 
MANAGER FOR SCHICK 


The appointment of Chester 6. 
Gifford as Eastern district mana 
ger for Schick Inc., manufac. 
turers of the Schick electric 
shaver, Stamford, Conn., has been 
announced by Paul H. Hill, gen- 
eral sales manager. 

Mr. Gifford has just returned 
from Germany after two years in 
the Army. Before the war, Mr. 
Gifford was midwestern district 
manager for Schick, with head. 
quarters in Chicago, Ill. His 
present headquarters will be in 
Schick’s New York office at 17 
E. 42nd St. 

Schick’s plant in Stamford, 
Conn., is now in full © pro 
duction of the Schick shaver in 
both the Colonel and Super 
models. Shipments have already 
been made to distributors and re 
tail outlets have them on hand 


in limited quantities. 





8 TAPPAN STOVE 
SALESMEN RETURN 
TO TERRITORIES 


The ‘Tappan Stove Co., Mant 
field, Ohio, through K. B. Miller, 
general sales manager, announces 
that eight additional salesmes 
have returned to their territories 

The men and their respective 
territories are: C. W. Bonar, Chi 
cago, Ill. (a veteran); K. EB 
Weller, southwestern Pennsyl- 
vania and northeastern West Vit 
ginia (also a veteran); J. P. 
Cole, Iowa; E. C. Donnan, Ii 
nois; L. D. Crandall, Kansas; 
G. M. Yeingst, . northwestem 
Pennsylvania. These last fou 
salesmen are returning to theif 
pre-war assignments. 

And these two representatives 
have been transferred: James 
Swallen, formerly in southem 
Indiana, who will work will 
W. H. Tappan, vice-president, i 
the southern California area; and 
R. A. Sams, northeastern Ohie 
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In the early days of the war, Nylon tow 
* rope was shortlived because it kinked and 
whipped. The success of great invasions by the 
Airborne infantry depended upon stabilizing the 
tow rope. 


Columbian Laboratories attacked the problem 
. Stabilized the rope . . . made it trail straight 
behind the plane. Our patent No. 2,343,892. 


THEN WE GAVE IT VOICE! Plane to glider communication was essential. 
The old method was to loop the telephone cable along the tow rope. After Co- 
lumbian Laboratories studied that one, we produced a tow rope with built-in 


communication wires (Patent Pending), with jacks at the ends to plug in the 
service .. . jacks that released smoothly when the glider cut loose! 


The war is ended, but Columbian Research 
goes on. To the problems of Peace we bring the 
skills of war .. . that we may continue to pro- 
duce only the finest cordage, for each of the 
jobs it must perform, in the days that lie ahead. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee Street eo 
AUBURN, “The Cordage City”, NEW YORK \ ae 

















NATIONALLY 
ADVERTISED 


FAST MOVING 
PROFITABLE ITEMS 










A-M-R 
LIGHTER FLUID 


Nationally advertised in leading mag- 

azines and newspapers to create con- 
sumer demand. Attractively colored 
tin containers. Priced right, and ex- 
cellent margin of profit. 4-ounce 
cans packed 36 to the carton. 


“Lights Quick as a FLASH" 


A-M-R 
HANDY OIL 


Oils everything: washing ma- 
chines, sewing machines, vac- 
uum cleaners, baby carriages, re- 
frigerators, roller skates, reels, 
guns, bicycles. Ideal as a rust pre- 
ventive. Attractive 4-ounce tin can. 
Packed 36 to the carton. 





A-M-R INSECTICIDE 


contains 5% DDT 
+ OTHER DEADLY KILLERS 


A-M-R is a Grade AA Insecticide, 

containing in addition to 5% DDT 

other insect destroying ingredients 

equivalent to 7% Pyrethrum that 
guarantee 100% Kill and 100% 
Knockdown. Meets requirements 
for sale in every state. Popularly 
priced. Nationally advertised. 
Available in lithographed tin,— 
in pints, quarts and gallons. 













KEM 


Liquid Plant Food 


Contains all eleven essential ele- 
ments so necessary to indoor and 
outdoor plant life. Retails at $.10, 
$.25, $.50 and $1.00. 


Order Through Your Jobber or Direct 


Write for 
descriptive literature. 


FANE 
A-M-R CHEMICAL CO. 


985 EAST 35TH STREET, BROOKLYN 10; NEW YORK 
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COLEMAN CO., INC., HOLDS SALES CONFERENCE: D 
sional managers and officers of the Coleman Co, Inc., Wichi 
Kan., met recently in that city to complete plans that 
more than double the company’s production of gasoline pre 
sure appliances and major home heating equipment. Co 
man has recently announced that it will introduce a new lin 
of oil burning automatic water heaters, a civilian model ; 
the famed Coleman G.I. “Pocket Stove’’ and that it is no 
in large scale production of many appliances familiar to hard 
ware dealers before the war. Attending the meeting wer 
(left to right): L. F. Mann, manager, Chicago office; 
Burrows, Philadelphia, Pa., manager eastern division; R. } 
Sterling, Wichita, manager central division; Sheldon Colem 
executive vice-president and general manager; Ralph W. Cy 
ney, vice-president and sales manager; W. C. Coleman, pre 
dent and chairman of the board; W. J. Weldon, Toront 
Canada, general manager Coleman Lamp & Stove Co., Lid 
and F. R. Stephens, Los Angeles, manager western divisio 











ELECTRO BUYS PART 
OF G.E. FLUORESCENT 
DEPARTMENT BUSINESS 


Sale of G. E. Lamp Depart- 
ment’s business in RF (rectified 
fluorescent) and Cooper Hewitt 
fixtures to the Electro Mfg. Co., | 
2000 W. Fulton St., Chicago, Iil., | 
was announced Nov. 14 by G. E. 
Lamp Department’s Nela Park 
headquarters, Cleveland, Ohio. 
Disposal of this fixture business 
on the part of General Electric is 
in keeping with the lamp de- 
partment’s policy not to engage 
in the manufacture of lighting 
equipment. The lamp department 
of G. E. will continue to manufac- 
ture “R.F” and Cooper Hewitt 
lamps. 

Electro Mfg. Co. has been in 
the lighting fixture business for 
the past 15 years. Its distribu- 
tion is nationwide in the indus- 
trial and commercial fields. G. R. 
Clover, formerly Cooper Hewitt 
specialist and more recently sales 
representative for G.E. Michigan 
sales district, resigned Dec. 1 to 
join Electro Mfg. Co. in an ex- | 
ecutive capacity to supervise and | 
to assist in sales operations of | 
the newly acquired business. 


The company also annou 
the appointment of Joseph Rw 
as general purchasing agent 
Detrola Radio division. 
Ruder was on the _purchas 
staff of the Crosley Corp. 
cinnati, Ohio. 


CRAIGHEAD IS RETAIL 
MERCHANDISING MGR. 
BENDIX APPLIANCES 


The addition of Norwood 
Craighead to the sales execui 
group of Bendix Home A 
ances Corp., South Bend, Ind, 
announced by W. F. Linvi 
| sales manager. With the tithe 
| retail merchandising manager, 
| will direct both the sales t 
| ing and merchandising prog 

Mr. Craighead has had 
years’ background in_ speci 
sales training, sales promoti 
| sales direction and merchat 


- 
ing. 












BODEM IS V.-P., 
INTERNAT’L DETROLA 


George A. Bodem recently was 
elected a vice-president of In- 
| ternational Detrola Corp., 1501 | 
Beard Ave., Detroit, Mich., and | 
| has been placed in charge of sales | 
of Detrola Radio division, re- 
ports C. R. Feldmann, president. 

| Mr. Bodem was with the Tung- 
| Sol Lamp Works, Inc., Newark, | 
| N. J., as general sales manager.| NORWOOD D. CRAIGHEM 
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KRUMM, BOWELL NOW | 
WITH APPLIANCE SALES | 
DEPT., FRIGIDAIRE | 


R. E. Krumm, formerly a mem- | 
ber of the war contracts depart- | 
ment, Frigidaire division, Gen- 
eral Motors Corp., Dayton, Ohio, | 


| company 


of the National Retail Furniture | 
Association. 

Mr. Kelley also announced the | 
appointment of D. C. Bowell to} 
the appliance sales department | 


and stated that he will devote | 


| himself to Frigidaire’s replace- | 


ment sales program. 

Mr. Bowell has been with the | 
12 years, joining the | 
Dayton firm after his graduation 


| from Otterbein College in 1933. 


From 1933 to date he has served 


|as an inspector in the manufac- 


| turing 


plant, process specifica- 


| tion engineer, assistant foreman, 


| tail Hardware 


D. C. BOWELL 


has returned to the appliance 
sales department and will special- 
ize in the development of mer- 
chandising type of dealer outlets, 
H. M. Kelley, appliance sales 
manager, announced recently. 

Mr. Krumm also served in the 
furniture section of the con- 
sumers’ durable goods branch, 
OPA, from 1941 to 1943. His 
first contact with Frigidaire 
dates back to 1939 when he 
joined the division as furniture 
store sales representative in the 
dealer development department. 
Prior to coming to Frigidaire in 
1939, Mr. Krumm spent 11 years 
as business manager and secre- 
tary of the comptroller’s division 





foreman and general foreman in | 
the Frigidaire factories in Day- | 


ton. 


LEO LEWIS JOINS 
SO. CALIF. ASSN. 
AS ASST. SECRETARY 


The Southern California Re- | 
Association’s sec- | 
retary, A. C.. Kammeir, Los 
geles, Calif., has announced ap- 
pointment of Leo Lewis as as- 
sistant secretary. Mr. Lewis, who 
joined the association’s offices as 
of Nov. 1, had served for two 
years at the Pacific Naval Air 
Base, Port Hueneme, for two 
years where he was in charge of 
operation of base stores. Prior 
to his Armed Forces service, his 
experience included six years 
with Gilbert Hardware Co., Ore- 
gon, Ill., two years in the dealer 
service department of Hibbard, | 
Spencer, Bartlett & Co., Chicago, | 
Ill., wholesalers, a year as north- 
ern Illinois representative for | 
Perfection Stove Co., Cleveland, 
Ohio, and two years with Stew- 
art-Warner Corp., Chicago, as 
reimbursement auditor with su- 
pervision of expendable inven- | 
tory control. 











PACIFIC NORTHWEST Hardware and Implement Associa- 
tion in convention, Nov. 19-20, at Spokane, Wash., elected 
the officers and directors in the photo shown above. 
tow, left to right: David Lasher, director, Vancouver, Wash.; 
Frank Dunlap, LaConner, Wash.; Herb Price, vice-president, 


Okanogan, Wash., and John 


ash. Front row, left to right: George Merriman, Spokane, 


new president; W. H. Kabrick, 


tice, Waterville, Wash., retiring president, and James B. 
Channing, Spokane, managing secretary. 
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Back 


Malone, director, Pomeroy, 


director, Yakima, Wash.; Rex 

















MADE TO ANY FORMULA, 
TO COMPLY WITH YOUR 
PRICE REQUIREMENTS 


#f you have your own brand, or if 
you wish to establish your brand 
and gain extra profits and an im- 
portant new asset, look to Lasting 
for finest quality paints and allied 
products. Our customers include 
foremost jobbers, exporters, chain 
stores and large retailers. Mammoth 
production assures smooth and 
speedy cooperation. Our adver- 
tising staff will design your labels, 
if you wish. 


QUICK, SMOOTH SERVICE 





LASTING PRODUCTS CO. 


MANUFACTURERS OF QUALITY PAINTS, VARNISHES, 
WATERPROOFINGS AND PLASTIC MATERIALS 


200-212 S$. FRANKLINTOWN ROAD, BALTIMORE 23, MD. 











Landers, Frary & Clark Conference 


Hears That Widespread Distribation 
Will Be Available Early in 1946 


At the recent five-day sales con-| viewed by William J. 
Frary &/| director of promotion and pub- 


ference of Landers, 


Clark, New Britain, Conn., the 
of electrical 
the | and “Systemeering,” the plan for 


availability 
promotion 


future 
appliances, 


of 


| 


Cashman, 


licity, who reviewed “Moderneer- 
ing,” the store planning system, 


company’s dealer help program, | helping dealers create and con- 
of the past year, and plans for | serve profits through better oper- 
the future were discussed by offi- | ating procedures and controls. He 
cers and sales executives. Wide-| promised other new and impor- 
spread distribution of Universal | tant programs to help dealers im- 
appliances was promised for early prove business in the coming year. 


in 1946. 

Brett C. Neece, vice-president 
and general sales manager, an- 
nounced that Universal major ap- 
pliances including electric ranges 
and water heaters, vacuum clean- 


| 


| charge 
the 


| 


ers, washing machines and ironers | 


would be delivered to distributors 


| and 


and dealers in moderate amounts | 


in November, but 


ated production would 


that acceler- | 
insure | 


widespread distribution by early | 


1946. 
A. E. Allen, chairman of the 


W. J. Russell, vice-president in 
of engineering, showed 
new Universal 
cooker, now in production. 
Much of the week was devoted 
to a presentation of new goods 
in the small appliance, hardware 
cutlery lines by Mr. Rus- 
sell, assisted by H. E. Metz, chief 
engineer, followed by a discus- 
small wares alloca- 
and merchandising 


pressure 


sion of the 


tion system 


| policies by Mr. Neece and E. J. 


board of directors. reviewed brief- | 


ly the engineering and manufac- 
turing developments of recent 
months which, he said, will pro- 
vide outstanding products. He 
emphasized the importance of 
effective sales and 
development to open up broad 
markets and prophesies a healthy 
increase over pre-war volume 
through aggressive selling tactics 
and improved distributing meth- 
ods. R. L. White, president, re- 


viewed adjustments in distribu- | 
tion and sales technique necessary | 


for successful accomplishments of 
the future. 

Universal’s “Help the Dealer” 
program of the past year was re- 


Charles Ballinger, 


Van Buskirk, vice-president. The 


four-day meeting was concluded 


| by a similar presentation of the 


commercial | 


major appliance line followed by 
discussion on Universal electric 
range and water heater sales pro- 
grams by H. M. Parsons, vice- 


president, home cleaning division | 
by Lee Moss, sales manager, and 


the home laundry division by E. 
L. Farquharson, sales manager. 


MOCK IS SALES MGR. 
PROTECTOSEAL CO. 


John W. Mock, lecturer and 
writer on salesmanship and sales 
psychology, has been appointed 
sales manager of The Protecto- 








Universal salesman shows representatives of the 


Electric Appliance Distributors of Williamsport and D & H Distributing 
Co. of Wilkes-Barre, Pa., how to start and stop a Universal washer, 
while E. L. “Hoop” Farquharson, sales manager of the Home Laundry 
Division looks on. 
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| seal Co., Chicago 8, Ill., accord- 


ing to Robert J. Christopher, 
director of sales. 

Mr. Mock will have charge of 
distribution of the complete Pro- 
tectoseal line of safety devices for 
the handling and storing of 
hazardous liquids. 

For seven years after graduat- 
ing from Wooster College in 1927, 
he was with the DeVilbiss Co., 
Toledo, and then, after complet- 
ing a summer course at the Har- 
vard School of Business in 1930, 
he went into sales work. In 1934 
he moved to the Federal Electric 


| Co.., Chicago, as a specialty sales- 





JOHN W. MOCK 

man. From 1939 until recently, 
he was sales manager at the Tur- 
|ner Brass Works, Sycamore, IIL. 


| CUBAN CONCERN SEEKS 
AMERICAN HARDWARE 
AND RELATED LINES 


Carlos M. Ayala Garcia, com- 
mission merchant and manufac- 
turers’ agent in Cuba, is seeking 
to handle a variety of American 
hardware, housewares and related 
lines in that country. The con- 
cern’s office addresses are: York- 
shire Building 16, 17 and 18, 
P. O. Box 15, Santiago de Cuba 
and Casteleiro Building 313-314, 
P. O. Box 577, Havana, Cuba. 
The company seeks connections 
with American makers of iron 
and stee] goods, heavy hardware, 
glassware, enameled ware, gal- 
vanized ware, silverware and wire 
products, and would act as exclu- 
sive sales representatives through- 
out Cuba. Orders would be taken 
for the manufacturers’ account, 
merchandise to be shipped direct 
to the buyers and on a commis- 
sion basis. 

For references the firm sug- 
gests: The First National Bank of 
Boston; The National City Bank 
of New York; The Royal Bank of 
Canada and Santiago de Cuba 
Chamber of Commerce. 








| Noma Electric Corp, 55 


| dent. 





CAPT. G. A. WOODARD 


WOODARD JOINS 
NOMA ELECTRIC AS 
ASST. TO V.P. 
Captain George Albert Wood 
ard, recently with the U. §, 
Merchant Marine, has _ joined 
W. 13, 
New York City, as assistant to 
the executive vice-president, ac- 
cording to an announcement 
made by Henri Sadacca, presi- 


Before joining the Merchant 


| Marine in 1943, Captain Wood 


ard was manager of the marine 
department, Graybar Electric Co, 


| a post he assumed in 1942 when 


the department was organized. 


CENTRAL STATES CLUB 
PARTY AND ELECTION 


Ben Leve, The Carborundum 
Co., secretary, Central States 
Hardware Club, Inc., 1840 La 
Salle Hotel, Chicago, Ill., has at 
nounced that the eighth annual 
meeting and dinner party of the 
club will be held in the Illinois 
Room, La Salle Hotel, Jan. % 
Officers and three directors will 
be elected, following which there 
will be an entertainment pre 
gram. This get-together will be 
held during the annual House 
wares Manufacturers Association 
exhibit at the Palmer House. 


LOS ANGELES POT & 
KETTLE HOLDS DINNER 


The Los Angeles Pot & Kettle 
Club, Los Angeles, Calif. 1% 
cently held its fall dinnet-danee 
at the Brentwood Country Club, 
that city. Gene Flynn, Cory Glast 
Coffee Brewer Co., 221 N. LaSalle 
St., Chicago, Ill., was the chait 
man. Entertainment consisted of 
a kitchen band comprised of nine 
grandmothers who used kitches 
implements for instruments, 4 
parody on “If Men Played Bridge 
as Women Do,” and dancing. 
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: — 
WORTH SAVING 


PRESERVING 


foundation walls 


A Sonneborn Product for Every Job 


Distributors handling the Sonneborn line of ‘Building 
Savers” have a wide opportunity for profitable sales on both 
new building work and building maintenance. Every type 
of building in your territory represents a ready-made mar- 
ket. Check the ‘“‘Business-Finder Chart” to see how the 
Sonneborn line equips you to meet all these requirements, 
If you are interested in the Sonneborn “Building Savers 
franchise, write Dept. H12. 
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BUILDING PRODUCTS DIVISION 


L. SONNEBORN SONS, INC. 


88 Lexington Avenue, New York 16, N. Y. 
DECEMBER 6, 1945 


are profitable items for Hardware Dealers. 
These Astragals are made of extruded 
bronze, aluminum or nickel, and compen- 
sate for expansion and contraction of doors. 
Available in several styles for any type of 
door, they are simple, practical and rugged; 
easily installed and adjusted; prevent 
draughts and air currents, and help to keep 
out dirt and dust. Builders have been using 
Michaels Astragals for many years. Inves- 
tigate NOW. Send for comprehensive 
literature and information on dealer plan. 





Left: Type A Surface 
Astragal may be ap- 
plied to wood or hol- 
low-metal doors, or as 
a stop bead, or at bot- 
tom of door. 














Right: Type A-1 
Astragal for sur- 
face application 
on bullnose hol- 
low-metal or 
wood double 
door. 








OTHER 
MICHAELS 
PRODUCTS 








fixtures for Banks and Offices 
Welded Bronze Doors 

Elevator Doors 

Elevator Enclosures 

Check Desks (standing and wall) 
Lamp Standards 

Marquise 

Tablets and Signs 

Name Plates 

Railings (cast and wrought) 
Building Directories 

Bulletin Boards 

Stamped and Cast Radiator Grilles 





Grilles and Wickets 

Kick and Push Plates 

Push Bars 

Wrought Iron and Bronze Lighting 
Fixtures 

Wire Work 

Cast Thresholds 

Extruded Thresholds 

Extruded Casements and Store 
Front Sash 

Bronze and Iron Store Fronts 

Bronze Double Hung Windows 

Bronze Casement Windows 


| THE MICHAELS ART BRONZE CO.,Inc., Covington, Ky. 


Manufacturers since 1870 of many products in Bronze, 


Aluminum and other metals 


Keep on Buying War Bonds 
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T\ITUNN TINT EN 


st Wy ortunity 


FOR DEALERS 
WITH FARM TRADE 


K- pound of butter that is made in the rural 
area around your store is a golden opportunity 
for you to cash in on the new demand for ELECTRIC 
CHURNS. Tennessee Valley’s TOP-LINE ELECTRIC 
CHURN, with the rust-proof agitator and shaft and 
the easy-to-clean glass jar that allows easy visibility 
during butter making—will make the farmer’s life 
much easier and the farmer's wife much happier by 
making their butter production easier. Cash in on 
this GOLDEN OPPORTUNITY today! Write for cata- 
log sheets on Tennessee Valley's #740G Electric 
Churn. This TOP-LINE seller is available now! 





ToP @ LINE 


APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


Gambill Building, Nashville, Tennessee 








Manpower, Chief Temporary } 
Barrier to Construction 


Industry Recovery —Dodg 


Estimates annual average construction volume @ 
$7,349,000,000 during next 10 years in 37 
east of Rocky Mountains, as compared with | 


peacetime peak of $6,628,000,000. 


An examination of transition 
problems of the construction in- 
dustry points to manpower as 
the most threatening immediate 
but temporary barrier to a full- 
scale recovery, it .is indicated in 
a new study entitled, “Construc- 
tion Revival,” just published by 
F. W. Dodge Corp., 119 W. 40th 
St., New York 18, N. Y. 

According to the study, the big- 
gest transition problems for build- 
ers and special trades contractors 
are manpower, materials supply, 
price and wage adjustments, and 
possibly transportation delays. 

For material and equipment 
manufacturers, the major prob- 
lems revolve about inadequacies 
of sales and production man- 
power, the reestablishment of 
orderly marketing procedures, 
and for an important minority, 
reconversion of plant facilities. 

Architects and engineers are 
faced with major problems in ob- 
taining adequate staffs of design- 
ers and draftsmen, adequate in- 
formation on materials and 
equipment available for early 
use in urgent projects, and in- 
formation on new products and 
services, the study declares. 

Contained in the study is a 
statistical breakdown of 99,638 
projects in design or prelim- 
inary .stages, with an aggregate 
estimated cost of $15,746,202,000. 
The breakdown, by 12 major 
classifications, indicates whether 
the projects are planned for pub- 
lic or private account. The total 
for privately owned work is $4,- 
303,080,000 and publicly owned 
work is $11,443,122,000. 

An annual average construc- 
tion volume of $7,348,000,000 
during the next 10 years in the 
37 states east of the Rocky 
Mountains is estimated by Dodge. 
This compares with a dollar vol- 
ume of $6,628,000,000 in 1928, 
the peacetime peak, and $2,500,- 
000,000 accumulated and esti- 
mated for the present calendar 
year. 

The study draws attention to 
the dangers involved in strong 
pressures being exerted to push 
public building and engineering 
work in the recovery period. If 
a gigantic public program is un- 
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dertaken immediately, the 
declares that it will create j 
tense competition for men 
materials and add to the f 
of inflation. 

“There has been much 
to the effect that the volume 
public work in blue-print 
ready for taking bids and 
to be financed, is inadequate 
meet the needs of the tran 
period,” the report states. 
facts do not warrant such 
opinion, which appears to 
been born of fears generated 
the last depression.” 
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HAMMER NOW WITH 
HARRISON & GOULD 


Fred G. Hammer who retired 
jn January, 1944, from Sargent & | 


Co., New Haven, Conn., as mana- | 
ger of contract sales for domestic 





FRED G. HAMMER 


and export trades, is now asso- | 
ciated with Harrison & Gould, | 
Inc., Milford, Conn., hardware | 
concern, as assistant to Charles | 
W. Harrison, head of the busi- | 
ness. Well known and well liked | 
by the hardware trade, he was | 
formerly chairman of the Educa- | 
tion Committee of the American | 
Society of Architectural Hard- | 
ware Consultants. 


HUDSON ACQUIRES 
STAUFFER KNAPSACK | 
DUSTER PRODUCTION | 


R. C. Hudson, president, H. D. | 
Hudson Mfg. Co., Chicago, IIl., 
has announced acquisition by his 
organization of all production fa- 
cilities for the manufacture of the 
Stauffer Knapsack Duster, form- 
etly a competitive item. Of 
special interest to hardware, seed 
and farm supply distributors and 
dealers, this move is another step | 
MTounding out the line of Hud- | 
son Sprayers and Dusters. 

Originally a type imported 
from Europe, the Stauffer Duster | 
subsequently was developed and | 
field tested by the Nico-Dust Mfg. 
Division of Stauffer Chemical Co. | 
Deliveries of Hudson “Stauffer” | 

psack Dusters are expected to | 
start in Feb., 1946. Manufactur- | 
Mg and distribution plans sup- | 
Ported by aggressive advertising 
amd merchandising have been | 
steatly expanded for this item. | 
_ Production plus national and | 
International distribution wil] be | 
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| directed and handled by the 
| H. D. Hudson Mfg. Co. with the 
| Nico-Dust Mfg. Division of 
| Stauffer Chemical Co. continuing 
its established distribution activi- 

Inquiries regarding this equip- 
ment and the Hudson plan for 
distribution may be directed to 





the H. D. Hudson Mfg. Co., 589 


E. Illinois St., Chicago 11, Il. 


FORMICA EMPLOYEES | 
AWARDED WATCHES FOR 
25-YEARS’ SERVICE 

Six veteran employees of The | 
Cincin- | 


of | 


Formica Insulation Co., 
nati, Ohio, manufacturers 
laminated plastics, were awarded 
gold watches for 25 years’ service 
with the company at a recent din- | 
ner given by the management in 
honor of 241 employees who have 
been associated for 10 years or | 
longer. 
D. J. O’Conor, president and 
co-founder of the company made 
the presentations at a dinner held 
in conjunction with the Formica 
annual meeting of sales repre- 
sentatives from all parts of the 
United States and Canada. 
Those receiving the watches, 
all employees in the production 
department, were: John L. De- 
ters, Jack G. Fille, John E. Blake, 
Wilbur E. Drake, Edward J. 
O’Meara and Albert Thompson. 


COMMERCE CHAMBER 
HONORS BARTLETT 

Selected for special recognition 
at the annual recent dinner of 
the Boulder (Colo.) Chamber of 
Commerce was John T. Bartlett, 
secretary of the Mountain States 
Hardware & Implement Associa- 
tion. Mr. Bartlett was awarded 
the 1945 citizen recognition 
plaque for outstanding service. 
His community contribution: 
writing 10 newspaper advertise- 
ments in behalf of a $225,000 
city hall and municipal building 
bond issue. 





JOHN T. BARTLETT 


A WONDERFUL HEAD 
ON ITS SHOULDERS 


Yes, sir, this is the plier with 
the3-purpose head (plier,cutter, 
wrench)—and the compound 
action that gives over twice the 
power. It’s the BERNARD — 
There is no other plier like it. 


As Cutter 
Powerful cutter on outside 
of head, convenient to use 
The 6%” size cuts an 8- 
penny nail easily. 


As Plier 


Parallel jawsand com- 
pound leverage action 
give great gripping 
power. Open throat 
is ideal for handling 
wire. 


As Wrench 
Jaws always parallel. 
Close like a vise. Hold 
FAST. Don't slip. 
Won't mar or knurl 
the nut. 


Now supplied in brilliant, 
gleaming nickel plate 





aéte BERNARD PLIERS for XMAS 8s 


BERNARD parallel-action PLIERS make a 
mighty nice gift for Dad, or for anyone who 
would appreciate a really fine pair of -pliers. 


DISPLAY BERNARD WITH 
YOUR CHRISTMAS SUGGESTIONS 











Write for complete catalogue of BERNARD pliers, 
nippers, cutters, pruners, and related hand tools. 


BERNARD 


1012 Chapel Street, New Haven 9, Conn. 
"Quality Tools Since 1870” 








NOYES GETS SALES 

MGR.’S POST WITH 
ARROWHEAD RUBBER CO. 
H. K. Pohlman, president, Ar- 
rowhead Rubber Co., Los An- 
geles, Calif., division of National 


| dent, 





museum traces the gradual de- 
velopment of electric trains, trol- 
leys, locomotives, engines and 
racer autos produced by Lionel 
since 1900. There is also an ex- 
hfbit of war materiels for the 
armed forces as produced by the 
company during World War IL. 
Professional headliner enter- 
tainment was provided at the 
opening. 
AEVERMAN IS MGR.., 
ACCESSORY DIVISION, 
ADMIRAL CORP. 


Richard A. Graver, vice-presi- 
radio <livision, 
recently the appointment of 
Wally Aeverman as manager of 
the accessory division. This divi- 
sion now covers such merchandise 


| as needles, batteries, tubes and 


Mr. Aeverman 
Admiral Corp. 


album cabinets. 
has been with 


| since 1937 and was formerly in 


EARL F. NOYES 


Motor Bearing Co., has just an 
nounced the appointment of Earl 
F. Noyes to the of sales 
manager. 

Previously with Sperry 
scope Co., General Fireproofing 
Co. and the Hoover Mr. | 
Noyes will be in charge of the 
development of new markets for 
Arrowhead Aijirtron, war-born 
fibre glass-rubber material, and 
the expansion of the hrm’s manu 
facturing molded- 
rubber products 


post 
Gyro 


activities in 


LIONEL AGAIN MAKES 
ELEC. TRAINS—OPEN 
IMPROVED N. Y. DISPLAY 


The Lionel Corp., 15 E. 26th 
St., New York City, recently an- 
nounced its resumption of ship- 
ments of its electric train line 
and showed its newly arranged | 
showrooms at that address to 
buyers and editors, following a 
cocktail party and buffet lunch- 
eon. The 1945 line is now rolling | 
off the production lines at the | 
main factory plant in Irvington, | 
N. J., although not in pre-war 
quantities. Freight and passen- 
ger trains, stations, and cranes 
are on exhibit. 

Identified as the “Post-War 
Railroad Panorama” the New 
York showroom is a combination 
museum, modern railroad station, 
reproduction of several of Ameri- 
ca’s natural scenic beauty spots, 
and a war materiel display incor- 
porating the complete history of 
the Lionel organization through 
its 45 years of metal toy manufac- 
turing. A 12-foot scale model 
Pennsylvania Railroad steam tur- | 
bine S-2 is one of the featured | 
exhibits of the showroom. The | 


the sales department. 


SAMSON UNITED ELEC. 
MERCHANDISES UNDER 
FAIR TRADE ACT 

A new policy of merchandising 
Samson electrical appliances, 
under Fair Trade agreements in 


the 46 states where such agree- 


ments are valid, was announced 
recently by William G. Church, 
vice-president in charge of sales, 
Samson United Corp., Rochester, 

Te 

The policy was announced as 
Samson appliances had begun to 
from production lines in 
Oswego and West Haven, Conn. 
The Rochester plant is still re- 
converting, with operations con- 


come 


Admiral | 
| Corp., Chicago, IIL, announced 








fined to fabrication of flatiron 
parts for the Oswego assembly 
line. 

In announcing the new policy, 
Mr. Church said: “It is our inten- 
tion to restrict distribution in 
accordance with the Fair Trade 
laws of any state having such 
laws.” 


GATES, SALES MGR., 
CINCY PRODUCTS Co. 


Cyrus W. Gates has beg 


named sales manager of Cing 
Products Co., Cincinnati, Ohio 
wall paper cleaner, it was p 
' 


MILWAUKEE LACE PAPER | 


CO. HOLDS 3-DAY MEET 


The Milwaukee Lace 
Co., 1306 E. Meincke Ave., Mil- 
waukee, Wis., held a_ three-day 
sales meeting——Nov. 26, 27, 28 
attended by all Milapaco repre- 
sentatives and with sessions both 


Paper 


at the factory and the Schroeder | 


Hotel. K. C. Hamilton, 
manager-secretary, said that this 
is the first sales convention in five 
years and that it was called so 


sales | 


the representatives could see the | 


new company products that will 
soon be available. 


SILBERSACK, PRES., 
AMER. HOME PRODUCTS 


Walter F. Silbersack recently 


| was elected president of Ameri- 


can Home Products Corp., New 
York City. Mr. Silbersack, who 
until this promotion was 
president and general manager, 


| replaces Knox Ide, resigned. He 


joined the corporation in 1927 
when it acquired the A. S. Boyle 
Co., Cincinnati, Ohio. 
his duty to supervise the corpor- 
ation’s $15,000,000 expansion pro- 
gram—there are now eight new 
plants under construction in the 
U. S., Canada and England. And 
he will also control a $13,000,000 
per year advertising program. 


vice | 


It will be | 


CYRUS W. GATES 


by C, 
Mr. 


years 


|cently announced 
Vicker, president. 
during the war 
| government post. 


| ———e 
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FROELICH, SISSON 
| JOIN REYNOLDS WIRE 


Norman J. Froelich and H. A 
Sisson have joined the sales fore 
of Reynolds Wire Co., Dixon, Il 
Mr. Froelich, formerly with th 
Keystone Steel & Wire Co., wil 
have charge of the Chicago, lll, 
office, and Mr. Sisson, formerly 
with the Michigan Wire Cloth 
Co., Detroit, Mich., will head the 
Detroit office. 











Ashland, Mass., 


representatives 


WARREN SALES MEETING: Warren Telechron Co., 
recently met in that city for a sales conference. Front row, in the usual order: G. 

Koch, International General Electric; J. W. Babb, district manager, Chicago; R. J. Buckley. 
district manager, Philadelphia; R. T. Woodward, district manager, Cleveland; R. W. 
Johnson, vice president; J. H. Blinn, representative, Denver; M. C. Huie, representative. 
Dallas; and A. W. Pingree, district manager, Boston Second row: William Wagoner. 
representative, Denver; D. Blair, sales manager; H. D. Stanton, district manager, 

Louis; E. J. Holland, manager, special clock sales department; H. K. Dewees, represe® 
tative, Atlanta; R. D. Tyler, salesman, Chicago; W. J. Haggerty, manager, industrial sales 
department; and J. F. Tigue, salesman, Cleveland. Back row: J. J. Burns, district manager 
San Francisco; C. L. Allen, motor specialist, Chicago; Carl Newbill, representative, At 
lanta; W. F. Bigelow, sales office manager; A. H. Rippas, district manager, New York, 
Paul Mathews, representative, Dallas; and H. E. Blackburn, assistant sales manage? 
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DEARBORN 


WORLD'S FINEST, SAFEST 


GAS HEATERS 


Increase your profits. Join the swing 
b . to Dearborn, the complete line of 
4 vented and unvented heaters offering 
> outstanding Safety and Convenience 
-> features plus Matchless Performance. 
It’s the Quality line that leads in sales 
from coast to 


FEATURES’ THAT SELL 


Ultra-smart Appearance—Alir Insulated 
Cabinets—Hi-Crown Burners — Auto- 
matic Lighting—Syphonaire Chassis— 
Super Glo Radiants — A.G.A. Ap- 
proval. These are features that make 
Dearborn heaters truly Outstanding. 
They Offer a Talkable — Visible and 
Saleable difference. 


WRITE FOR LITERATURE 


AIR COOLED CABINETS 
For Safely 


Air Insulated Cabinets end the fire hasard. The cabinet never 
ean install it ~ yy A the wall—tight. No blistered woodwork. 


tribution 


FAMOUS HI-CROWN BURNER 
with Blue Fiacme Pilot Light 


Ald, Desteesn Hosters bave tht costlier but Getaticly superter, HECheme Burser 
and Blue Plame Pilot Light. You get unequalled burner jermaames plus the 
convenience and safety of Automatic Lig 


DEARBORN STOVE COMPANY 


3256 Milwaukee Ave., Chieage, Iii. 8625 8. Grand Ave., Les Angeles, Calif. 


NOW-PIPE JOINT 
38-7, COMPOUND 


in Stick Form 


FOR ALL THOSE PIPE INSTALLATION 
AND REPAIR JOBS 


Always Ready For Instant Use 


ECONOMICAL 
HANDY... CLEAN 


NO LEAKS! 


Just rub 3 of 4 strokes 
across pipe threads. It 
spreads and fills threats 
when turned. 

















Tested and Fully Ap- 
proved by Independ- 
ent Laboratories 
and Industry. 
NO MESS 


NO BRUSH 
NO WASTE 


Note these 


FEATURES 


* Withstands gasoline, 
oil, butane, propane, 
Freon, air, water, 
steam, acid, gas, brine. 
% Lubricates and completely a 
seals pipe joint threads, OR 
nuts, bolts, gaskets, turn- 


buckles, etc. 


% Contains no lead. Contains no in- 
jurious ingredients. 


Lake Chemical Company 


613 N. WESTERN AVE., CHICAGO 12, em 4 


r. 1945 
Lake Chemical Co., 








A PLUS VALUE 


SOLID CASTINGS 
IN ALUMINUM AND BRONZE 


ALUMINUM PULLEY ® MACHINED FROM 
SOLID BAR ALUMINUM STOCK 


Oilite Bearings ® Cadmium Plated Nuts and 
Washers ® Precision Spindle—True to .0005” © 
Modern Design 


YOUR CUSTOMERS WANT A 
DARRA-JAMES PRODUCT 


Retail price $9.95 Each 


DARRA-JAMES CORP. - WATERBURY 14, CONN. 
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Woodworkers 
This 


FORSTNER ese BIT 


Pattern-makers often need to cut a semi-circular groove. The 

Forstner Bit cuts any arc of a circle. Again, woodworking 

plants frequently bore at an acute angle, often against the grain 
and into knots. The Forstner Bit will do just this 
and also leave a smoothly polished surface. This bit is 
furnished in hand brace shanks, from %” to 2”, and in 
machine shanks from 4%” to 3”. Show this bit to your trade. 


The Home of Expansive Bits 
One Takes the Place of Many Other Bits 


an ( convaico ) 
ty The Connecticut Valley Mfg. Co. 
CENTERBROOK, CONN. 











RECONVERSION 
OPPORTUNITY FOR 
HARDWARE DEALERS 


Pe 


1-Pandotite ’ 


The mortar-like repair 


























and maintenance cement 
that EXPANDS AS IT SETS 







X-Pandotite, the expanding cement 
for home and building maintenance 
repairs is the one sure way for your cus- 
tomers to make repairs that /ast. Recom- 
mend X-Pandotite for repairs in every 

part of the house—for filling in cracks 

or holes in marble, terrazzo, plastic, 
tile, concrete, wood. 













4 ‘ 
© coh 
Foe Last ye = 
mstaeaTion® 


Tell your customer how easy it is 
to use — how it can be used in any 
consistency. Tell them it’s the only re- 
pair cement that expands as it sets—it 
won't shrink — it’s unaffected by oil, heat, 
soap or caustic solutions. Make sure they 
know that X-Pandotite is not just another 

cement — it’s the only cement of its kind. 
Hardware dealers throughout the United 
States and Canada find X-Pandotite a real 
business and profit builder — a fast selling e 
repeat item—right now. Backed by sound {7 
direct mail and cooperative advertising. 





























X-PANDO CORPORATION 






43-15 36TH STREET - LONG ISLAND CITY, N. Y 

















his father-in-law. 
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WALTER C. ALLEN 


| Walter C. Allen, 68, former 
president and retired chairman of 


|the board, The Yale & Towne | 


Mfg. Co., Stamford, Conn., died 


| 
| 





| 
| 
} 
| 
| WALTER C. ALLEN 

| 

| Nov. 14 at the Columbia-Presby- 
| terian Medical Center, New York 
| City, after a month’s illness. 

Mr. Allen, who was born at 
| Farmington, Conn., and who re- 
| ceived his schooling in that state, 
| joined Yale & Towne when a 
| young man, and was made gen- 
eral superintendent in 1906. In 
1909, he came to New York City 
in the capacity of general mana- 
ger; and six years later became 
president. And in 1932, Mr. Al- 
len was elected chairman of the 
board. He retired in 1939. 

He was a director of the Stam- 
}ford (Conn.) Savings Bank and 
| the First Stamford National Bank 
| and Trust Co. He was president 
and trustee of the (Stamford, 
Conn.) Community Chest and 
served as chairman of the British 
War Relief Society. And he was 


once director of the Western 
Electric Co. and the Liberty 
Mutual Insurance Co., Boston, 


Mass. Mr. Allen was a lieutenant 
colonel in World War I and won 
the French Legion of Honor. 

He is survived by his widow. 
two daughters, two grandsons, a 
granddaughter and a sister. 





A. F. McEWEN 


Alfred F. McEwen, 76, presi- 
| dent, the Ox Fibre Brush Co., 522 
| Fifth Ave., New York City, and 
well-known as an amateur micro- 
| engraver, died after a week’s ill- 


| ness at his estate, Craig Anel, in 
| Tarrytown, N. Y. 


Aiter schooling in Chicago, IIl., 
and working there in his father’s 
factory as a carpenter, Mr. Mc- 
Ewen joined the Western Electric 
Co. (1888 to 1907). In 1907, he 
went with Ox Fibre, founded by 


) . P 
| He invented a mechanical de- 


| vice which permits the user to 
| make what is said to be the small- 
lest writing ever engraved—the 
Lord’s Prayer framed in the eye 
of a No. 6 sewing needle, on 
glass. Such an accomplishment 
of his is now in the Smithsonian 
| Institution, Washington, D. C. 

Mr. McEwen was a trustee of 
the Dry Dock Savings Institution 
and a director of the Washington 
Irving Trust Co. 

He is survived by two sons, 
two daughters and a brother. 


| WILLIAM H. MAXWELL, JR. 


William H. Maxwell, Jr., 72, 
manufacturers’ agent, Bourse 
Bldg., Philadelphia, Pa., died 
Nov. 19 in that city. Mr. Max- 
well began his career in 1900, 
selling to the hardware trade im- 
ported cutlery and garden tools 
through Alfred Field & Co., New 
York City. In 1921 he opened 
his own agency, specializing in 
these lines. He is survived by 
his son, W. H., III, who joined 
his father’s agency in 1927, and a 
sister. 


HARRY G. WALTON 


Harry G. Walton, 64, retired 
assistant to the vice-president in 
charge of sales, Bethlehem Steel 
Co., Bethlehem, Pa., died in that 
city recently. Mr. Walton, who 
had been with the company since 
1908, had been in recent years 
general sales manager and sales 
manager in the New York City 
area. He is survived by two 
brothers and a sister. 





ANTHONY J. HEGNER 


Anthony J. Hegner, 63, a part- 
ner in the Hegner Hardware Co., 
Sewickley, Pa., oldest retail store 
in the community, passed away 
recently. He was a member of 
the Borough Council and a direc- 
tor of the Imperial (Pa.) Bank, 
at the time of his passing. Sur- 
viving are his brother and part- 
ner, Frank A. Hegner, two sons, a 
daughter and four sisters. 





HENRY ZSCHECH 


Henry Zschech, 73, retired em- 
ployee with the E. C. Atkins & 
Co., Indianapolis, Ind., died re- 
cently in that city. A past presi- 
dent of the Atkins Pioneer Club, 
Mr. Zschech, who retired in 1943 
after 55 years’ service, worked in 
the punch press operation depart- 
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I. W. DOBBINS 


Innes Wilson Dobbins, retired 
(1944) director and _ vice-presi- 
dent, Belknap Hardware & Mfg. 
Co., Louisville, Ky., wholesalers, 








INNES W. DOBBINS 


died in that city on Nov. 13 at the 
age of 69. 

Mr. Dobbins, who had served 
as a director since his retirement, 
began with the company in 1903. 
He was a salesman till 1926, at 
which time he was sales manager 
for the railroad and government 
department; in 1929, he was 
made a buyer, and then in 1933 
he was promoted to vice-president 
and director. 














two 


five 


daughter, 
and 


sons, 
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widow, a 
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children. 







F. W. WATERMAN 







Mr. Dobbins is survived by’ his | 


the University of Illinois, joined 
the U. S. Steel Co. in 1894 as 
a master mechanic, and later be- 
came general manager of the 
| plant in Gary, Ind. He held this 
| position until 1928, at which time 
| he was named president of Na- 
| tional Tube. 

He is survived by his widow, 
| two sons and a brother. 


JOHN V. GRIGGS 


John V. Griggs, 89, 
| hardware merchant, died Nov. 7 
|at his home in St. Francisville, 
| Ill. Mr. Griggs, who was born in 
| Ohio, was in the hardware busi- 
St. Francisville many 
| years ago. He is survived by two 
| sons and three daughters. 


retired 


ness in 


HENRY A. RICE 
Henry A. Rice, 80, vice-presi- 
| dent of the Illinois Iron & Belt 
|Co., Carpentersville, Ill., died 
Nov. 16. Mr. Rice, who was born 
in Chicago, Ill., was a past presi- | 
dent of the Elgin (IIl.) Board of | 
Education. He leaves a widow, a | 
| son and a daughter. 








JOHN N. FEYDER 


John N. Feyder, veteran hard- | 
| wareman, passed away Oct. 28 at | 
the age of 87, following a short | 
illness, at the home of his 
daughter, Mrs. Arthur J. Wood- 


| Minn., manufacturers agent. Mr. 
Feyder who had enjayed an en- 
viablé reputation, started a hard- 
| ware store in Hartford, S. D., in | 
| the covered wagon days, with his 
|older brother. In 1892 he pur- 


| . . 
|chased a hardware business in 


TESTED! FLex-o-cryst 





NEW PLASTIC DISCOVERY 





























A HARD HITTING “Softie” 
NO MAR, STING OR REBOUND 


NLIKE ANY OTHER HAMMER, the 
Nupla Hammer heals itself when 


dented or deformed. Made with a new, 


flexile plastic head, it hits hard effective 
blows without marring, cutting, or battering. 
Useful to all craftsmen—tinners, machin- 


land and his son-in-law, St. Paul, ists, assemblers, plumbers, etc. — it’s a 
quality tool. Has many advantages. Will not 


explode. Not affected by oil or gasoline. 
Will not chip, or crack. It’s a tool every 
craftsman wants and needs, 






F. W. Waterman, 76, retired | Osceola, Wis., from which he had 
(1933) president of the National | retired in 1914. 
Tube Co., McKeesport, Pa., died| He is survived by three chil- 









recently in Conemaugh Valley | dren, Mrs. Woodland; Mrs. 
Memorial Hospital, Johnstown, Arthur Hobbs, Spokane, Wash., 
Pa. ; and Frank A. Feyder, Hall Hard- 






Mr. Waterman, a graduate of | ware Co., Minneapolis, Minn. 















the new plastic discovery has been 
thoroughly tested. 

A 6-inch cylinder of Flex-O-Cryst 
(used in head of Nupla Hammer) 
was flattened into a sheet 4/, of an 
inch thick and released. Slowly it 
regained its original shape and size. 
That’s how the Nupla Hammer heals 
itself when dented. 
















SAFETY COUNCIL 
DES:GNS STANDARDS 


The National Safety Council’s 
home division, 20 N. Wacker 
Drive, Chicago, Ill., has developed 
with the aid of technical ex- 
perts a set of basic standards de- 
signed to eliminate hazards in 
Planning, building and remodel- 
ing homes. Thomas Fansler, who 
as director of the home division 
of the Council organized the com- 
mittee of experts, said that “More 
than 30,000 are killed annually 
and 4,000,000 hurt in home acci- 
dents” caused by hazardous con- 
ditions and unsafe acts. The 
standards, free upon request to 
the above address, are divided 
into 12 classifications, including 
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}land and land improvement, . en- 
trance and exit, structural, in- 
terior planning, fire protection 
| 


| and planning for convenience, to 


| name a few. 


PRESSED STEEL CAR 
CO. SALES MEETING, 
CHICAGO, DEC. 10-11 


The domestic appliance divi- 
sion, Pressed Steel Car Co., Inc., 
666 N. Lakeshore Drive, Chicago, 
Ill., will hold a sales meeting 
with its distributors Dec. 10 and 
11 in Chicago at the Continental 
Hotel. At that time, the first 
Presteline product, the electric 

| range, will be exhibited. All mat- 
ters pertaining to sales and mer- 
\chandising will be discussed. | 








MIGHTY 
but Gentle 


JOBBERS & DEALERS WANTED 


Nupla Hammers are now available for imme- 
diate shipment. Liberal discounts, National 
tradepaper advertising supports sales. Demon- 
strator counter-card and literature rack fur- 
nished. Write or wire, today! 


NEW PLASTIC CORP. © 1017 No. Sycamore Ave., Los Angeles 38, Calif, 


A NUPLA HAMMER FOR EVERY JOB 
5 SIZES 29 WEIGHTS 





PLASTIC 
HAMMERS 
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HIBBARD, SPENCER & BARTLETT PLANS NEW BUILDING: Plans for a three million 
dollar warehouse and office building in Evanston, Ill., have been announced by Hibbard, 
+ Spencer, Bartlett & Co., Chicago, Ill., wholesalers, which would have 750,000 square feet 


of floor space. 


The 1000 by 700 foot building would be used instead of the 13 story 


structure at 211 North Water St., formerly occupied by Hibbard’s but now under lease 
to the Army. The building, shown above, would include a two story office section which 
would contain a 750 seat auditorium with stage, cafeteria, large display room, and com- 
pany's general offices. The new building would include 100,000 square feet of windows. 








PRESTELINE APPLIANCE 
LINE IN PRODUCTION 
IN MID-JANUARY 

The Domestic Appliance Divi- 
sion of Pressed Steel Car Co., 666 
N. Lake Shore Drive, Chicago, 
Ill., has announced that it ex- 
pects its production lines will be 
rolling by mid-January on its 
Presteline appliances. Included 
in the items to be produced in 
the company’s Hegewisch plant 
in Chicago are: electric ranges, 
electric refrigerators, deep-freez- 
ing units and kitchen cabinets. 


BOOSTER CHRISTMAS 
PARTY, DEC. 18 


Christmas 


The annual Party 
and entertainment of the Hard- 


ware Boosters will be held at the | 


Hotel Roosevelt, Sth St. and 


New York City, Tuesday evening, 


18. Reservations are lim- 
Following a real holiday 


| Dee. 
| ited. 


dinner there will be distribution | 


of gifts and a professional bill 
»f entertainment. Tickets, at $7.50 
each, be obtained from 
Harry J. Schmitt, secretary- 
treasurer, 8733 110th St., Rich- 
mond Hill 18, N. Y. 


may 


HARDWARE TRADE 
ASSN. TO HOLD 
PARTY ON DEC. 18 


The Hardware Association of 
New York held its Thanksgiving 
meeting at Miller's Restaurant, 
144 Fulton St., New York City, 
which attended by more 
than 50 members and guests. 
Announcement was made that the 
annual Christmas party and elec- 
tion of officers will be held Dec. 


was 


18 at Miller’s Restaurant. 


HDWE. SALESMEN’S 
ASSOC. OF ST. LOUIS 
DINNER-DANCE JAN. 9 


The Hardware Salesmen’s Ay 
sociation of St. Louis, 324 Wain. 
wright Bidg., St. Louis 1, Mo, 
will hold its annual dinner-dance 
and installation-of-officers meeting 
on Jan. 9 at the De Soto Hote 
in that city. 

KEENAN NOW WITH 

INTERCHEMICAL CORP. 

AS ASST. SALES MGR. 


Albert J. Keenan has joined 
the trade sales division of Inter. 

| chemical Corp., New York City, 
as assistant sales manager. Mr, 
Keenan was formerly in the Wil. 





Santa | 


| Claus will be on hand to dis- | 


tribute gifts, each member and 
| guest being asked to bring one 
for some other person. 
| Schmidt, Stanley Tools, chairman 


Roy C. 


| of the entertainment committee, | 
will be in charge of the program. | 


SOLO-HORTON ISSUES 
BULLETIN ON THE 
BRISTLE SITUATION 


Brush 


Solo-Horton 


135 W. 


Co., 


“Know Your Brushes,” giving its 
forecast on the supply situation 


from the bristle standpoint. Com- | 


paring various types of bristles 
of the present and future, copies 
of the bulletin are available from 
the company. 


Inc., | 
19th St., New York 11, | 
N. Y., recently issued a bulletin | 


ALBERT J. KEENAN 


mington, Del., office of E. IL. du 

Pont de Nemours & Co., where as 
| assistant supervisor of stores he 
| handled the purchasing and mer 

chandising ¢f sundries. 








SCHAIBLE SALES CONFERENCE: The Schaible Co., Summer St, Cincinnati, Ohio, recently held a three-day sales con 


ference in that city for their national representatives, who attended eight sessions and were shown through the plant. This 


is a scene of the introductory meeting. 


Presiding, and in chairs facing the group, are: Michael Schaible, president and 


general manager, right; left, Sidney A. Mullikin, sales-advertising director. Opposite, at the same table, R. A. Grace, h 


of the order department. 
ing industry. 


of new construction would not be as much as some persons thought. 
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R. K. Hanson, secretary, Sanitary Brass Institute, outlined the prospects for the plumbing and heat 
He said that probably for all of 1946 the repair and replacement market would be heavy, but that the amount 
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GOOD FISHING 
Starts With 
Reel Construction 


An angler’s enjoyment of fishing depends to a 
large degree upon how well his reel performs. It 
should enable him to make casts smoothly, 
quietly, control line skillfully—be unfailing when 
landing fish. Over three generations of 
experience are in the plans used for building 
Pflueger Reels. Anglers are being advised to 
ask you for Pflueger Reels when they are 
eavailable. You should have them soon. 


The Enterprise Mfg. Co. 
Akron, Ohio 


BAIT Action That Lures— 
REEL Action That Wins 
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WOODRUFF KEYS 


“Stanho” ee! 4 Respected in the Trade 
dé for more than 70 Years . 


STRAIGHT PINS a ‘i 


COTTER PINS 
MACHINE KEYS (ALL TYPES) 


HORSESHOE NAILS 


¢~D_“KOOLHEAD” 


He 

§ SPIDER CHILLS THE F. E. MYERS & BRO. CO. 
Dept. F-16, Ashland, Ohio 

FOUNDRY CHILL NAILS 


SINCE 1872 


STANDARD HORSE 


NAIL CORPORATION | MORE MYERS WATER SYSTEMS ARE 
NEW BRIGHTON, PENNSYLVANIA IN USE THAN ANY OTHER MAKE 








ACKSON 


It pays to push | 
| VIGORO'S 
} 
the JACKSON LINE ||  ,"soro's, 
The fact that JACKSON has MERCHANDISING 
maintained dependable servite 
for sixty-eight years is your 
assurance that the Jackson line 
will continue to meet the re- 
quirements of your customers. 


To push the Jackson line is to 
cash in on the acceptance 
which this line enjoys every- 
where. | Shows how to increase {ic pruft-producers stimulate en: 














Ask us for the name of the Vigoro profits from 29c to they give beme-ownere workable 
/lans r au ng Ir iland- 
nearest Jackson Wholesaler $1.25! ages. Zou Gall more ceeds. 
who is ready to render prompt ‘These exciting Vigoro Beauty Plans with ae Cg A 
service are just what every homeowner in the greatest sales-making plan in 
4 your neighborhood wants! They're Vigoro’s history! So get a 
detailed landscaping plans, illus- supply of Vigoro and The Vigoro 
trated in color . .. all done by > ’ 
Beauty Plans now! Ads are about 


WHEELBARROWS - LAWN ROLLERS - CONCRETE one of America’s foremost land. +0 appear that tell your customers 


to get their Vigoro 


CARTS - SALAMANDERS- DRAG SCRAPERS - MORTAR customers a chance to have profes. Beanty Plans from ——y 


you! 


v>P pes for the 
h 100 Ib. ba ft 
MIXING BOXES - MORTAR PANS — re ~ ) 


Thus, they give you a chance to i 











m= JACKSON MANUFACTURING CO. orent6°1" buyers wit want 00 


Ibs. You'll increase your profit on 


HARRISBURG, PA. each sale. What's more, these prac- 


Est. 1876 SWIFT & COMPANY 
c Plant Food Division, U. S$. Yards, Chicago 9, Ill. 
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NEW! speciAL FEATURES ) 
ACTUALLY CATCH FISH—SKYROCKET SALES 


qos rote y . MAKINEN 
Shimmy e oy Cans HOLY COMET 


Designed to catch fish, it sells 
on sight. The unique design 
“‘Hole in Head’’ causes a wig- 
gle, shimmy and jitter action 
unmatched by the best fish get- 
ters. Fishermen say it gets 
action where others fail. Or- 
der a dozen or two, they'll 
build sales and action over 
the counter, too. 


8 Color Patterns 
Lists $1.10 


Dealers write 


SZMAKINEN for price list. 
MERRY WIDOW 


Has a motion all its own. Spe- 

cial joint design and hook-up 

construction gives it a life-action that stirs the 
ire of the big fellows. It darts—it wobbles—it 
shimmies! No short strikes and once it hooks, 
it holds them 

8 Color Patterns. List $1.10. 

Dealers write for price list. 


ORDER NOW! TODAY! Most jobbers 
now carry. If not, send order direct. 








}"@ NO COMPETITION! 
BIGGER PROFITS! 


FORMULATED BY Dr. Charles Hoefte, 
Eminent Veterinarian 





A sample of L-P-C Spray contain- 

ing 3% DDT has been tested by the United States Testing 
Company, Inc., test #66988, and in their report dated Octo- 
ber 30, 1945, it has been found to kill ticks after several hours 
and not to cause irritation to the skin of animals. 


WRITE OR WIRE TODAY 
Retails: 50c. per bottle Retailers discount 40% 
Nationally advertised Jobbers write for discount 


LABORATORY PRODUCTS CORP., 8 WEST 40TH STREET 
New York 18, N. Y. 














Accuracy learned 
yesterday serves 
him well today 


The accepted use of aperture rear sights on 
military rifles in this war will surely increase 
the demand for similar sights by sportsmen 
after the war. 

Lyman has pioneered in designing and 
adapting Aperture Rear Sights to rifles for 
sportsmen and soldiers for many years. 

There will be Lyman Aperture Rear Sights 
designed for shooters after the 
war. Jobbers and dealers who 
plan to handle Lyman Products 
will be offering their customers 
the best. 


The Lyman Catalog free to dealers. Also free 
folders on individual products 


LYMAN 


APERTURE SIGHTS 
famous Lyman 


THE LYMAN GUN SIGHT CORP. Aperture sights 
Middlefield, Conn. 
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NO. 101 
TRIPLE TREAD 
STEEL 
WHEELS 


When Our Boys 
COME MARCHING HOME 


It will be a day of rejoicing for all. And r To ay 
there will be thousands of these boys oo. 

who, even in foreign lands, enjoyed the 4. j 

thrills of roller skating on the famous 
“CHICAGO” Skates. They’ll want a 
pair for themselves, their wives and 
their kiddies. 


cHICAGo => 6COU 
SLYING.Se : 


The well known and world famous 
“CHICAGO” Roller Skates will be 
available just as soon as it is possible 
to make them. We are getting set to 
meet the big demand we know will 
come, when reconversion problems 
have been solved. - 


CHICAGO ROLLER SKATE CO. 


or'd's Greatest Roller Skates for Over 40 Years 








4456 WEST LAKE STREET lod i lew cle mum la ai, 1e]b 











UTILITY AIR 
COOLERS 


are scientifically tested 
in our modern laboratory 


Utility Air Coolers, Fans and Blowers are 
tested for accuracy and efficiency in this most 
modern and complete laboratory, in accordance 
with American Society of Heating and Venti- 


lating Engineers’ standard test code. 


These extensive testing and fact finding 
facilities, under the supervision of competent 
and recognized engineers, are your assurance 
of properly engineered and efficient products, 


coming from Utility Appliance Corp. 


UTILITY APPLIANCE CORP. 


Formerly Utility Fan Corporation 


4851 S. Alameda St., Los Angeles 11, Calif. 


Manufacturers of — a“ 
Fans, Fore 

Coolers, Blowers, Fo 

Air Furnaces, Circulating aera 

Unit Heaters and Floor Furnaces. 


FROME NOW GENERAL 
MGR., EXPLOSIVES 
DEPT., ATLAS POWDER 


Weston G. Frome has been | 
named general manager of the | 
explosives department, Atlas | 
Powder Co., Wilmington, Del., | 
succeeding F. S. Pollock, vice- 
president, who was elected a@| 
member of the executive com- 
mittee. Mr. Frome, who joined 
the company in 1913, has been | 
assistant general manager of that | 
department. 


RED JACKET MAKES 
LAFFERTY GEN’L MGR.; 
FRISKE SALES MGR. 


The Red Jacket Mfg. Co., 2527 
Rockingham Road, Davenport, | eight years, has been promoted to 
Iowa, announced recently that | sales manager. 

H. R. Lafferty has been named to Mr. Lafferty joined the com- 
| pany after graduating from Cor- 
| nell in 1911. For 25 years he has 
| served as vice-president for this 
company that makes pumps, 
| water systems, water condition- 
ers and castings. 

Mr. Friske succeeds J. A. Fell, 
who resumes his position as pur- 
chasing agent. He formerly 
represented the company in Mich- 
igan, Indiana, Ohio, Pennsylvania 
and New York, with _head- 
quarters at Perrysburg, Ohio. 


LEO P. FRISKE 


TEMPLETONE RADIOS 
NOW BEING PRODUCED 


The Templetone Radio Mfg. 
Co., 100 Garfield Ave., New Lon- 
don, Conn., reports that it has 
started making radios. Although 
| production will be limited for a 
|time, officials said, the first 
succeed F. C. Simonsen as gen- | Temple radio, model E 14, will 
eral manager and that L. P.| soon be in distributors’ and deal- 
Friske, field representative for | ers’ stocks. 





LAFFERTY 








MONTANA Implement and Hardware Association conven- 
tion at Great Falls, Nov. 15-17, elected Pete Hoekstra of 
Denton as president, succeeding T. J. Cheetham, Dutton. 
Other officers elected were Clarence Backlin, Bozeman, vice- 
president; directors, Otis A. Brende, Havre; Doyle Potts, 
Billings; George Ferris, Great Falls; R. E. Miller, Circle; Dave 
Dorward, Deer Lodge; Rock Hand, Helena, and ‘Bert Meg- 
quier, Dillon. C. M. Wall, Helena, is secretary-treasurer. In 
the photo, T. J. Cheetham, retiring president, hands the gavel 
to his successor, Pete Hoekstra, as C. M. Wall looks on. 
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/McALEER  “"""" 


PRODUCTS 


WERE AT WAR 


Shattering forever the axiom that o Naval force is 
cheined to its base, the fomous United States Task 
Force 58 roamed the Pacific at will. tts bold blasts at 
the Japs, including the March 1945 Inland Sea attack 
- mode U. S. Navel History. Parts for bomb racks, 
inter-ship communication telephone brackets, rocket 
fins and many other items vital to the attacking 
power of Navy ships and planes were made in the 
plant of E. J. McAleer & Co. This is one of the 
numerous ways that McAleer plont facilities were 
dedicated to the war effort. 





Ensemble 6071 
is illustrated 


BUY ANOTHER 
BOND 


DECEMBER 6, 1945 


(orriciac u. s. Navy PHOTO) 


PROFIT FOR PEACE 


It is to your advantage to know today that E. J. McAleer & 
Co. has been aware of Mrs. America’s wants in peacetime 
kitchen cabinet beauty and utility. It is on the basis of re- 
search in design and studied consumer preferences that many 
new McAleer kitchen cabinet and wardrobe styles are being 
developed today. This means that McAleer metal cabinets 
of the future will offer new and profitable merchandising op- 
portunities for you. Add to this our expanded plant facilities 
and increased production experience due to the war. It’s an 
unbeatable combination to help you successfully sell new 
McAleer Metal Cabinets— already nationally established by 
name and reputation as outstandingly high in style and quality. 


FOR SALE TODAY 


McALEER TOOL CHEST with TRAY 


You can merchandise these wonderfully constructed tool 
chests with profit to mechanics—the year round. Made in 
accordance with Army Ordnance specifications. Each chest 
features baked Olive Drab Enamel with high gloss. 21” long 
82" wide, 74" high. Net weight 13 lbs. Order through your 
jobber. If he doesn’t carry them send us his name and 
address or place your order direct with us. 


McALEER 


AND COMPANY, INC. 


1422 N. 8th STREET 
PHILADELPHIA 22, PA. 























Washing-lroning Machine Mfrs. 


Ask Repair Parts Price Relief 


Price relief on repair parts for | 


washing and ironing machines 
was asked Nov. 14 by the na- 
tional Domestic Laundry Equip- 


ment industry advisory committee 


meeting with Thomas Kelly, 
Washington, D. C., price execu- 
tive of the appliances and equip- 
ment branch, OPA 
goods division, in the Continental 
hotel, Chicago, Ill. The washing 
machine industry recently was 
granted a new increase of 7.7 per 
cent on its prices for finished 


consumer 


machines. The authorization did 


not cover repair parts, which re- | 


| main under the general maximum 
price regulation issued in 1942. 

Committee members pointed 
out that although repair parts 
were excluded from the autho- 
rized increase, cost and revenue 
data which were used to compute 
the 7.7 per cent increase included 
the repair parts business. 
nard J. Hank, president, Conlon 
Corp., Chicago, chairman of the 
committee, presided. 








EASE KAPOK SALES 


The war-time restrictions that 
governed the sale and delivery of 
kapok have been liberalized 
through amendment of M-85, the 
kapok conservation order, the 
CPA has announced. 

Although restrictions on the 
use of kapok of Java grades are 
still being retained, other types 
of kapok, which formerly could 
be used only for filling defense 
orders, are now freed from such 
control. This means that manu- 
facturers may now use kapok of 


cluded authorization for increas- 
ing inventories of kapok from a 


BIKE TIRE AND TUBE 
CEILINGS INCREASED 
FOR MFRS.-JOBBERS 


Three changes have been made 
in manufacturers’ and _ whole- 
salers price ceilings for bicycle 
tires and tubes in Amendment 10 
to MPR 435, effective Nov. 19. 
| Retail ceilings are not altered by 
| these changes. 
| The changes, 





in part, are: 


non-Java grades for such products | manufacturers’ ceilings for the 


as mattresses, upholstery, cush- 
ions and toys. 


most popular size standard grade 
synthetic bicycle tube, 26 by 


Amendment of M-85 also in- | 2.125 are increased seven cents 
; 








Sarplus Property Discount 
Given Non-Profit Groape 


Opportunity to buy surplus 
property at a discount has been 
granted to non-profit educational 
and public health institutions in 
a new regulation issued by the 
Surplus Property Administration. 
Under the regulation, disposal 
agencies shall allow from the 
“fair value” of the property, a 
discount of 40 per cent upon 
orders by or for educational or 
public health institutions. 

Other non-profit institutions 
may purchase at “fair value”— 
which is a price not to exceed the 
lowest price offered at any trade 
level at the time of acquisition. 

The regulation (SPA No. 14) 
is designed to channel surplus 
goods on the basis of need to non- 
profit school systems, libraries, 
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universities, research institutions, 
hospitals, medical or sanitational 
institutions. Property to be ac- 
quired on a preferential basis 
includes not only goods directly 
used for health and education, 
but those needed for operational 
purposes. In the case of schools, 
for example, this might include, 
besides desks and _text-books, 
plumbing equipment, heaters, ma- 
chines and laboratory supplies. 


In addition to acquiring goods 
on a preferential basis, any non- 
profit institution is entitled to 
compete for merchandise on the 
same terms and conditions as 
other classes of purchasers, when- 
ever surplus property is offered 
for sale on a competitive basis. 





30 days supply to 60 days supply. 


per pair. Other size tubes are in- 


| creased proportionately. Distrib- 


Ber- | 





| 








utors absorb the increases. On 
the main size tube, increased 
seven cents a pair at the manu- 
facturing level, wholesalers’ ceil- 
ings are raised four cents a pair, 
requiring absorption of three 
cents a pair by wholesalers. As 
retail ceilings are unchanged, re- 
tailers must absorb the other four 
cents. 

Other changes concern in- 
increases of approximately 20 per 
cent in manufacturers’ ceiling 
prices for various sizes of syn- 


thetic tire assemblies when sold | 


to bicycle manufacturers, and? 
ceilings on manufacturers’ sales 
of tires and tubes to brand 
owners. 


MORE METAL ITEMS 
FREE OF CEILINGS 
Additional metal items were 


among other products suspended 
or exempted from price control 










; by the OPA by Amendment 6 to 
| Supplementary Order 129—Ex. 
|emption and Suspension From 
| Price Control of Machines, Parts, 
Industrial Materials and Services, 
| effective Nov. 20... The metal 
| items, include reusable steel stor- 
lage tanks—MPR 411 and fine 
|and specialty wire. Also in 
| cluded were unwashed and wash- 
|ed wiping cloths. 








FARM HAME MFRS. 
GET ADDED RELIEF 
(Washington Bureau 
of HARDWARE AGE) 

Following OPA’s action in re 
voking all price controls on farm 
hames, CPA on Nov. 19 revoked 
Direction 1 to L-257-c which re 
quired hame manufacturers to 
produce and accept orders for a 
least as many hames in each of 
the third and fourth quarters o 
1945 as they produced in the 
second quarter. The direction 
was originally required becaus 
of a serious shortage of hames. 











SPA Announces Formation of Wholesale 
Industry Advisory Committee 


Formation of an overall whole- 
sale industry advisory committee 
was announced recently by the 
Surplus Property Administration. 
Composed of representative 
wholesalers from various parts of 
the country, the committee was 
formed to furnish information 
and advice and make recommen- 
dations to the administration in 
regard to the disposal of surplus 
government goods. 

W. Stuart Symington, Surplus 


Property Administrator, was 
chairman of the meeting at 
which the committee was or- 


ganized. Its members are: Henry 
J. Allison, president, Allison 
Erwin Co., wholesalers, Charlotte 
N. C.; Fred J. Bowman, vice- 
president, Wilson Sporting Goods 
Co., Chicago, Ill.; Leon J. Engel, 
vice-president, J. Engel & Co., 
Inc., Baltimore, Md.; Archie 
Goldsmith & Brother, Portland, 
Ore.; Frank L. Hereford, secre- 
tary- treasurer, Murray - Brooks 
Hardware Co., Ltd., wholesalers, 
Lake Charles, La.; George F. 
Hessler, vice-president, Graybar 
Electric Co., Inc., New York, 
N. Y.; A. S. Hunt, president, 








Hunt-Marquardt, Inc., Boston, 
Mass.; Edmond Orgill, president, 
Orgill Brothers & Co., whole 
salers, Memphis, Tenn.; Fret 
erick Quellmalz, vice-president, 
Ely & Walker Dry Goods G, 
| St. Louis, Mo.; E. T. Sickel, 
Lincoln Drug Co., Lincoln Neb; 
Denton Sparks, president, A. 
McClurg Co., Chicago, Il. 





LONG NAMED ASST. TO 
BOWLES, OPA HEAD 


The appointment of Norton £ 
Long as an assistant to OPA Aé 
ministrator Chester Bowles wa 
announced recently. Mr. Long 
will co-ordinate various maj0t 
OPA projects on assignment. 

“The first of these is the highly 
important building and housing 
program, which Mr. Long is pat 
ticularly well qualified to har 
dle,” Mr. Bowles said. 

Mr. Long went to OPA in May, 
1942, after several years of teach 
ing public administration, public 
opinion and political science # 
Harvard University, Mount Holy 
oke College, Louisiana State Unt 
versity and Brooklyn and Queet 
Colleges. 
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WALLACE L. POND, 
formerly director of sales of 
the Nicholson File Company, 
Providence, R. I., is 73 years 
of age and has spent a half 
century in the hardware busi- 
ness—all with the same com- 
pany. Born Feb. 8, 1872, Mr. 
Pond was first employed by 
the Nicholson organization on 
Nov. 2, 1895. in 1899 he be- 
came sales manager of the do- 
mestic sales department and 
in 1940 was elected director 
of sales. Mr. Pond has been 
identified with various phases 
of church work for many 
years. He has served for 25 
years as church school super- 
intendent of the Central Baptist Church of Providence; 
was president of the Rhode Island Baptist State Con- 
vention for four years and for several years was on the 
board of managers and a member of the finance com- 
Mittee of the American Baptist Foreign Mission Society. 
He also served for several years on the executive com- 
Mittee of the American Hardware Manufacturers Asso- 
tiation. His hobby is woodworking in a home craft hobby 
shop equipped with woodworking machines and special 
ling equipment. 

(Continued on puge 164) 





WALLACE L. POND 


DECEMBER 6, 1945 











Left to Right: 
No. 94 MATCHLESS Screw Driver 
No. 97 MATCHLESS Heavy Square 31/2” blade 
No. 100 MATCHLESS Shock Proof 
No. 98 MATCHLESS Cabinet 


Portract of a 
‘““‘CHAMPEEN’” 


This Number 94 Matchless screw driver 
is the toughest in the business. From its 
snug screw-fitting blade up through the 
sturdy shaft to the steel butt that can 
take it, and come back for more... 
it’s an honest-to-goodness ‘‘Champeen.” 


Your customers will like the punishment 
it takes . . . and you'll certainly approve 
the profit it gives. Yes, Number 94 is a 

ber to r ber . . . and stock 
as it becomes more and more availiable. 





Bridgeport 


DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP. « 


MARK 





BRIDGEPORT, CONN. 
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To All Our Pre-War Customers: 


For the past five years we have had one 
customer—Uncle Sam. 


We supplied him with several million 


ANTI PERSONAL FRAGMENTA- 
TION BOMB FUZES 

4.2 MORTAR FUZES 

MECHANICAL TIME FUZES 

JELLY BOMB FUZES 

GROUND SIGNALS 

VARIOUS FUZE PARTS 


For our efforts we were awarded the 
Army-Navy E Flag and an additional star 
on same. 


Now we must get back into peace time 
production in order to take care of your 
requirements. This we are doing as rapidly 
as possible, and in our new modernly 
equipped plant located at Stiles Lane, 
North Haven, Conn., which is just outside 
of the City of New Haven, we expect to 
be in full production on our pre-war lines: 


RICHARD OILERS 

MASON’S TOOLS 

KNIFE SHARPENERS 
THREE-IN-ONE GARDEN TOOL 
LINE TIGHTENER 
HANG-UP-HOOK 

SINK DRAIN PROTECTOR 


and hope to be able to fill orders the day 
we receive them, as heretofore, starting 
shipments within the next four to six weeks. 


In addition we are planning on adding to 
our line various new numbers which we be- 
lieve will be of interest to you. 


THE PRINTER WILL DELIVER TO US 
VERY SHORTLY OUR NEW CATALOG, 
WHICH WE WILL BE VERY PLEASED TO 
MAIL TO YOU ON REQUEST. 


Looking forward to the resumption of the 
previous pleasant business relationship we 
had with you, and hoping that it will be 
mutually profitable, we are 


Very truly yours, 
THE ATLAS-ANSONIA CO. 

STILES LANE 
NORTH HAVEN, CONN. 





PAUL N. ALLEN, presi- 
dent of Kirk & Allen Co., 
Jamestown, N. D., has spent 
52 years in the hardware busi- 
ness and is at present 73 
years of age. Mr. Allen was 
born Oct. 5, 1873, in Salem, 
Ohio, where his father had a 
hardware store under the 
name of Kirk, Allen & 
Thomas. In 1882 his father 
moved to the new Dakota 
Territory and became a mem- 
ber of the hardware firm of 
Kirk, Allen & Hathorn in 
Jamestown. Mr. Allen be- 
came identified with the firm 
in 1893 as a bookkeeper. In 
1897 he purchased an interest 
in the firm whose name was changed to Kirk & Allen. 
The firm was incorporated under the name of Kirk & 
Allen Co. in 1918 and he became vice-president until the 
following year when, following the death of his father, he 
became president. Mr. Allen is a former president of the 
North Dakota Hardware Association. He has also served 
on the board of directors of the James River National 
Bank of Jamestown. He is a charter member of the 
Jamestown Rotary Club, was a member of the advisory 
board of the local Salvation Army for 15 years, is a 
Past Exalted Ruler of the Jamestown Lodge of Elks and 
belongs to all of the masonic organizations in James- 
town. Baseball is his hobby and in his youthful days he 
was a player on the local teams. 





PAUL N. ALLEN 


Oo O oY 


THE WITTE HARDWARE CO., St. Louis, Mo., 
wholesale hardware distributors, occupies an unusual 
place in the annals of The Harpware Ace Fifty Year 
Club, for in this issue four of its executives become mem- 
bers of that honorary organization at one time. They 
are as follows: 


‘i 


4 
. 


V 









GEORGE E. RAHING CHARLES H. CARPENTER 
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CONRAD HARTMANN, president, is 68 years of | 
age and completed a half century with the company on | 
June 1. He has been with the company for the entire 
period of his business life. Mr. Hartmann entered the | 
employ of the firm in 1895 as a stock boy and worked 
through all departments of the business. He became a 
salesman in 1902 and was elected manager of the city 
sales department. He was elected secretary and treasurer | 
of the company in 1935 and became its president in | 
December of 1940. The outdoors claims him in his leisure | 
moments and his hobbies are hunting and fishing. | 


CHARLES H. CARPENTER, vice-president and di- | 
rector of sales, is 69 years of age and has been identified 
with the hardware business for 54 years. Mr. Carpenter | 
entered the field in January, 1891, with the Simmons | 
Hardware Co. of St. Louis. He worked first in stock and 
oa then in both the hardware and sporting goods depart- 
ment for that firm and traveled for them in northern 











| Allen. Indiana and northwest Ohio until 1899. On September 15 
Kirk & of that year he entered the sales department of the Witte 
ntil the Hardware Co. and represented the firm in the central 
ther, he Missouri territory until he was placed in charge of the 
t of the company’s sales in December, 1919. He was elected 
) served vice-president and a member of the board of directors in 
(ational February, 1935. Fishing and farming are his hobbies. 

of the 

dvisory GEORGE E. RAHING, vice-president, is 65 years | 
8, is a of age and has been with the Witte organization since 
lks and his introduction to the hardware business on Aug. 16, 
James- 1895. He was first employed as an office boy, worked in 
days he the various departments and became a city salesman 


later becoming director of city sales, a position he holds 
in addition to a vice-presidency. | 


F. WILLIAM RAHING, buyer and manager of the 





s. Mo.! cutlery department, is 72 and has been in the hardware 
business for 53 years, all of which have been with the 


unusual , ere . 
y Year Witte organization. He started as a stock boy in the | 
: an cutlery department in 1893 and has for many years been | 
| They buyer and manager of that department. He is also a | 


devotee of the great outdoors and says that fishing is 


his hobby. 















PENTER CONRAD HARTMANN F. WILLIAM RAHING | 
E AGE DECEMBER 6, 1945 







CHENEY 


Nail-Holding Hammers 







































Cheney Nail Holding Hammers 
make nailing jobs much easier 
for carpenters, millwrights and 
maintenance men. Less strokes 








per Nail, often no ladders re- 
quired. For nailing in the hard- 






to-get-at places, no hammer but 
a Cheney can do the job as well. 
Cheney Nail Holding Hammers 
are first quality in every detail 
—the pride of the tool chest. 


HENRY CHENEY HAMMER CORP. 
LITTLE FALLS, N. Y. 
SALES OFFICE: 217 BROADWAY, NEW YORK 7, N. Y. 













AGAIN, 
BACH BRIGHT 
CHROMIUM PLATED 
CABINET HARDWARE 


NATION dete WN tocs ¢°o 


GL Z As 7 CABINET HARDWARE 


















more complete=- 
more profitable 
than ever... 


Available in four “styled to sell” matched sets. 
Four different modern display boards and assort; 
ments in all price ranges. Stock assortments include 
only styles and colors that sell best. Chromium 
Plated items with or without Black or Red trim are 
mounted on display boards. Not necessary to carry 
colors or designs that are “slow sellers.” All items 
individually packed in attractively printed envel- 
opes, cartons of uniform size — neatly labeled. 


profit-packed 
assortments 





Investigate this popular Cabinet Hardware line — 
priced to sell on sight with a big profit margin for 
you. Sales promotion material, trade paper adver- 
tising and direct mail will make this the most pop- 
ular and profitable Cabinet Hardware 
line for you to sell. Send for dealers 
and jobbers catalog folder. 


NATIONAL LOCK COMPANY 


Builders Hardware Division Rockford, Illinois 








| Mutual Fire Insurance Companies. 


Reinforced top—extra strength to 
| stand up under rough treat- 


| ty—can’t stay open. 


| terior—no place for clothing to 


| much easier. 













GLAD RAG 
GLAD RAG 
GLAD RAG 
GLAD RAG 
GLAD RAG 


Silver Polishing Cloth 


#2 and $7 


Furniture Dust Cloth 


#4 and gil 


Auto Wiping Cloth 


ets 


Window Wiping Cloth 


#16 


Woodwork — Cloth 


fie 


































GLAD RAG PRODUCTS CORP. 
305 E. 





43rd St., New York 17, WN. Y. 


GMTED STAT! 





You sell safety aud durability 
uten you agfer 


10) \ 8 10) °3) - 


BRAND 


OILY WASTE CANS 


Constructed in accordance with Un- 


Approved by Associated Factory 





ment. Gravity closing for safe- 


Opening mechanism hugs can ex- 


catch. 


Man-size handles—securely rivet- 
ed, make moving and handling 







Full apron body amply ventilated for 
cir circulation. Firm foundation 
eliminates tipping. Constructed 
of galvanized steel. 


ROCHESTER CAN COMPANY 


82 GREENLEAF STREET ROCHESTER 9, N. !. 
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LOOK how X-acto Knives 
help you wrap up 
EXTRA holiday profits 











Yes, we’re back on the job... again filling the 
needs of people who insist on sure, depend- 
able USALITE Flashlights and Batteries. 
Very much in evidence in the USALITE line 
is the experience of many years in quality 
flashlight and battery manufacture... plus 
the added knowledge gained in supplying 
huge quantities of USALITE Flashlights and 
Batteries to our Armed Forces. 
There’s profit, customer satisfaction in sell- 
ing USALITE Flashlights and Batter- 
ies. Order from your jobber today. 
“A” & “B" Batteries for Portable Radios 














SWIveL- 


FLASH ) Hobbycrafter’s Dream Gift 
LIGHT. 
an et X-acto De Luxe All-Metal | maker, sportsman, teacher, 


Goonies nial Knife Chest — retails at $5. | hobbycrafter, or family fixer- 
steps . Three firm-grip X-acto | upper. A gift item that almost 
NO. SW-22 . . . . 
NO. 78 CELL Knives, with wide assortment | sells itself for every man and 
FRESH DATED! || of scalpel-sharp, interchange- | boy (and plenty of girls) in 
TT able blades, in a handy | town. And to help you build 
FLASHLIGHTS .....BA ERIES | wooden chest. A really thrill- | up holiday profits, we offer 


UHTED STATES ELECTRIC MFG. CORP. Factory and Exec. Off.: New York 11, N.Y. Branch Off.: Chicago7, Ill. ing gift for every artist, model | X-acto dealers these . . . 


3¢ SPECIAL CHRISTMAS SALES HELPS (7% 


GAY GIFT WRAP FREE NEWSPAPER MATS 


An attractive paper wrap-around For use in your own local adver- 
with the greeting “For a Merry tising. Complete ads or merchan- 
Christmas and a Hobby New dise cuts alone. 

Year’. Fits Knife Chest precisely. 








NATIONAL ADVERTISING 

FREE DISPLAYS This De Luxe Knife Chest will be 
Striking displays to create featured in X-acto’s own adver- 
impulse sales and stimulate larger tising in a wide list of hobby and 
unit sales. other consumer magazines. 








T 


TOOLS, T00 —Sander, Balsa Stripper, Hand Drill & Pin Vise, Planer, 
and Hobbycrafters’ Saw—these X-acto precision hobby tools are fine 
companion items, or gifts in themselves. 


PROTECTED PROFITS — x-acto’s Fair-Trading policy, and insistence on 
price maintenance, keeps your business and profits both on a high plane. 


Yours for a Hobby Christmas and a Prosperous New Year 


* 
X-Acto wu 
&TOOLS 
Holt precision-built floor maintenance equip- | X-acto Crescent Products Co., Inc. 
: 440 Fourth Avenue, New York 16, N.Y. 
ment stands up under hardest usage. These *Reg. U.S. Pat. Off. 
- . o —_—— a ee ee ee ee 
pre-war quality machines are today available 
to dealers for rental purposes. Why not plan 


now to add this money-making service to your 
store’s business. Write for full information. 











Alfred Field & Co. (Sole Distributors in the Hardware Field) 
93 Chambers Street, New York 7, N. Y. 


Please send me complete information on X-acto 


Knives and Tools. 


Address all inquiries to Oakland headquarters 


HOLT MANUFACTURING CO. 


OAKLAND, CALIFORNIA NEWARK, NEW JERSEY CITY & ZONE 
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Yankee tools —North Bros. 
Mfg. Co., Philadelphia, Pa., issued, as 
of Nov. 1, its Price Schedule 14 to 
wholesalers, with increased prices on 
Yankee tools f.o.b. Philadelphia. The 
inereases range from 12% per cent on 
bit braces to 15 per cent on = screw 
drivers, hand and breast drills and ac- 
cessories, and 20 per cent on ratchet 
tap wrenches, bench and chain drills, 
drill chucks, vises, clamps, bit exten- 
sions, offset tools and a few miscel- 
laneous items, The company announces 
that these price adjustments comply 
with OPA order No. 5 under Supple- 
mentary Order 133, and calls attention 
to the fact that, despite a maximum of 
20 per cent increase on all Yankee tool 
prices being authorized, only on part 
of the line is that full advance now 
actually issued. 


7 x - 


Tank balls—-An advanced price 
schedule was issued Nov. 5 by Ameri- 
ean Rubber Products Corp. on their 
CopRtop Tank Balls—approved Sept. 
21, it says, by OPA order under Price 
Regulation 149. The consumer price 
will remain at 50 cents each, and the 
price to dealers will be at $3.04 per 
dozen 

« * * 
Cooking and heating stoves 
By OPA ruling, effective Nov. 10, 
manufacturers of household cooking 
and heating stoves other than electric, 
and of thermostats for use on such 
stoves, may apply for price adjustments 
under the reconversion pricing orders 
of July 23 without showing that their 
production was curtailed by half or 
more from 1941 to 1945. 


* * * 


Rubber Heels—Retail ceilings 
for standard grades are 30 cents a pair 
for men’s whole heels; 25 cents a pair 
for men’s half heels and boys’ whole 
heels, and 20 cents a pair for women’s 
and junior heels. Ceilings are five cents 
a pair less for competitive grade heels. 
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Ceiling prices already established for 
higher quality rubber heels sold in in- 
dividual packages for the home trade 
will apply when the same heels are sold 
em pre Amendment 14 to MPR 
77, effective Nov. 28. 


of * oe 


Electrical fibre conduit and 
fibre pipe—An increase of 11.5 per 
cent in manufacturers’ maximum net 
prices effective Nov. 21 under Amend- 
ment No. 16 to Order No. 1, Section 
25 of MPR 592. 


* * * 


Power mower, hedge trim- 
mer—Ceiling prices, effective Nov. 9, 
under MPR 188, were announced for 
a power mower and a hedge trimmer 
made by Pioneer Gen-E-Motor Corp., 
Chicago. Ceilings are: power lawn 
mower model P-20, sales to dealers, 
$86.25, and to consumer, $115.00, and 
on model P-17 hedge trimmer, sales to 
dealers, $20.65, to consumer, $29.50. 


. % ae 


Batteries and chargers — Ef- 
fective Nov. 15, eight types of storage 
batteries declared surplus by the signal 
corps were given price ceilings by OPA 
for all sales in civilian channels—rang- 
ing from $3.39 to $28.34 at retail, and 
from $2.26 to $18.89, f.o.b. shipping 
point for sales to industrial users and 
retailers. Ceilings also were established 
by OPA, effective Nov. 16, for new 
battery chargers declared surplus, and 
sold by the government for civilian use. 
Ceilings are $21.50 each at retail and 
$16.00 each on sales to retailers and 
industrial users. 


Hames—Removed from price 
control by the OPA, effective Nov. 13, 








under Amendment 6 to Supplementary 
Order 126—Exemption and Suspension 
of Certain Articles of Consumer Goods 
Following OPA 
action the CPA has revoked its direc- 
tion to limitation order L-257-c, which 


from Price Control. 


required hame manufacturers to pro- 
duce and accept orders for at least as 
many hames in the fourth quarter of 
1945 as they produced in the second 
quarter. 


a aD tt 


Bicycle tires—Certain manu- 
facturers’ and wholesalers’ price ceil- 
ings for bicycle tires and tubes have 
been increased by OPA, including a 7- 
cent increase a pair for the most popu- 
lar size standard grade synthetic bicycle 
tube, and approximately 20 per cent for 
various sizes of synthetie bicycle tire 
This amendmtnt to price 
regulation 435 became effective Nov. 19. 


assemblies. 


” * w 


Mill-work and mouldings — 
Amending price regulation 525 on Nov. 
21, OPA has established percentage 
mark-ups, in detail for jobber sales of 
Douglas Fir and Redwood stock mill- 
work. On the same date, under price 
regulation 601, OPA _ established a 
method by which jobbers may figure 
uniform ceilings for mouldings. This 
new OPA regulation brings together for 
the first time all established ceilings for 
sales of softwood mouldings by manu- 
facturers and other distributors. Effec- 
OPA had ruled that con- 
tract sales of special and made-to-order 
mill-work may not be made at prices 
higher than the sellér charged in March, 
1942. 


tive Nov. 5, 


es 8 8 


Gypsum sheathing—On Név. 
15, OPA announcd a revision in Price 
Regulation 592, advancing the ceiling 
price (from manufacturers to dealers) 
on sales of water-repellent gypsum 








ADVANCES 


Certain hand tools. Gypsum sheathing. Cotton duck. Bicycle tires, tubes. 
One line tank balls. 
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_— This High-Quality, High-Profit BRASS PADLOCK, 





arter of 
e second 


Precision-Built for the U.S. Armed Forces 


n manu- 
tice ceil- 
bes have 
ae Here’s a b dlock that will sell 
“a aibe ere’s a brass padloc at will se 
c _ . on sight. It was built to the exacting 
cent for . ‘. P 
vile thee ' specifications of the United States 
. “-" \ Be a nN Army and has given outstanding serv- 
NOV. . < \ 

ice the world over under .the most 
lings — Z punishing conditions of climate, tem- 
on Nov. be ; peratures and hard use. 
‘rcentage : 
sales of R - h 
ck mill- | 3 emember, your customers have long 
ler price \ been waiting for a padlock of this fine 
ished a . , 
y figure quality. Demand will be great... 
gs. This gr profits large. Order today from your 
ether for Eagle Lock No. 04281PS : é : 
lings for ...1%” extruded brass, , jobber for prompt delivery. No prior- 
y manu- pin-tumbler padlock with a ity is required 


Effec- case hardened steel shackle. 
hat con- 
-to-order 
it prices 
1 March, 


THE EAGLE LOCK COMPANY i 


SUBSIDIARY OF BOWSER, INC. 
—America’s FIRST Lockmakers— 


217 Eagle Street « Terryville, Connecticut 


CABINET LOCKS « PADLOCKS * NIGHT LATCHES » LUGGAGE HARDWARE « WOOD SCREWS « MACHINE SCREWS « STOVE BOLTS « SHEET METAL SCREWS « DRIVE SCREWS 
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THIS EYE-CATCHING 
BURGESS 
CAMPAIGN 


makes 16,000,000 favorable 















































impressions and sells batteries to 
readers of The Saturday Evening 
Post, Liberty, Outdoor Life and 21 


other favorite magazines! 







says 
HOMER G.SNOOPSHAW /AY 


YOUR FLASHLIGHT 


BURGESS 
BATTERIES 


RECOGNIZED BY THEIR 
STRIPES © REMEMBERED 
BY THEIR SERVICE 
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sheathing 
$25.00 per 1000 feet, f.o.b. 
plant, for standard sizes. 


(regular 44-inch type) to 
shipping 
In the case of 
sales to different classes of purchasers, 
and as to differentials on non-standard 
sizes, the revised price must reflect 
the former discounts or differentials. 
Resellers who purchase water-repellent 
gypsum sheathing from manufacturers 
at the advanced price, may adjust their 
maximum prices to the extent of their 
dollar-and-cent increase in cost. 
* vk * 

Nut and bolt pricing—Effec- 
tive Nov. 21, manufacturers of bolts, 
nuts, screws and rivets have been pro- 
vided by OPA with a procedure for ap- 
plying for individual ceiling 
justments. 


price ad- 
an appli- 
cant for price adjustment must show: 


To be eligible, 


(1) that he is currently suffering finan- 
cial hardship, and (2) that either his 
established maximum prices are below 
the general level of prices of other pro- 
ducers, or that “they impede production 
needed for orderly reconversion.” Manu- 
facturers also may apply to OPA for 
approval of price schedules that were 
not in effect during Oct. 1 to 15, 1941, 
the base date of the governing (No. 
147) price regulation. Formerly it was 
necessary for producers to calculate 
their maximum prices for each such new 
regulation’s 
Another change made is the 
discontinuance of the provision that re- 


item according to the 
formula. 
quired manufacturers to recompute 
maximum prices upon the basis of 
actual production experience. 
cd * * 

Cotton duck, etc. — Effective 
Oct. 24, OPA announced higher maxi- 
mum prices for manufacturers of cotton 
duck and a few other textiles, includ- 
ing filter twills and surgical dressings. 
In manufactureys’ quotations of num- 
bered duck, the percentage off the list 
becomes 28% per cent (instead of 3114 
per cent) in the higher-band group. The 
mark-up on single-fill and double-fill 
flat “ounce” duck is % cents per pound 
A similar % 
cents mark-up is allowed on wagon cover 


in the higher-band group. 


duck, while varying percentages of re- 
lief are detailed on hose and belting 
duck, enameling duck and oil-press and 
laundry-roll-cover duck. Industry com- 


ments indicate some disappointment 

that a still larger increase was not per- 

mitted after the long wait for relief. 
oa a * 

Wire mesh glass substitutes 
—Leading makers of plastic-coated wire 
window mesh have made known to their 
trade that this material is available 
again. It had been used in quantity as 
window material by the armed forces. 
The fall and winter seasons bring the 


largest demand for these “glass substi- 


tutes” fer civilian uses in poultry and 


hog houses, cold frames, hot beds, 
dairy barns and milk houses, as well as 
for sun porches and windows. Paraf 
fine-coated cotton fabrics, and textile- 
mesh cellulose-coated glass substitutes 
also are now available, and with their 
varied pricings, these cover a wide 
range of requirements for “winter-proof 
ing” about the farm and the suburban 
home. 
- + ? 

Steel production — Steel ingot 
production for the country was up for 
that week according to the Nov. 22 issue 
of The Iron Age to 82 per cent of ca- 
pacity, “With new steel buying continu- 
ing at a higher level, though lower than 
wartime peaks, order volume for 1945 
will probably exceed that of 1944 by 15 
per cent. Some large producers who 
have encountered production difficulties 
report an excess of orders over ship- 
ments amounting to 50 per cent. This 
does not include a large amount of busi- 


ness being refused because of filled 
rolling mill schedules.” 
+” * + 

Fertilizer orders — Farmers 


were requested recently by the United 
States Department of Agriculture to do 
their fertilizer buying early. In advis- 
ing farmers to make sure they will have 
their fertilizer on hand when needed, 
L. B. Taylor of the Production and 
Marketing Administration, stated that 
“while supplies of raw materials to 
make fertilizers are estimated to be 
slightly more than in the 1944-45 sea- 
son, there is the possibility of produc- 
tion and delivery congestions which will 
be more acute if farmers wait to the last 
minute to order out their fertjlizers.” 
* . * 

Chain, mail order sales—The 
U. S, Department of Commerce reports 
that chain store and mail-order sales for 
September were estimated at $1,313,000,- 
000 for September which brought the 
total dollar volume to $11,192,000,000 for 
the first nine months of the year. These 
totals represent a decrease of two per 
cent for September and an increase of 
two per cent for the nine-month period 
over the corresponding periods of 1944. 

* . * 

Rubber in reconversion — A 
CPA Bulletin of Nov. 9 reminds that in 
two years, the United States created a 
synthetic rubber industry capable of 
producing 1,200,000 tons of synthetie 
rubber a year. Use of synthetic. rubber 
has jumped from only one per cent in 
the rubber products made in 1941 to 85 
per cent in the products being made this 








Latest News on 
RECONVERSION 
on page 162 
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year. Today, production for civilian 
seers is climbing, but has not yet 
reached the expected or intended levels, 
so fationing must continue temporarily. 
Tires, tubes and thousands of other 
rubber products must be produced to 
supply a nation that has been starved 
for rubber goods. There is a tremendous 
pent-up demand for these products for 
civilian transportation, industrial use 
and household consumption. These de- 
mands will keep even the greatly ex- 
panded producing facilities busy for 
many months to come. The most seri- 
ous “component” shortage toward rub- 
ber-goods output is that of broad-woven 
cotton textile fabrics, for whose lack 
production of rubber mechanical goods, 
footwear, coated materials and other 
items is being curtailed and, in some 
instances, threatened. The present tex- 
tile controls in Order M-317-a give pref- 
erence to certain export requirements 
and to manufacturers of bags, and of 
low-priced clothing. The rubber indus- 
try has recommended that this order be 
revoked, permitting equal treatment for 
all consumers of important cotton 
fabrics. 
* * ~ 

Gum and wood rosin — CPA 
says that, despite the relaxation of mili- 
tary demand, rosin will continue in 
short supply through the current crop 
year, which ends March 31. Demand 
for both gum and wood rosin, if all 


civilian needs were met, would approxi- . 


mate close to 2,000,000 drums. or almost 
50 per cent more than allowed quotas, 
according to CPA. Among the increased 
demands are those for paper and paper 
sizing and for synthetic rubber. There 
are continued shortages of natural 
tesins for which rosin may be substi- 
tuted, and a greater trend to substitu- 
tion of rosin for fats and oils in paints, 
varnishes, etc., and in soap. Rosin is 
also in demand for insecticides, disin- 
fectants, printers’ ink, adhesives, lino- 
leum, and floor coverings, asphalt, etc. 


* * * 


Lamp sales prospects—Fore- 
casting a new high record for lamp 
sales in the next three years, topping 
even the unprecedented demands of war- 
time, Ralph C. Stuart, vice-president in 
charge of the Lamp division of the 
Westinghouse Electric Corp., Bloom- 
field, N. J., announced an equipment 
‘xpansion and modernization program 
involving $4,700,000. Market surveys, 
he said, indicated that total Westing- 
house lamp sales in the domestic mar- 
ket next year will more than double 
dollar value sales in 1939. 

a * * 

Marlin guns—Mounting orders 
for all models of sporting firearms indi- 
cate that this country, as never before, 
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5-million war brides 
havent seen a new one! 
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Many million more wives 
wanting one, until now, 
could not afford IT... 
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Some, because they’ll con- 
tinue to hold down jobs in 
peace, as in war... 


“IT” is the new Hamilton Beach 
Food Mixer—the only mixer 
with both easy portability and 
finger-tip bowl control! Hamil- 
ton Beach dealers know there 
are prospects galore among 
their regular customers. With 
a quality product backed by 
consistent wartime advertising, 
with bigger and better promo- 
tion to come, they’re sure to 
sell plenty of new customers as 
Hamilton Beach Com- 
pany, Division of Scovill Manu- 
facturing Co., Racine, Wisc. 
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All crave the faster, easier 
cooking methods IT pro- 
vides... 
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Others, because kitchen 
work is far from easy—the 
less of it, the better. 
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“HAMILTON (2:4) BEACH 
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MANDEE ~ ,32°%,2%. 


The original hand tool and today’s finest for work 
on any metal, alloy, plastic, wood, horn, bone, 
glass, etc. 

Fits the hand comfortably, 





perfectly balanced. 


Weighs only 12 ounces—it's the “non-fatiguing” 
tool, And, Handee’s usefulness is as extensive as 
the number of quick and easy-to-change acces- 
sories on hand—300 to choose from. 


Operates om AC or DC current at 25,000 +.9.m. 


$18.50 


Nationally advertised, 
with 7 accessories 





<— FC 


ULTRA DE LUXE SET 


A big Christmas seller and profitable the year 
round. Every man and boy wants this set. 
Strong carrying case contains Handee and 45 of 
the most popular accessories to grind, drill, polish, 


Sie “aca sinned’ er $25.00 
BUILD A STEADY BUSINESS 


IN ACCESSORIES 
with this new Display Case 





Glass covered, keeps stock clean and in order. 
Customer can make his own selection from this 
complete display. He can actually see 87 different 
varieties of accessories with Ee lainly marked. 
Storage space inside for ad lenel © > 

It’s a real money maker for dealers. 

Write today for special deal on 
Accessory Case and contents, 


CHICAGO 
WHEEL & MFG. CO. 





Makers of Quality Products for 50 Years 
Monroe St., Dept. HA 
Chicago 7, ill. 


1101 W. 


























will be a “nation of gun toters,” accord- 
ing to Roger Kenna, vice-president in 
charge of sales at the New York office 
of the Marlin Firearms Co. “Patience, 
however,” he warned, “must continue to 
be the watchword of hunt, skeet and 
target shooters and outdoor men in gen- 
eral, as far as new guns are concerned. 
Still behind expected production sched- 
ules, Marlin’s New Haven plant reports 
that it will be well into 1946 before we 
can possibly begin to fill new shot gun 
orders, currently, assembly finishers are 
concentrated on the low cost .22 caliber 
rifles.” 
a * 

Norge refrigerators Pros- 
pects for a near-future return to “nor- 
mal” operating conditions in the two 
Muskegon area plants of the Norge di- 
vision, Borg-Warner Detroit, 
Mich., “appear bright,” Howard E. 
Blood, Norge president, declared follow- 
ing termination of strikes at two fac- 
tories, 


Corp., 


Present plans of the company 
call for production of all refrigerator 
compressor units in the Muskegon plant, 
strikebound since July 24, and for out- 
put of refrigerator cabinets in the 
Muskegon Heights plant which has been 
shut down since Sept. 8. “We are mak- 
ing every possible effort to push recon- 
version and production so that refrig- 
erators will be rolling from our lines in 
the very near fuutre,” said Mr. Blood. 


* * * 


Surplus goods sales—The Sur- 
plus Property Administration reported 
recently that Government surpluses 
originally costing $89,198,000 were dis- 
posed of in October at a price of $33,- 
054,000. 

a 7 - 


Construction materials—Pro- 
ducers of brick, sand, gravel, crushed 
asphalf and asphalt products, 
gypsum and gypsum products and allied 
construction materials, and refractories 
with gross annual sales of $1,000,000 or 
less, hereafter may make application for 
adjustment in their ceiling 
prices to their nearest regional office of 
OPA. 


tive Nov. 5. 


stone, 


needed 
That agency so announced, effec- 


> il * 


Electrical wire—tree bulbs— 
Electrical wire insulated with natural 
rubber latex is back on the civilian pro- 
duction list after a three-and-a-half year 
wartime blackout, says a spokesman for 
the United States Rubber Co. In re- 
suming production of this wire the com- 
pany will utilize natural rubber formerly 
set aside for the insulation of wire for 
the armed forces. It comments that, dur- 
ing the war the army and navy used 
more than 1,500,000 miles of insulated 
wire—enough to encircle the earth at 
the equator 60 times. General Electric 








reports reconversion of its lamp depart- 
ment about completed, and says that 
Christmas tree bulbs will be back on 
store shelves this season, although sup- 
plies will be “quite limited.” Along 
with the Christmas bulbs, 50 and 735- 
watt inside frost lamps, 50, 100 and 
150-watt medium base lamps, colored 
fluorescent and lumiline lamps, all dis- 
contined in 1942, are in production 
again, and several new types of lamps, 
such as the slimline and circline fluo- 
rescent bulbs will be manufactured. In 
the company’s 1946 program, there will 
be particular emphasis on the develop- 
ment of fluorescent lighting, sealed beam 
headlamps for new cars and photoflash 
lamps. 
* > 7 

Gift lines—Reviewing the gift 
supply situation, approaching the holi- 
day season, a recent nation-wide survey 
reports as to: 

Sporting Goods—Not many rods and 
reels. Synthetic golf balls in limited 
supply, but no golf clubs. 

Toys—Token showing of wheel toys, 
electric trains, mechanical toys. Few 
metal and rubber toys, more plastics, 
plenty of wooden types. 

Radios—Limited quantities of table 
models with plastic cases. 

House Furnishings—No new lamps. 
Decorative accessories in fairly good 
supply. Furniture stocks low. Some 
sterling silver flatware. Plated flatware 
in complete sets and limited designs. 

Appliances—Moderate amount of elec- 
tric irons, heating pads, toasters, perco- 
lators, coffee makers, grills, electric 
shavers and wafile irons. 

Stationery and Writing Sets—Reason- 
able supply of lower priced items. Popu- 
lar-priced fountain pen and pencil sets 
more plentiful. 

Photographic Equipment—Good sup- 
ply of film. Cameras scarce. Fair sup- 
ply of enlargers, movie projectors and 
camera accessories. 

Leather Goods—Luggage and hand- 
bags limited. Good quantities of small 
items. 

Jewelry—Ample fine and costume 
Substantial inventories of 
Limited number of 


jewelry. 
Swiss watches. 
American watches. 
> * 7 

Publicizing travel — Travel 
interests will launch a “Victory Vaca- 
tion Year” starting next June 1, under 
the auspices of the National Association 
of Travel Officials. According to the 
association committee in charge, hotel 
and transportation associations feel that 
current congested conditions will “taper 
off” sufficiently by that date to permit 
an all out promotion looking to the de- 
velopment of a $10,000,000,000 annual 
travel business. This volume, it is. esti- 
mated, will provide employment of 
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nearly 2,500,000 persons in transporta- 


tion and service industries. The group 
will urge every business having anything 
to do with travel—including automobile 
and tire companies, retail stores, and 
manufacturers of sports equipment—as 
well as all resort and travel interests— 
to refer in their advertising to “Victory 
Vacation Year,” using the slogan 
“you've earned it, now enjoy it.” 


* * * 


Dealer sales—Sales of inde- 
pendent retail merchants were up 15 
per cent in Oct., 1945, over Oct., 1944, 
and showed a similar gain for October 
over Sept. this year, according to pre- 
liminary data released Nov. 21 by J. C. 
Capt, Director of the Census. These 
data are based upon reports from 11,411 
independent retail merchants in 34 
states. Sales increases for Oct., 1945, 
over Oct., 1944, were reported by all 
kinds of businesses. Hardware stores 
scored 17 per cent gains, says the re- 


port. 
* * * 


E. C. Atkins, 90 Years 
In Business, to Build 
New Factory 
And Offices 


(Continued from page 132) 


building machinery. In later years 
the number of Atkins patents in- 
creased, many being secured by the 
late H. C. Atkins on machinery and 
mechanical devices that cannot be 
found in any other manufacturing 
plant in the world. 

The new plant will cover an area 
of approximately 500,000 square 
feet, with the entire present struc- 
ture of the Atkins company now oc- 
cupying a two-block area adjoining 
the downtown section of Indianap- 
olis to be replaced. The entire lay- 
out will be arranged to provide for 
straight line production throughout 
the plant, production to be com- 
pleted on the same level and in the 
same production zone as it origi- 
nated. H. C. Atkins, Jr., vice-presi- 
dent in charge of manufacturing, 
who joined the organization in 1922 
had personal charge of the develop- 
ment of the new production line. 
Present plans call for expenditure 
of $1,500,000, but the figure may 
later reach or exceed $2,000,000. An 
earlier building plan was _inter- 
rupted by America’s entry into the 
war, although the program which 
would have been put into effect at 
that time was not as extensive as 
the present one. Executive offices 
will be housed in a modern unit on 
the site of the present office build- 
ing at South and Illinois Sts. 
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“Sure... sure, they're scarce. But, personally, 
I think Casey’s overdoing it!” 


BOSS Engineers Special 


for veteran railroaders 


Okay! . . 


Casey is overdoing it! 
) 


. okay! 


... but those gloves are priceless! 
On long hauls or short runs, passengers o1 


freights, wherever trainmen travel they need 


Boss Work Gloves for hand protection. And right now Boss 
is working overtime to overcome critical shortages 

and give you more work gloves for your 

customers. Meanwhile, Boss assures 

your fair share of present supplies 


through regular shipments to distributors. 


56 YEARS OF HAND PROTECTION! 





THE BOSS MANUFACTURING COMPANY, KEWANEE, ILLINO 
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An AUTOMATIC 
ts 


A Monitor Sky Power windmill is de- 
signed to take care of itself, even in 
severe weather. The exclusive Monitor 
Wind Governor automatically regulates 
pumping speed in any wind velocity, 
from a gentle breeze to a stinging gale. 
No more racing out of con- 
trol; Monitor Sky Power 
windmills adjust themselves. 


AUTOMATIC 
WINDMILL WATER SYSTEM 


On hundreds of farmsin your ter- 
ritory you can attach a Monitor 
motorless water system to the 
windmills you sell. Pressure tank 
and automatic controls will soon 
be available. 

Contact farmers now, and sell a 
Monitor Sky Power windmill as 
the first step in a complete farm 
running water system. 















=m) 


XZ 
\ 


SHY POW 53 
WINDMILL WATER SYSTEM 


THE € Wonitor LINE 


WELL WATER SYSTEM 
HAND PUMP 


BAKER MANUFACTURING CO., 
EVANSVILLE, WIS. 
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War and Post-War Distribution Costs 


(Continued from page 108) 


1939 shows that for all manufac- 
turers the cost of raw materials, 
fuel and purchased energy repre- 
sented about 57 per cent of sales 
and the remaining 43 per cent was 
needed for labor, other costs and 
profits. In retail accounting terms, 
we could say that the gross margin 
of these manufacturers was 43 per 
cent. In the same year, the gross 
margin of representative department 
stores was 36.9 per cent. Now obvi- 
ously it would be quite senseless to 
argue about relative efficiency on 
the basis of such margin data! The 
analogy can, of course, be over- 
drawn; but it shows the great need 
for more searching examination of 
comparative costs of production and 
marketing. 


* 


Greater Caution Needed 


Perhaps these general observa- 
tions will indicate the need for 
greater caution in interpreting mar- 
keting cost statistics. They may 
contribute to a better understanding 
of these costs during the war and 
post-war periods. During the war, a 
very substantial part of the na- 
tional output was sold directly or 
indirectly to the Government. War 
goods were doubtless marketed at 
low costs if we exclude costs of 
transport to zones of use, storage 
and other costs pending final con- 
sumption. The civilian part of our 
production was marketed under ab- 
normal cost conditions. Wartime 
restrictions reduced or eliminated 
supplies of many types of goods. 
Distributors’ operating mainly in 
these restricted lines had large in- 
creases in selling expenses. In some 
cases, they were able to maintain 
themselves by adding new lines; 
but in many cases, they disappeared 
from the marketing organization.‘ 
These were the exceptional cases 
because the volume of retail and 
wholesale trade rose sharply with 
the great expansion in national in- 
come payments. Where available 
supplies and prices were sufficient 
to permit rapid expansion of sales, 
marketing costs as percentages of 
net sales declined substantially. 

This was largely a temporary de- 
velopment. During the war many 
expensive services were eliminated; 





* Bowen, Howard R., Paden, Donald W., 
and Wimsatt, Genevieve B.: “The Busi- 
ness Population in Wartime.” Survey of 
Current Business, May 1944, p. 9 


5 Teele, Stanley F.: “Operating Results 
of Department and Specialty Stores in 
1943.” Harvard University, Bureau of 
Business Research, Bull. No. 119, p. 5. 


promotional and other advertising 
expenses were curtailed; and dis- 
tributors with heavy fixed expenses 
were able to achieve substantial in- 
creases. in net profits before taxes. 
Operating data for the department 
store industry’ during the war pe- 
riod will serve to illustrate the 
trend of operating expenses as per- 
centages of net sales. 

The average gross margin for de- 
partment and specialty stores in 
1940 was 36.9 per cent of net sales; 
it rose to 38.7 per cent in 1942; 
and it declined to 38.4 per cent in 
1943. The gross margin in 1942 
was higher than in any of the pre- 
ceding 13 years. From 1929 to 1933, 
the range was from 33.1 to 33.5 per 
cent; and from 1933 to 1941, 35.6 
to 36.9 per cent. The higher gross 
margin reflects in part the need for 
additional profit to maintain net 
income after taxes, but the main 
reason for the increase was prob- 
ably the changing composition of 
the business. Many low priced lines 
of merchandise disappeared; and 
the consuming public demanded 
more expensive goods. Reduction 
of markdowns and smaller returns 
and allowances were also contribut- 
ing factors. These were characteris- 
tic changes in a wartime economy. 


High Fixed Expenses 


The department store industry 
normally has high fixed expenses. 
When sales rise sharply, its ex- 
pense ratios tend to decline. At the 
bottom of the depression in 1932, 
total expenses were 39.5 per cent of 
net sales; and in 1943 in the war 
boom, they were 29.4 per cent of 
net sales. During each year of the 
war, this ratio has declined. In 
1943, it was lower than in any year 
of the previous 14-year period.. This 
does not mean that the industry had 
not experienced rising labor and 
other costs which were a normal 
incident of wartime conditions. It 
was possible to meet these higher 
costs because the average sales 
check had risen, services had been 
eliminated and certain large ex- 
penses had remained relatively con- 
stant. 

Net profit before taxes rose rapid- 
ly during the war period. In 1940, 
it was 4.75 per cent of net sales; in 
1941, 7.3 per cent; in 1942, 9.75 
per cent; and in 1943, 11.4 per cent. 
After payment of taxes, the net gain 
in 1943 was 3.7 per cent of net sales 
which compares with 4.1 in 1936 
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and 1941. It has been well said 
that during the war year, the indus- 
try to a large extent served as a 
tax collector for the federal gov- 
ernment.” 

We know that retail sales are 
closely correlated to the volume of 
national income payments after 
taxes;’ and wholesale dry goods 
sales show close correlation with 
gross national product and national 
income.” The great wartime expan- 
sion in income payments was the 
primary cause of record retail trade 
volume in these years. If we knew 
now just what the probable amount 
of disposal income payments would 
be in post-war years, we would have 
a partial answer to peacetime mar- 
keting costs. The range in current 
estimates of these post-war income 
payments is considerable. Very few 
indicate a larger total than in the 
early post-war years. We can prob- 
ably safely conclude that substantial 
part of the wartime gains in in- 
come payments will be lost, but 
that these losses will doubtless not 
be large enough to push disposal 
income payments back to pre-war 
levels. If this conclusion proves to 
be correct, some of the economies 
in marketing attributable to high 
sales volume may be retained. 


War Made Changes ~ 


The war profoundly changed the 
distribution of consumer incomes. 
The percentages of total consumer 
units in the lowest and highest in- 
come ranges declined, and there 
were notable increases in the middle 
income brackets. These changes 
caused the demand for better grades 
of merchandise to grow rapidly. It 
is now estimated that the post-war 
level of income payments will be 
sufficiently high to prevent a return 
to the pre-war pattern of income dis- 
tribution. In other words, a large 
proportion of consumer units will 
have higher incomes than in pre-war 
years.” This means that the market 
for higher priced and better quality 
goods will be broader than before 
the war. For the retailer, it indi- 


*MecNair, Malcolm P.: “Proceedings 
Postwar Cenference,”’ Absecon, N. J. 
August 8-9, 1944, p. 188. National Retail 
Dry Goods Association, New York. 


’ Paradiso, Louis J.: “Retail Sales and 
Consumer Incomes.” Survey of Current 
Business, October 1944, p. 5 


* Sielaff, Theodore J.: “Postwar Whole- 
sale Dry Goods Sales and Stores.”” The 
Journal of Marketing, Vol. X No. 1 
(July 1945), pp. 60-62. 


®° Dewhurst, J. Frederick: “Consumer In- 
come Distribution in 1945 and 1947.” 
Proceedings of the Special Wartime Con- 
ference of the American Marketing As- 
sociation: November 380-December 1, 1944, 
p. 7. 
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Cc» Yoder first came into the limelight 
in 1935 when his 4-H steer won Inter- 
national Grand Champion honors. Two 
years later Cleo started in farming for him- 
self, on a 240-acre farm owned by George 
Nagle of Iowa City. Here’s what Cleo 
Yoder says today: 


“This farm was so run down when I moved on it that corn made only 
30-35 bushels per acre. There was very little livestock on the farm and 
fences were poor. 


“But after completely refencing the farm, stocking it heavily and 
bringing legume pasture into the rotation, crop yields began to improve. 


Last year, corn averaged more than 75 bushels per acre. . . 


one 40-acre 


field, following turkeys on alfalfa pasture, actually yielded 92 bushels 
per acre. We have successful turkey and livestock enterprises . . . more 
than 16,000 turkeys, 300 hogs and 60 beef catthe were sold last year. 


“Fewer Fence Repairs with RED BRAND” 


“‘We’ve found our RED BRAND fence stands up better, lasts longer, 


and requires fewer repairs .. . 


reason enough why more than 90% of 


our fence is woven wire RED BRAND.” 





Present Keystone fence, though not trade- 
marked Red Brand, is tops in quality. 





Keystone Steel & Wire Co., 


Peoria 7, Illinois 


RED -_ exe et 
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WALDEN WORCESTER 
WRENCH SETS 


Engineered for Strength and to fit 
the mechanics need. Thousands of 
these sets have been sold here and 
abroad. 


Standard 

Set No. 26T 

The Mechanics Favorite. Wide range 
of Sockets, Special Handles, Revers- 
ible Ratchet Wrench. 22 pieces in a 
Steel Box. 


Set No. 16T 


A very handy set of 17 pieces in a 
) Steel Box. 


Set No. 5110 

Wide range of Sockets, Special 
Handle, Reversible Ratchet Wrench. 
21 pieces in a Steel Box. 


Send for Catalog No. WwW A 
beh ane ig 2 = _ ALDEN 
end Radic Tools ene — Giantess — 


STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 
WORCESTER, MASSACHUSETTS 
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cates the possibility of retaining 
some of the recent gains in average 
sales check. 


While the advent of peace is not 
likely to bring a return of pre-war 
sales volume for the retail trades 
nor to reduce the average sales 
check to pre-war levels, it does not 
follow that expense ratios will be 
maintained at the low levels of the 
war years. Those branches of mar- 
keting that have suffered because of 
short supplies will have improved 
expense ratios; but the great bulk 
of retailing may expect higher ex- 
pense ratios. The return of lower 
priced goods will reduce the aver- 
age sales check of war years; the 
restoration of abandoned services 
will add to costs; and high wartime 
wage rates will doubtless persist. 
Advertising and other promotional 
expense will increase. It is a fair 
conclusion that expense ratios for 
most distributive outlets will be 
higher in the post-war than in the 
war years;” that marketing costs in 
fields other than retailing will be 
higher than in the war period, par- 
ticularly when post-war competition 
becomes severe. There will be ex- 
ceptions, of course, but they will be 
in those industries where replace- 
ment demands assure better markets 
than in the war and pre-war years. 
This general conclusion about mar- 
keting costs presumes relative sta- 
bility of the price level. A sharp 
decline in commodity prices or a 
rapid rise would change the indi- 
cated trend. 


During great wars, new and bet- 
ter manufacturing techniques are 
discovered or developed. Usually 
they result in lower peacetime pro- 
duction costs. After the Napoleonic 
wars, rapid expansion in the use of 
industrial power and _ machines 
brought great reductions in prices 
of manufactured goods. Somewhat 
after our own War of 1812 there 
was a similar trend; our Civil War 
stimulated the growth of the factory 
system and'the invention of new la- 
bor saving devices, particularly 
agricultural machinery; and after 
World War I, development of as- 
sembly line techniques, the perfec- 
tion of internal combustion engines, 
the increased application of electric 
power, new chemical discoveries and 
processes, the radio and many other 
scientific and engineering achieve- 
ments reduced costs of manufacture 
and expanded markets. 


Long periods of falling prices 

Cf. McNair, Malcolm P., Op. Cit., p. 
151 for a similar conclusion with respect 
to department store and specialty store 
expense. 


seem to follow great wars after the 
replacement booms have disappear- 
ed. We use our new technical 
knowledge to produce old and new 
types of goods at lower costs and 
the weight of this new production 
causes pressure on the price level. 
There is every reason to believe that 
in the longer future much of this 
familiar historical pattern will be 
repeated. And if we achieve much 
greater production at lower cost, we 
may expect marketing costs will ab- 
sorb larger proportions of the final 
price of all goods. As we have al- 


ready noted, we need not be too. 


greatly disturbed about these costs 
if the end result is a better standard 
of living for more people. 

It would be a mistake to assume, 
however, that there will be no im- 
provements in the marketing proc- 
ess. In addition to the factors we 
have mentioned, these improvements 
will tend to prevent the return of 


pre-war expense ratios. The more 


obvious methods of reducing mar- 
keting costs such as better sales 
training, advertising, storekeeping 
and the like need no emphasis here; 
but some of the other methods that 
receive less popular attention may 
be indicated. 


Improvements Expected 


We may expect significant im- 
provements in distribution cost ac- 
counting. Vigorous enforcement of 
the Robinson-Patman Act will re- 
quire better accounting of distribu- 
tion costs to avoid unlawful price 
discrimination. Manufacturers will 
devote more attention to these costs 
to reduce wastes and expand sales 
by lawful price differentials. In 
wholesaling and retailing, there will 
be larger use of accounting machin- 
ery to reduce control costs and fur- 
nish better operating data. The cost 
of selling individual items of mer- 
chandise will also receive more 
study and this should result in more 
intelligent and less costly sales pro- 
motion. In a few years, we shall 
have much better knowledge of 
marketing costs; and_ substantial 
economies should flow from these 
new cost data. 

In the past, we have wastéd much 
selling effort by poor sales plan- 
ning. The rapid strides of market- 
ing research in recent years in the 
measurement of sales potentials bids 
fair to eliminate many of our pre- 
vious costly mistakes in planning 
both production and marketing. If 
income payment statistics are soon 
collected for counties and urban 
marketing areas, we will be able to 
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do very much better sales planning. 

Something can be done to reduce 
time wastes in performing market- 
ing functions. New methods and 
better use of existing methods to 
quicken product flow into consump- 
tion would lower interest, warehous- 
ing and many other marketing costs. 
Efficient use of our transportation 
system has accomplished wonders 
during the war; and some of these 
lessons can be extended into peace- 
time marketing. 

Many marketing wastes can be 
stopped at the point of origin by 
better designing and styling. The 
technique of pre-testing consumer 
and industrial products can be im- 
proved and greatly extended. 

Finally, there is need for a more 
scientific approach to the whole 
marketing problem. More and bet- 
ter research should be helpful in 
changing our too ready acceptance 
of traditional costs. 


Display, Advertising 
and Service Help 
Sell Paint to Farmer 
(Continued from page 103) 


sales and builds ample good will. 

Paints get a prominent display 
spot in the store, occupying more 
than half the length of one side- 
wall. There are no counters there 
to block access and prevent easy 
inspection of the line. At counter- 
top level there is an 18-in. ledge 
at the paint section where cans 
of paint can be placed along with 
folders and books about painting. 
Large five-gallon cans of barn 
paint are kept under this ledge. 

The staff makes every effort to 
be of help to paint customers. By 
asking questions relative to the 
job to be done and the size of the 
room, etc.. the salesman is often 
able to help in solving a painting 
or decorating problem. By ask- 
ing the customer if he has all nec- 
essary supplies such as brushes, 
sandpaper, turpentine and linseed 
oil, the store not only makes 
extra sales but frequently saves 
the customer an extra trip and 
this is appreciated. 

Mr. Taylor uses newspaper ad- 
vertising throughout during the 
year to call attention to his paints. 
There are two papers in the town 
and ads are placed in both. He 
also uses his windows for sea- 
sonal showings of the line. 
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prelude - 


to,disaster.... 


using the wrong extinguisher 


on fires in oils 


tars 
waxes 
paints | | JF 
resins “Fon rine 
greases 
lacquer 
naphtha 
gasoline.... 


BE SAFE— STANDARDIZE ON PYRENE 


Fires in flammable liquids and volatiles are tough and dangerous to combat 
unless you have the right equipment. Some fire extinguishing agents, excellent 
for other types of fires, are ineffective and tend to intensify such fires. Pyrene 
Foam and Vaporizing Liquid extinguishers are designed to kill such fires in their 
incipiency when the volume of volatiles is not large. For larger risks Pyrene Foam 
extinguishers on wheels and Pyrene Foam Playpipes are indicated. Both employ 
a flexible, fire-resistant blanket of foam that floats on liquids and clings to solids, 
thereby excluding all oxygen, without which a fire cannot burn. This is but one 
of the classes of fire for which various types of Pyrene extinguishers are specifi- 
cally designed. There’s Pyrene fire equipment for every hazard. That's important 
—and that’s why you get maximum fire protection when you standardize with 
Pyrene. Ask your Pyrene jobber to help you with your fire problems. 





BY THE WAY: WHEN DID YOU LAST TEST 
THE EXTINGUISHERS IN YOUR HOME? 


Pyrene Manufacturing Compan! 
ae NEWARK 8, NEW JERSEY 


Affiliated with the © -O-Two Fire Equipment Co 

















YEAR-ROUND PROFIT LEADERS 


from the Fast-Selling : 
Time-Tested NOTT Line | 


Nott Products work—for your 
customer and for you—12 
months of the year. There’s 


BAG HOLDER & TRUCK asure kill for every seasonal 


pest—be sure you have the 
Think how much time is lost every 


time @ bag ie Glled—en extra pair of complete line. 
hands is needed. Now, with this truck MO US E-NOTS Nott Products offer you 


one Ky x ns A eeg, — and 
it it ° ; 

quick y ZA. cont t away. ee Parad OLE: N oTs easy and profitable sales— 

and your customers an eco- 

nomical, easy-to-use, and 
















times every day. It is patented, M 
sturdily built with welded tubular 
frame, and weighs 32 pounds. 


We are in production now and 4 a 
orders are coming in fast—dealers are AT Nor- efficient exterminator. 
Invented by Louis M. delighted with the instant appeal of PASTE 


Roehl, Professor of Farm these trucks, the way they sell and 

gy ong Carnal Gaiver- } A profit a= 4 make ¥ oom, ROACH-NOTS Check your stock, and 
sity, Ithaca, ; ; anu- ier a semple at special price 8 ; 
‘factured in Ithaca, a eontet $9.95, f.o.b. faesa, end ask for . order NOW-—don't lose this 
of agricultural leadership. quantity prices. 


ANT- Xx chance to make easy profits, 





es 4g sta Write for latest Catalog Sheet, 


that STCP your customers. Dealer and Jobber Discounts. 


NOTT MANUFACTURING COMPANY 


MT. VERNON, N. Y. 
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” Galective Distuibalion 


y ols, Hine 
2. Comftele Duate ly 


No other manufacturer of sprayers and dusters 
provides all of these Lowell advantages. They're 
y a combination that can't be beaten in helping 
you protect your market and make maximum 
profits. Each of them is a sound, practical rea- 
son why you should feature the Lowell line! 





y FULL PROFITS . .. There are no “‘cheap sprayers” in the Lowell line, no loss leaders that “waste” cus 
@* tomers and hurt profits. Every Lowell sprayer and duster is a quality product that gives you a full profit. 


FB SELECTIVE DISTRIBUTION . . . Lowell sells only through distributors who are carefully selected a 
* highest reputation and best business ethics. None of your competitors can buy Lowell sprayers on 
dusters direct, nor can they undersell you on the Lowell line. 


ff COMPLETE QUALITY LINE .. . There's a Lowell sprayer or duster engineered and precision-buill ® 
" ae every need with complete satisfaction. Yet the line is compact and standardized, designed for fos! 10 


turnover and low inventory. Write for full details today! 
[LoweLL , 
DEPT. 54—589 E. ILLINOIS ST., CHICAGO 11, ILL. 
WORLD'S LARGEST MANUFACTURERS OF SPRAYERS AND DUSTERS exciusivell 
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Greatest Garden Seed 


Offer Ever Made! 


Self-Selling Counter Display Box 
with Extra Large Full Color Packets 
75c Value to Retail for 10c ! 


Backed by Full-Color National Advertising in Ameri- 
can Home, Better Homes & Gardens, House & Garden, 
House Beautiful, Flower Grower, Ladies’ Home Jour- 
nal, McCalls, Country Gentleman, Farm Journal, etc. 


Not Ordinary Packets—extra large size, with beautiful natural color 
pictures 4!/2 x 6 in., printed with sales copy to make every customer 
want several packets. (Cost 6¢, you sell for 10¢.) 

Not Ordinary Seeds—Burpee's Big Zinnias and Burpee's Big Mari- 
golds, the finest selections and best colors, exclusive Burpee introduc- 
tions, each packet a real 75¢ value for 10¢! Easy to grow anywhere. 


Di Box C ete with 100 Packet: 
SPECIAL! £0 Zinsios. 40 ce A oregead fer $6.00 Ea. 
TERMS—60 days net, or less 2% cash discount for payment within 


10 days from date of invoice to those with established credit. 
Order from this Ad, or Write for More Information 


W. Atlee Burpee Co. .°°““,. 








This compact, 
attractive 3-color dis- 
play box takes only 10 in. of 
counter space—ideal for island selling and special 
promotions in various locations, as well as in the 
garden seed department. 












Philadelphia 32, Pa. - Sanford, Florida - Clinton, lowa 
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HALF CENTURY OF “KNOW HOW” 


IOWA \ 


IS THE CREAM SEPARATOR 
__NAME TO REMEMBER 
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Make no mistake about it . . . cream separators will offer you a highly 

profitable source of post-war sales ... for separating “on the farm” and 

feeding skim milk to livestock and poultry is basically sound agricul- 

tural economy. 

J L The experience and “know-how” of 50 years of success makes the 
y Iowa Line of Cream Separators your logical choice. 


IOWA SUPER ELECTRIC WHY NOT GET FULL DETAILS TODAY? 
me sit valerie” om ASSOCIATED MANUFACTURERS, INC. 


arator — it’s years ahead, 
yet farm proven in per- Builders of Quality Cream Separators Since 1895 
Pn DEPT. HA-1245 WATERLOO, IOWA 
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Westclox Logan Alarm 


This is the Logan self-starting alarm 
clock. Has two-tone dial, contrasting 
hands, outline numerals and sweep sec- 
ond hand; bell alarm with alarm setting 


dial and convenient shut-off on the back 
of the clock; current interruption signal 
that is reset by tilting the clock back- 
ward while the current is on; rubber- 
mounted movement; lacquered metal 
case, with ivory finish and gold colored 
trim. Is 4% in. sq. Westclox division 
of General Time Instruments Corp., La 
Salle, Il. 


New Deci. Point 
Slide Rule 


The Deci. Point slide rule is now 
being manufactured. Made of Dowmetal 
which, claims makers, is not affected by 
heat, cold or moisture, and can be ma- 
chined to close tolerances, permitting 
use of self-centering “optical groove.” 
Dowmetal core surfaced with flat, white 
plastic that, says maker, is impervious 
to water or chemicals. Features: places 
decimal point mechanically up to 19 
digits or zeros; same setting of hair- 
line for result also gives readings for 
cube and square roots, and logarithm 
of result; gives 30-in. scale accuracy 
for cube root, and 20-in. for square 


root; and, says manufacturer, has sim- 
plified slide-rule calculations so that 
users with little mathematical knowl- 
edge can use it. Slide rule is 12% by 
2 in. wide. Manual on slide rule opera- 
tions provided with this item. Pickett & 
Eckel, 53 W. Jackson Blvd., Chicago 4, 
Il. 


Sylvania Incandescent 
Lamps 


These low-voltage inside frosted 
lamps in standard bulb sizes with 
medium bases and rated, according to 
the maker, at 1000 hours life, are now 
available. Six and 12 volt lamps in 15, 
25 and 50 watt sizes are designed for 
battery-generator sets used in small 
boats, camps, farm lighting, buses, smal] 
planes and portable battery operated 


lighting. Thirty-volt lamps in 15, 25, 50 
and 100 watt sizes made to use with 
battery-generator circuits averaging be- 
tween 28 and 32 volts used on large 
farms, railway cars, tug and work boats 
and commercial planes. Sylvania Elec- 
tric Products, Inc., Salem, Mass. 


Mill-Rose 
Shotgun Brushes 


The Mill-Rose Co., 1985 E. 59th St., 
Cleveland, Ohio, is now making tapered 
shotgun brushes, designed to clean thor- 
oughly without scratching the barrel of 
the gun. These brushes are tapered at 
the diameter so thaty according to Mill- 
Rose, the smaller diameter cleans the 
muzzle end and the larger diameter the 
breech end. Made in sizes to fit the 
particular gage for which used; gage is 
of phosphor bronze wire and in bristle. 


Lee-Burt 
Plastic-Clothesline 


Plastic clothesline made of woven 
Saran monofilaments, said to be water- 
proof, with smooth surface. Fabricated 


in forest-green, and can be cleaned with 
soap and water or standard cleaning 
fluids. When line is ready to be in- 
stalled, a loop similar to the one on the 
left is made in the other end by spread- 
ing the braid slightly and inserting the 
end through it for about two inches; 
harder it is pulled, tighter it becomes. 
Lee-Bert, Inc., Saginaw, Mich. 


Wright Door Catch 


The Wright Products Co., St. Paul 
Park, Minn., is now making this Door 
Catch No. 30 for screen and combina- 
tion doors, cupboard, cabinet and ward- 
robe doors. Brass, zinc or black plated, 
and may be adjusted to vary the degree 
of tension. Roller made of steel. 
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SPRAYS Uniformly RETAIL PRICE 
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No Dry Spas A VERY 
Lasts a lifetime! All metal and nothing to T A on L + 
get out of order! Not a single working P Ke @) e : 
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YODER MANUFACTURING COMPANY 
1353 FIRESTONE BOULEVARD 


LOS ANGELES 1, CALIFORNIA ~ IMMEDIATE. DELIVERY 


or later delivery date if desired 


Toastmaster’s 
Automatic Toaster 


The Toastmaster Products Division, 
McGraw Electric Co., Elgin, Ill., is now 
making this new automatic toaster, 


model 1B 12, with these features: flex- 
ible timer (for uniform toasting), toast- 
taste indicator, finger-touch control 
(light pressure on the handle lowers 
bread into ovens and turns on the cur- 
rent), and pop-up. Has mica plate, 
hand wound with nickel chromium flat 
ribbon wire, and chromium finish and a 


with MAGOR scoops 


you don’t have to dig 
for Selling Points! 


These distinctive features sell MAGOR 
Scoops faster. You don’t have to “invent” 
features to sell them—they've got plenty 
you can show. And customers remember 
how Magor Scoops stand up in tough 
service. When you sell them Magor 
Scoops they stay sold, come back for 
more. 


Steel is normalized to prevent edge from 
splitting and turning; specially treated 
for extra strength and flexibility. Split 
Dee handles are ruggedly made of well- 
seasoned wood. Balanced design mini- 
mizes strain on strenuous jobs. And the 
brand names on Magor Scoops—Arrow, 
Bull’s Eye and Gold Target—are known 
—customers trust them. 


Here are real selling points that mean 
real profits—and behind them is Magor’s 
generous sales policy and protective 
guarantee to you! 


@® 799 





SCOOPS © SHOVELS 
SPADES © SCRAPERS 
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WHATS NEW 


hinged under-cover. Is 11 in. long, 6 in. 
wide and 7% in. high, and can be used 
on a.c. or d.c. Cord is 6 ft., brown, 17 
gage, 3000 cycle, permanently. attached. 


Mftgrs. Screw Products 
New Catalog 


The Manufacturers Screw Products, 
216-222 W. Hubbard St., Chicago, IIl., 
has just published a new catalog, “Ep- 
cyclopedia of Fasteners,” which fea- 
tures the quoting of net prices instead 
of list prices. Explains how screws are 
made and shows economical method of 
cold-forged manufacturing. With photo- 
graphs and drawings of all Stronghold 
products, the catalog is divided into 12 
indexed divisions, including aviation 
products, machine screws, cap screws, 
set screws, sheet metal screws, bolts, 
studs and rods and nuts. Technical data 
includes screw thread dimensions, head 
dimensions, weights per thousand of 
screws, bolts and nuts. 


—STURDY, 
SEASONED 
HANDLES 


—CORRECT 
BALANCE 


—SPECIALLY 
TREATED 
STEEL 


—NORMALIZED 


STEEL 
EASTERN PATTERN 
16 Gauge; 3 Sizes; 3 Brands 


MAGOR 


CAR CORPORATION 





Arrowhead’s Airtron 


This item, Airtron, was made during 
the war for aircraft heating and venti- 
lating and is now available as ducting 


for hot or cold air. Made of glass cloth 
and rubber. Said to withstand tempera- 
tures of minus 60 degrees Fahrenheit to 
300 degrees Fahrenheit without change 
in properties and to stand well over 50 
ibs. per sq. in. internal pressure at all 
temperatures, and to be unaffected by 
air, light, water, gasoline, oil and all but 
concentrated mineral acids. Made in 
tubes from 1 in. to 6 in. in diameter 
and any length desired. Arrowhead 
Rubber Co., 2244 E. 37th St., Los An- 
geles 11, Calif. 


Freeport Metalware 


» Freeport Machine Works, Inc., 16 E. 
52nd St., New York City, has started 
production on these items: cake turners, 
plain and perforated; kitchen fork, 
skimmer, ladles, in 3 sizes—2 oz., 4 oz. 
and 7 oz.; cocktail strainer in stainless 
steel with stainless steel wire spring; 
julep strainer and double jigger; sauce 
pans in stainless steel, in 2, 3 and 4-qt. 
sizes, with and without covers and with 
stainless steel handles; and frying pans 


in stainless steel in two sizes—8%4 and 
10% in., with stainless steel handles. 
Shown here are, left, skimmer and the 
cake turner. 
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Crosley Shelvador 
Refrigerator 
The Crosley Corp., Cincinnati 25, 


Ohio, announces that production has 


started on new Shelvador refrigerator, 





with five food shelves and oversized 
freezers; porcelain meat chest will hold 


10 to 14 lbs. of meat. Has hermetically | 


sealed electro-saver unit, with 10-point 
temperature control; all moving parts 


“hushed in and sealed in oil.” Also a | 
new one-piece plastic door trim, giving | 


better seal, and new automatic “pull- 


tight” seal door latch with plastic and | 


chrome handle which seals door. Cabi- 
net finished in durable Dulux. Two 
models now being made: SE-746 and 
SS-746; former has food storage ca- 
pacity of 7.3 cubic ft. and total shelf 
area of 13.81 sq. ft. (NEMA rating) 
and can make 112 ice cubes or 12 lbs. 


at one freezing; latter has same food | 


and shelf capacity, but makes 77 cubes 
or eight lbs. Dimensions of both the 
same. The SE-746 has Stora-bin, which 
tilts forward and has room for dry 
vegetables, beverages and canned goods, 
and two sliding vegetable crispers, with 
removable glass shelves which serve as 
covers for the crispers. 


Lockwood Ther-Mo-Pack 


The Lawrence A. Lockwood Co., 232 
E. Erie St., Chicago, Ill., is now making 
the Ther-Mo-Pack container. Holds a 
qt.-size fruit jar. Can be used on pic- 
nics, auto trips, for storing, ice cream, 
for roadside dinners, beach parties, for 
hot or cold lunches, or for baby’s milk. 


DECEMBER 








For Extra Profits Feature .. . 


For years Lingerwett and Wonder-Paste have been the first 
choice with painters everywhere . . . Today they are the 
largest-selling paint removers in America. So feature them 
for greater profits and increased customer good-will. 


LINGERWETT is the ideal remover for general use. 


It quickly penetrates any type of finish regardless of age or 
thickness—and remains wet 6 to 8 hours, thereby permitting 
a large working surface. 


WONDER-PASTE is especially recommended for 


exteriors and upright surfaces. Can be used on surfaces where Order from 
the torch is impractical—floors, shingles, window frames, etc. your jobber. 


WILSON-IMPERIAL CO., Dept. H125, 115 Chestnut Street W rue us for 
Newark 5, N. J. information. 











asin cas Si 


The urgent need to protect harvested feed grasses andfarm |, 
= equipment has never been more keenly felt. Fultex water- 
proofed tarpaulins and covers are proving their value daily. 4) 
We also manufacture BACK BANDS, COTTON TWINE, j 
TRUCK COVERS, TENTS AND OTHER Cc gaa ITEMS. 


‘Fulton mae & Cotton Mills 


Manufacturers since 1870 


ATLANTA ST. LOUIS DALLAS MINNEAPOLIS 
NEW YORK NEW ORLEANS KANSAS CITY, KAN. 













in the woods 


AXES and HATCHETS 


The Collins Company, Collinsville, Conan 
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Whit S NEW 








Twin DDT Products 


These new twin DDT products now 
ready for national distribution are called 
Knox Out. On the left is the DDT 


dust or powder packed in cylindrical 









lox ppt 





KILLS 
ROACHE > 4 
suvenree NO 
DOG FLEAS. 
Pourray wi ut 


NSECT SPRAY 


me hs 


meee mer 4 
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cardboard gun holding eight oz.; on 
right is household insect spray contain- 
ing five per cent DDT in solution with 
other insecticides. This will be put in 
a metal container after the first of the 
year. Both liquid and powder are con- 
tact and residual insecticides. Pennsyl- 
vania Salt Mfg. Co.. Philadelphia, Pa. 


“Tips for Shooters” 
Booklet 


Issued by @uters Laboratories, Ona- 


laska, Wis., for shotgun, rifle and pistol 
shooters it was written by Col. Town- 
send Whelen. Profusely illustrated, it 
tells how to select firearms for big game 
hunting, small game shooting and tar- 
get shooting. Gives caliber of shells 
and size of shot for various games, also 
killing power. How to develop marks- 
manship—dry shooting, and practice 
swinging, is covered. Then there is data 
on speed of birds, lead on birds and 




















snap shooting, velocity of shot, pistol 
practice, grip, trigger squeeze, aim. 
Full of safety-first tips for amateurs 
and valuable suggestions on care and 
storage of firearms, it also contains 
complete information on Gunslick lubri- 
cants, cleaning rods, brushes. This 
booklet, which is offered in outdoor 
magazines on receipt of a Gunslick car- 
ton top or 10¢ to cover mailing, may be 
obtained by dealers for counter distri- 
bution with the sale of Gunslick 
products. 


Westinghouse Walnut- 
Size Light Bulb 


Westinghouse Lamp division, Bloom- 
field, N. J., soon will have available this 
walnut-size fluorescent light bulb for 
marking stairsteps, bedposts and kitchen 
corners. One-watt, made in_pastel- 
green and white colors and ideal for 
nursery use especially. Fits into any 
ordinary light socket in standard alter- 





nating current house lighting circuit or 
baseboard outlet, if equipped with bi- 
prong base. 


Continental Holtite 
Tap Screw 


The Continental Screw Co., New Bed- 
ford, Mass., is now making this new 
Holtite tap screw, which is a narrow 
fluted two flute tap with the normal 
core of metal between the flutes cut out. 
“In action,” says Continental, “the 
curled chips cut from material are 
pushed ahead of the screw in the same 
manner as chips are pushed ahead of a 
spiral pointed tap.” Furnished with 
slotted head or recessed head in all 
standard and special head shapes. 
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Grand Home 
Gas Ranges 


Grand Home Appliance Co., 2323 E. 
67 St., Cleveland 4, Ohio, reports start 
of production on first model, post-war | 


| 








Both standard and deluxe 
versions; 40 in., flush-to-wall, one-piece | 
top design, with elevated broiler on left 
and 18 in. oven on right. Cooking plat- | 
form divided, with giant burners in 


gas ranges. 


both front positions. Has charcolator | 
radiant broiler, with improved radiants | 
and stainless steel crown sheet; also 
Safe-Tee-Kee, a Grand feature, which | 
permits closing off gas supply to all | 
burners. Deluxe model has fluorescent 
lamp in combination with matching con- 
diment set, telechron electric clock and 
interval timer and electric convenience 
outlet. Other models will be announced 
later. . 


Republic Steel Booklet 


Republic Steel Corp., Cleveland 1, 
Ohio, announces a new booklet, “In 
War . .. In Peace, Republic Enduro 
Stainless and Heat-Resisting Steels.” | 
Thirty-two pages, and with many illus- | 
trations, it tells what Enduro did dur- 
ing the war. Covers: aircraft, ordnance, | 
naval and chemical equipment—these 
are the war-time applications high- | 
lighted; hospitals, food serving and 
cooking equipment—these are the peace- 
time fields emphasized. 


Joint Fork— 
Carving Aid 


Gerity-Adrian Mfg. Co., Adrian, 


Mich., is offering a joint fork, or carv- | 
ing aid, with a well-proportioned han- | 
dle, sturdy guard and tapered tines. 














Said to be an authentic reproduction | 
of 19th century Sheffield plate, and ideal | 
for keeping handy to manage roasts or 
fowl on the platter for carving. 
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Do You Have Your Copy 
of This Catalog? 











By all means, see that you are thor- 
oughly familiar with all the practical 
and profitable items in the Dandy Boy 
Farm and Garden Implement line. Your 
market for these meritorious implements 
includes commercial gardeners, small 
growers, and home gardeners—a “ sub- 
stantial and sales-potent group. They’ll 
like the Dandy Boy line—and so will you. 
Write us today for your copy of our 
latest catalog. 


Manufacturers of Harness Hardware and Chains and TITELINE Clothesline Holders 
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BETTER DELIVERIES NOW! 


We are catching up on our flood of orders. 
Perhaps by the time you read this we will 
again be in a position to fill current orders 
promptly. We thank you for your forbearance. 
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Holds amazing amount of water. Used 
like a Chamois for cleaning, drying, 
polishing. Dry, it’s perfect for dusting. 


CANNOT UNRAVEL. Hidden stitch 





locks each thread. Result: dense, long- 
wearing surface. 


Handsomely put up in red, white and 
blue display bands. Free counter folders. 


INTRODUCTORY ASSORTMENT #23 
PACKED IN DISPLAY CARTON 
2 Pieces DUET +100 ae $2.00 
i fice Bae 2 2 inavvescens | an 
7 Pieces DUET + 50 
12 Pieces DUET + 25 


23 Total Retail Value.............. $10.00 


IF YOUR WHOLESALER DOESN'T 
HAVE “DUET” SEND US HIS NAME 
Another Product of 
American Sponge & Chamois Co., Inc. 


49 Ann Street, New York 7 
245 Mission Street, San Francisco 5 





Producers of 


AMSCO CHAMOIS and MERMAID SPONGES 
EST. 1868 DEMAND BY BRAND 
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| diameter, 20 in. high. Maker claims 
| machine doesn’t vibrate and that it can 


| Premier Electric 


| which can be suspended to a couple of 


| WHATS NEW 


1900. Whirlpool 
Portable Washer 
The new 1900 Whiripool portable 


washer, designed especially for apart- 
ment use. Holds two lb. of clothing, and 














has 24% gal. water capacity. Can be used | 
in bath or kitchen. Thirteen inches in 





handle washing of one sheet and pillow 
case, or 22 diapers at one time. Nine- 
teen Hundred Corp., St. Joseph, Mich. 





Water Heater 


The Premier electric water heater, 


spiked heads or screw heads on wall 
near outlet, then used to heat water in 





pail. The “foot” is immersed in the 
water or other liquid; weight of pail 
and contents snaps on the switch, re- 
moval turns it off. The National Ideal 
Co., Toledo, Ohio. 





The Lest are 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Propucts Co. 
Marengo, Illinois 








ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER | 


FOLDING AUTOMOBILE 
BABY SEAT 


Ne. 104. A sturdily made 





BABY SWING 


Ne. 96. They will be in big de- 
mand this fall and winter. Cash 
in om this item. Made from 


and 
In ordering specify No. 96. 





Made from high-grade fibres, cloth walls 
with drawstring, cotton padded. Made for 
comfortable riding. 


SPRADLING'S 
ST. LOUIS, MO. 


Inc. 
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JACOBUS 











Write for descriptive 
material on new Jacobus 
paint brush display deal. 


See our display of house- 
hold and paint brushes 
at the House Ware 
Show at the Palmer 
House in Chicago. 
Room 964. 


A. G. JACOBUS SONS, INC. 
VERONA, NEW JERSEY 









and for the 105«, time 
we wish youa HAPPY 
PROSPEROUS NEW YEAR 


Waar at Uh 
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OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 
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Pacific Plastic 
Sink Strainer 


Molded plastic sink strainer, which is 
sold in black, green, ivory, Chinese red, 
yellow, delph and blue. Said to have 


non-tilting base construction, and de- 





signed with ribs connecting four circu- 
lar legs. Easy to clean and won’t stain, 
scratch or mar the sink, says maker, the 
Pacific Plastic & Mfg. Co., 4865 Expo- 
sition Blvd., Los Angeles 16, Calif. 





Kaul Lustre Vase 


This blown glass lustre vase with a 
crystal top comes in four tints: ruby, 
cranberry, azure and amber and has 
hand-painted flowers on the vase. Eight 





in. high; weighs 10 lb. per doz. Sold 
vnly in assorted colors. Leo Kaul Im- 
porting Agcy., Inc., 115-119 S. Market 
St., Chicago, Il. 


Siebring Portable 
Steam Cleaning Unit 


The Siebring Mfg. Co., George, Iowa, 
makes this portable steam cleaning unit. 
Removes grease, grit and grime, says 
maker, and designed to do cleaning 
jobs of all kinds. Operates automati- 
cally; burns either oil or gas, and 
electric units also available. 
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You'll gain larger 
volume and better 
profits from at- 
tractively -priced, 
high-quality, fast - 





selling SUNFED 
PLASTIC GLAZING, 
For chicken houses, greenhouses, 
hot beds and many other farm 
uses, SUNFED gives superior pro- 
tection at a lower price than other 
quality products of this type. This 
means repeat business. 
Transmitting 60% of ultraviolet 
light (7 times more than glass) 
SUNFED greatly benefits stock and 
poultry, makes healthier chickens, 
definitely increases egg yield. 
Flexible, yet strong, weather 
proof and virtually shatterproof, 
SUNFED’s laminated reinforced film 


will give exceptionally fine service. 


SEND FOR 
PROFIT-MAKING DETAILS 
Your customers will want SUNFED. 
Or, if they prefer a heavier, 25% 
thicker glazing with extra long 
life, supply them with popLex, at 

a slightly higher price. 

Send coupon below for full details 
...and watch for suNFED and 
DOPLEX advertising in national 
papers, by the first and largest 


maker of laminated plastic glazing. 


CLIP TO YOUR LETTERHEAD AND MAIL 
The Dobeckmun Company, 
Cleveland 1, Ohio 


Please send samples and profit plan for 















































SUNFED and DOPLEX PLASTIC 
GLAZING. 
PN nidesdebiadadeviscdsddedesaneeee 
DBGIING  o606:0:0060060060506 454000008 HA-1 
Ub 4, ¥*. we - ‘ 
ae } 
1 a et. | 
* ¥ a 9 a a ” 
187 








STEP-UP YOUR 







BUILD-UP STORE 


Tratric! 
V0 69 “370 


WALL WASHING 
PAINT CLEANING 
GENERAL Use 


Sete) 
SENS DiRT. DISSOLVES Grease 


Get Nationally-Advertised SOILAX 
from Your Jobber! 


Economics Laboratory, Inc., St. Paul, Minn. 
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WHATS NEW 


Kelvinator Range Line 


Kelvinator division, Nash-Kelvinator 
Corp., Detroit, Mich., announces its new 
range line, comprised of three models, 
headed by the “Automatic Cook,” which 








consists of an electric clock, master 
cooking timer, selector switch, minute- 
timer and twin appliance outlets in a 
trim panel under a fluorescent top light. 
Has multiple speed surface units which 
give instant direct contact heat; built-in 
Scotch kettle; thermostatically con- 
trolled warmer drawer which, says Kel- 
vinator, keeps food at serving tempera- 
ture; two-unit broiler oven big enough 
| for 25-lb. turkey, with smokeless broiler 
| and automatic floodlight recessed in the 
| back; and two utility drawers at the 
bottom of the range. Features of all 
| three models: bodies of one-piece steel, 
| finish is porcelain throughout, and there 
| is a working surface covering 400 sq. 
| in.; surface units are rod-type and 
switches are reversible seven-position 
type with chrome trimmed white plastic 
| knobs; and the six-qt., seven-heat Scotch 
kettle has a unit in which it is said an 
entire meal can be cooked. 


G-E Portable Heater 


Model PH2A1, Sunbowl] heater has 
an easily adjusted 14 in. copper reflector 








that throws heat into any part of the 
room. Finished in a warm grey. Gen- 





eral Electric Co., Bridgeport, Conn. 
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SEE YOUR JOBBER 


HANSON SCALE CO. 


525 N. ADA ST., CHICAGO 22, ILLINOIS 








| HYDE PUTTY KNIVES HAVE 
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NEW BLADE: 
Hydex Steel 
Custom Harden- 
ed. Custom Tem- 


pered. Custom NEW HAN- 

Ground. Mirror DLE: Hydite 

Finish. Plastic. Light 
Weight. Does 
not shrink. Does 
mot break. Se- 
curely Riveted. 

[here is profit 

for you and sat- 

isfaction for 

your customers 

in Hyde Putty 

Knives. WRITE 

TO— 


HYDE 


MANUFACTURING CO. 
Southbridge, Mass., U.S.A 
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IMMEDIATE Electro Master, Inc., 1803 E. Atwater 


Electromaster $ 
Electric Ranges New lteit 

















2) DELIVERY . St., Detroit, Mich., is offering two lux- in the 
GAA ury electric range models, the “Ban- MINUTE MOP Line 
ZA quet,” and the “Space-Saver.” The of Cellulose Sponge 
Z Products 
Z 
A 
Al 
Z e Minute 
Z $10.95 Bath 
: Fr Less Dealer TUB 
YY Discount BRUSH List, 


Price, 


69c 


Tops for cleaning the bath 
tub easier and faster. 
Ends stretching, straining 
and irksome bending over. 
Keeps hands dry, yet 
works up rich, dirt-catch- 
ing lather. Made of Du 
Pont Cellulose Sponge 
mounted on wood block. 
Handle, 18” long. Ship 
ping weight, per gross, 5@ Ibe. 


> FOS. 
Cincinnati, O. 
























MARTIAN ALL-PURPOSE STEEL 


HAND TRUCK |. 


1 %” steel tubing 
Overall height 44 inches 
Overall width 14 inches 
10 inch platform 
Rubber wheels 4 in. x 1 in. 
Weight 23 lbs. 





e Minute 
LAVATORY 
BRUSH 








former is a full width 40-in. range 
Heavy Duty Aluminum with stainless porcelain cooking table. 
SAUCE PANS | Provides three Speed-O-Master surface a 














2 Quart Capacity | units, each with five controlled measured List Price... 29¢c 
IMMEDIATE DELIVERY | heats, a Vita-Miser deep well cooker For keeping wash bowls 
a nd stands spot! 
Kitchen-Master oven, with high speed- the time. “The housewife whe delights in cleay- 





i i f tail ‘ 
Write, wire or phone for full details ioolien, cad o tamer Gee fe 


— MARTIAN PRODUCTS, Inc. | outlet for appliances, removable chrome 


oc oF 565 Fifth Avenue, New York 17, N. Y. vent grill, individual signal lights for 


{t does away with untidy, m fixt 
Jiffy. Measures 4 % as %” 1% ” “onipping 


| liness quickly sees ite speed-up advantages, how 
| weight, per gross, 2 




















ILLINOIS surface units, oven and warmer, and a | 
— catch-all drip tray. Equipped with an | 
| Oven-Minder clock, and the oven is il- 
BUY NOW FOR XMAS | luminated by a recessed light in the e Minute 
side wall, which automatically turns DISH 


off when door is closed. Oven ther- | MOP 
mostat is automatic with signal light. 
Also has smokeless broiler rack, twin 
heating units for baking or roasting, 
single switch control, non-tip oven 
shelves, counterbalanced door and spun 


‘Fin Model” 


ut 35 
Price c 
—==== Most ingenious method yet 


for cleaning coffee makers, 
pitchers, jars, bottles—all 







glass insulation. Other model has all quest. 006 00 x ee ee 
the cooking capacity of the Banquet in paddie-wheel, that washes clean as you twist 


| bandle. Packed in counter display cartons of 13 
a two foot square space. Has same | mops. Shipping weight, per gross, 20 Ibs. 
surface units and cooker located above 


the full-size Kitchen-Master oven. 




























e Minute 
y AS Lamont Super-Trio | WINDOW 
2 i | . 

stic. Light Can Opener | BRUSH List 

tht. Does Price, 

_—s . N The new Super-Trio combination can 59c 

ly Riveted. ~ | opener, bottle opener and knife sharp- 
MO APOINCH POLISHED BLADES” | ener which, according to maker, has | These 0 one er 
#Sse S6SE en | blade of tempered spring tool steel and cient bouscheaping — 
te 24.68 21.00 can open cans of all sizes and shapes, ling with less work. Eape- 


oe ponte vers cially useful te clean small, 
—— partitioned windows. Weed 
block measures 5%” x 
1%”, with a handle 18” 
long. Packed one gross to 
the case. Shipping weight, 


and the bottle opener “will lift any size 


’ 


bottle cap.” Knife-sharperiag discs 








4"" BLADE #K300—$18.00 PER DOZ. 
Terms: 2% Cash Net 10 Days 
We Guarantee money back if Merchandise 
proves unsatisfactory upon delivery. 
if material is unavailable, we reserve the right to 
substitute equal or higher cost merchandise of a similar 
nature at Ne Extra Charge made from high-carbon tempered steel 


BERNARD GOLDWEBER |) nis torte seh curs oe | MMT ULC Ot 


handle, which is said to have a palm- 





learn how easy it is to cash in on new, catra 
profits with the steady-selling, famous Minete 


#7 ibs. 

\ Send in your order now te your jebber ond 
Mop Cellulose Sponge Line that’s distributed 
nationally. 























1133 Broadway, New York 10, N. Y. fitting non-slip grip. Lamont Industries, — IZ E eo 3 rd.St. 
WHOLESALERS’ INQUIRIES SOLICITED Inc., 48 Ferry St., New York City 7. weeirsnn-¥ CHICAGO 16 ILL. 
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onced Ferr 


Stronger, Bol Projecting Wings 


a 


vile on Shank Prevent 


Greater Diamete Blode from Turn 


ng in Hondie 


Formed in Blode { 


Added Strength to $ 


SCREW DRIVER 


A new design in husky Screw Drivers that can 
really “take it’’ . . . the blade, shank and shoul- 
der are forged from ONE piece of Tool Steel. 
When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920... 
one of a complete line of beautifully 
designed FORSBERG Hand 
Drills, All popular sizes up to 
” chuck capacity. 











WHALE BRAND COPING SAWS 


No. 24... An extra deep, finely finished frame. 
Stock %” x 3/16", depth 614” Hardwood handle. 
Complete with No, 20H specially hardened and 
tempered Whale Blade. 


orsber 


© MPG. CO., BRIDGEPORI, CONN., U.S.A. 








WHATSNEW | P/Aiinace) 
Eagle Lock B Liquid Cement 


Bottle Cap Remover 


Top-off, a new bottle-cap remover, 
with aluminum bell, which was de- | 
signed, it is said to eliminate harzards 








Ras 












| merely installs dishes, pots, pans, glass- | 


| Washer will come built into a cabinet 


| top work surfaces, which type has own | 
cabinet. When machine door is securely | 
| closed, one press of button starts eight | 


| gal. of water. 


| machine, performing five-minute rinsing | 


| drains again, and one minute spray | 


Packs d in tubes, pints, quarts 
and polloes to suit every variety of 
use and all types of trade from the 
householder to the large industrial 
plant. The top-notch cement for 
over a generation. 












connected with opening bottles. The 
Eagle Lock Co. of Terryville, Conn.— 
with sales offices at 110 N. Franklin St., 

Chicago 6, Ill. 


Hotpoint Automatic 
Electric Dishwasher 


Fully automatic electric dishwasher 
will be offered by Edison General Elec- 
tric Appliance Co., Inc., 5600 W. Tay- 
lor St., Chicago 44, Ill. Housewife | 











ware, and silverware and presses the | 
button. Machines will be built into | 
kitchens with all plumbing and drain | 
connections concealed and permanently | 
connected. Drying is accomplished by 
rapid circulation of air heated by a Cal- 

rod unit, and forced by a_ blower. | 


Sterilized 


a 





sink, with front opening door. Also will | 
be made to install under present sink- | 


operations. First, one minute spraying | 
action, followed by introduction of 2 

Motor, with blower ar- | 
rangement starts after water is in the | 


operation. Water drains off, trap closes, 











2 gal. of fresh water are admitted. Smar 
| After motor starts to drive this water on. 
against the dishes, detergent held in the AS A NEEDLE ! wy 
° ¢ 


trap in the door is automatically in- | 
jected to condition the water, which | 
eliminates the use of soap. Scrubbing 
action continues five minutes, machine 


W.W. CROSS & CO. INC. ( 


East Jaffrey. N.H. 





Holds 65 dishes and | 


rinses the dishes. 





silverware, or service for 12. Water 

temperature for all rinsing and washing — 

cycles is 150 deg. F. | = a oe a 
DEC!) 


HARDWARE AGE 





KEEP WARM 
SAVE FUEL 






Seal your home 
against drafts 
and cold, stop 
expensive heat 
leaks! Keep out 
dust, dirt. Just 
press MorrTiTE 
pliable plastic 
tape around : - 
windows, doors, baseboards, 
etc. It’s easy! It’s sure! 


SS Awe $ 1 25 








5 windows ..... 
Higher West of 
At hardware, paint, “—— - 
dept. stores and 
lumber yards. 


4. W. Mertell Co., 568 Burch St, Kankakee, lil. 


Above is one of the advertisements 
running in national and trade maga- 
zines and Sunday newspapers—build- 
ing a big demand for Mortite. 


ORDER THROUGH YOUR JOBBER 








ORDER NOW 
THE SEASON’S ON 








ares 
TICEMSE Pies ss 








RUST PROOFED 
LICENSE PLATE 
FASTENERS 


4 
by, 
= | . . Smartly designed for looks and satisfac- 


tion. Wide screw head for any slot. High 
E! wing nut for better grip. Two washers, 
- flat and lock, for security. 


_ INC. ORDER DIRECT OR THROUGH 
YOUR FAVORITE JOBBER 


SHARON BOLT & SCREW CO. 


BOSTON 10, MASS. 
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Ace Knife Sharpener 

The Ace Knife Sharpener comes in 
two models: A and B. Model B is 
shown here. Model A is designed for 





mounting on any table, cabinet or wall, 
and both made, says maker, with pre- 
cision ground cutters. Model B is port- 
able sharpener and has enameled han- 
dle. Ace Mfg. Corp., Erie Ave. at K 
St., Philadelphia 24, Pa. 


Remington Booklet on 
Game Dressing, Cooking 


The Remington Arms Co., Inc., 
Bridgeport, Conn., has just published 
“How to Dress, Ship and Cook Wild 
Game,” a 48-page booklet illustrated 
with photographs and drawings and spot 
illustrations. Shows, for example, a duck, 
pheasant or goose and then tells how 
these processes should be followed for 
the best results. 

Clarion Radio 
Display Set 

New Clarion radio five-piece display 
set featuring the crimson hunter with 
his golden horn and designed for dealer 
identification and as advertising tie-in. 
Set can be used as complete unit or the 
individual pieces displayed separately 
in windows and on counters. Cards are 
printed in crimson, blue, yellow and 
black, are die-cut and have easel backs, 
and each is 18 in. high and 12 in. wide. 
Warwick Mfg. Co., 4640 W. Harrison 
St., Chicago 4, Ill. 

















Call Ryerson when 
you need steel —any kind, 
shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 
List—your guide to quick ship- 
ment of steel. 








Principal Products Include: 












Bors * Plates * Sheets * Structurals 
Inland 4-Way Floor Plate * Mechanical Tubing 
Boiler Tubes ° Hi-Bond Reinforcing Bars 
Allegheny Stainless * Alloy Steels °* Tool 
Steel * Babbitt Metol * Wire * Chain 
Bolts * Rivets, Etc, 











JOSEPH T. RYERSON & SON, Inc. 


Steel-Service Plants at: 
CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 










. dA 


ARMSTRONG-BRAY 
GEAR AND WHEEL PULLERS 


Essential Tools Prompt Shipment 


because they save hours of time, prevent 
costly breakage and long shut downs. 


STEELGRIP Standard Rigid Arm Gear and 
Wheel Pullers are of improved design. 
Will not slip from work. Arms are forged 
and heat-treated. 2-arm, 3-arm and spe- 
cial models. 12 types and sizes. 
CHAINGRIP Universal Pullers pull wheels, 
solid gears, pinions, etc., even at con- 
siderable distance from end of sheft. 
Proof-tested chains have both chain hooks 
and special pulley hooks. 3-ton and 12- 
ton capacities. 


Write for Catalog Sheets. 


ARMSTRONG - BRAY & CO. 


“The Belt Lacing People” 
5348 Northwest Highway Chicago 30, U.S.A. 
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NAMES IN 
NETTING. 


US HEXLOK 
The Perfect? 
Meregoe Mesk 
Nettag with 
betwisl 


Weave 


The Original 
Straight-line 
Poultry Metting 
Woven Like 


Farm Feace 


ee | 
The New 
hick tight 
Straight? Line 
Nett *g * " 
duaeted Mesh 


IMDIAMA 
, STCCL & WIRE co! 
ecie aaa ® 








PROVEN PROFITS 
With A 


PROVEN 
NAME 
TAKE LENK SOLDERING 
IRONS 


—for instance. 


They’re America’s top- 
seller of all soldering irons 
—because they’re depend- 
able, sturdy, light-weight, 
easy -to-handle, master- 
quality, and reasonable in 
price. The name LENK is 
linked with more sales, 
more profits for you. 


























Manufacturers of Blotorches 
Electric Soldering Irons, Solders 


Catalogs sent promptly on request. 


x~* « 
MANUFACTURING CO, 


NEWTON LOWER FALLS |)) 
MASS. 


THE 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Ace Hardware Corp., convention 
and exhibit, Jan. 28-30, 1946, inclusive, 
at Hotel Sherman, Chicago, Ill. E. G. 
Lindquist, 1319 S. Michigan Ave., Chi- 
cago 5, IIL, is vice-president and sec- 
retary. 


American Hardware Manufac- 
turers’ Association meeting jointly 
with the National Wholesale Hardware 
Association and the Southern Hardware 
Jobbers’ Association, March 11-14, in- 
clusive, 1946, at the Marlborough-Blen- 
heim, Atlantic City, N. J. Charles F. 
Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, Ameri- 
can Hardware Manufacturers’ Associa- 
tion; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-trea- 
surer, National Wholesale Hardware 
Association and T. W. McAllister, 814 
Metcalf Bldg., Orlando, Fla., is secre- 
tary of the Southern Hardware Jobbers’ 
Association. 


Alabama, Retail Hardware Asso- 
ciation of, May 14-16, 1946, inclusive, 
convention and exhibit at Tutwiler 
Hotel, Birmingham, Ala. Mrs. J. H. 
Crowe, secretary, 1906 N. Fifth Ave., 
Birmingham 3, Ala. 


American Hardware Supply Co. 
convention and exhibit, Jan. 28-29, 1946, 
at company headquarters, 41-43 Termi- 
nal Way, South Side, Pittsburgh 19, Pa. 
William M. Stout is executive vice-presi- 
dent and general manager. 


Arkansas Retdil Hardware & Imple- 
ment Association, convention, March 
18-19, 1946, at Marion Hotel, Little 


Rock, Ark. George L. Turner, 322 E. 


Markham St., Little Rock, Ark., is sec- 


retary. 


Bicycle Institute of America, Inc., 
with meetings of the Bicycle Manufac- 
turers Association of America; Cycle 
Parts & Accessories Association; Cycle 
Jobbers Association and Merchant 
Members, Jan. 22-24, inclusive, 1946, 
at Hotel Commodore, New York City. 
Miss Cecile Meehan, 122 E. 42nd St., 
New York 17, N. Y. 


California Retail Hardware Associa- 
tion, convention, Feb. 19-21, 1946, in- 
clusive, at the Hotel Whitcomb, San 
Francisco, Cal. Le Roy Smith, 417 Mar- 
ket St., San Francisco, Cal., is secretary. 


Connecticut Hardware Association 
convention, Feb. 12-13, 1946, at Hotel 
Taft, New Haven, Conn. Fred T. Blish, 
Jr., Manchester, Conn., is secretary. 





Florida Retail Hardware Associa- 
tion, convention early in May, 1946. 
Anglebilt Hotel, Orlando, Fla. William 
W. Howell, Waycross, Ga., is secretary. 


Georgia Retail Hardware Associa- 
tion, convention early in May, 1946, 
Ansley Hotel, Atlanta, Ga. William W. 
Howell, Waycross, Ga., is secretary. 


Housewares Manufacturers Asso- 
ciation exhibit, Dec. 31, 1945, to Jan. 
4, 1946, inclusive, at Palmer House, 
Chicago, Ill. A. W. Buddenberg, Lisk 
Mfg. Co., 1402 Merchandise Mart, Chi- 
cago, Ill., is secretary. 


The Housewares Show, managed 
and directed by Mrs. Flo English, will 
be held at the Atlantic City Auditorium, 
Atlantic City, N. J., May 13-17, inclu- 
sive, 1946. Mrs. Flo English has her 
headquarters at the Hotel Pennsylvania, 
New York 1, N. Y. 


Illinois Retail Hardware Association 
convention, Feb. 25-27, 1946, inclusive, 
at Sherman Hotel, Chicago, Ill., C. G. 
Gilbert, 1321 Merchandise Mart, Chi- 
cago 54, IIl., is secretary. 


Indiana Retail Hardware Associa- 
tion, convention and exhibit, Jan. 29- 
Feb. 1, 1946, inclusive, Murat Temple, 
Indianapolis, Ind. G. F. Sheely, 333 N. 
Pennsylvania St., Indianapolis 4, Ind., 
is secretary. 


International Housefurnishings 
Market to be held Jan. 7 to 19, inclu- 
sive, 1946, in The Merchandise Mart, 
Chicago, Ill. John C. Goodall is gen- 


eral manager. 


Iowa Retail Hardware Association, 
convention and exhibit, Feb. 12-15, 1946, 
inclusive, in Des Moines, Iowa, Conven- 
tion—Hotel Fort Des Moines; exhibit— 
Coliseum Building, Philip R. Jacobson, 
Mason City, Iowa, is secretary. 


Kentucky Hardware & Implement 
Association convention, Jan. 21-22, 
1946, at Kentucky Hotel, Louisville, Ky. 
Morris Jones, Room 315 Kentucky 
Hotel, Louisville, Ky., is secretary. 


Michigan Retail Hardware Associa- 
tion convention, Feb. 19-21, 1946, inclu- 
sive, Pantlind Hotel, exhibit at Civic 
Auditorium, Grand Rapids, Mich. H. 
W. Schumacher, 1112 Olds Tower Bldg., 
Lansing, Mich., is secretary. 


Minnesota Retail Hardware Asso- 
ciation, convention and exhibit, Jan. 22- 
24, 1946, inclusive, at St. Paul Audi- 
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Millions Will Be Reminded to 


“STOP Under-Door DRAFTS’ 
“GAVE FUEL’ 
by Vhermal-Guard 
NATIONAL MAGAZINE AND LOCAL | 


NEWSPAPER ADVERTISING. 


See your THERMAL-GUARD jobber 
now to share in this profitable 
and desirable business. 


l $ 9 $ 
' | [3 to had 
pe Pee ms teen 















| 





Phila. 19, Pa. 


4 S 
yMUR cols s ho hakam Okeke) am -Lohadelag 
“AUTOMATIC WEATHER-STRIPPING FOR DRAFTY DOORS 





















STORM SASH AND 
SCREEN HARDWARE 





“MARSHALLAN” MEANS MORE SALES! 


KNOWN FOR DEPENDABLE QUALITY 
IN THESE TOP-DEMAND ITEMS 


UTILITY TABLE #509 


An item with amazing 
sales potential! Has end- 
less uses—in homes, labora- 
tories, stores, doctor and 
dentist offices, beauty and 
barber shops. Beautiful, 
modern design; white 
enamel finish. On 4 cast- 
ers. Top: 16” x22”. Height 
26”. Shipped K.D. 




















“COLD HANDLE” FRY PANS FLOOR REGIoTER SHIELD 


Handles that stay cold—a sales- loor or Wall Types 
clincher with all customers! In great demand now! Ideal 
All standard sizes. Unlimited Agee a Enonsere, — 
quantities on several sizes. jee hg — 
Known everywhere for depend- pepular sizes. Adjustable 
able quality! 10 to 19 inches. 

















ia . e 
No. 44 Spring Sash Hanger 
No. 55 Sash Operator 
PACKED SEPARATELY 























SEE YOUR JOBBER 








CHAS. O. LARSON CO. STERLING, ILL. 





DECEMBER 6, 1945 















BRUSH-TOP 


SPOT REMOVER 2 
10¢ at 25¢ i 


is preferred because of its Brush Top 
applicator, its non-explosive fluid in o 
spill-proof bottle, ready for instant 
use. Thousands of packages sold every 
day before the war—more thousands 
used in the Armed Forces—and still 
more will be sold now that restrictions are lifted. Plan now for 
your share of profitable SafeWay sales. Write for details. 


SAFEWAY CHEMICAL COMPANY 


6920 Walworth Ave., Cleveland 2, O. 
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THIS IS NEW! 





*Trade Mark Registered VU. S. Pat. Off. 


Luminous—Plastic 
HOUSE NUMBERS 
eye 
catching 


NOVELTY 
APPEAL 





retail 15¢ each 


Tremendously practical! Absorbs 
light by day Glows all night. 
Glowing quality permanent 10 
doz. in glassine envelopes with 


screws. | doz. of each number 








REFLECTO LETTERS CO. 


1. NY 





EMBURY MFG. C€ 
WARSAW N.Y 
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torium, St. Paul, Minn. C. J. Chris- 
topher, Nicollet at 24th St., Minneapolis 
4, Minn., is secretary. 


Missouri Retail Hardware Associa- 
tion, convention and exhibit, March 5-7, 
1946, inclusive, at Jefferson Hotel, St. 
Louis, Mo. Louis C. Kreh, 323-324 
Wainwright Bldg., St. Louis, Mo., is 
secretary. 


Mountain States Hardware & Im- 
plement Association convention, Jan. 
10-11 at Cosmopolitan Hotel, Denver, 
Colo. John T. Bartlett, 637 Pine St., 
Boulder, Colo., is secretary. 


National Wholesale Hardware 
Association’s meeting jointly with the 
American Hardware Manufacturers’ 
Association and the Southern Hardware 
Jobbers’ Association, March 11-14, in- 
clusive, 1946, at the Marlborough-Blen- 
heim, Atlantic City, N. J. George A. Fern- 
ley, 505 Arch St., Philadelphia 6, Pa., is 
secretary-treasurer, National Wholesale 
Hardware Association; Charles F. Rock- 
well, 342 Madison Ave., New York 17, 
N. Y., is secretary-treasurer of the 
American Hardware Manufacturers’ As- 
sociation and T. W. McAllister, 814 
Metcalf Bldg., Orlando, Fla., is secre- 
tary of the Southern Hardware Jobbers’ 
Association. 


Nebraska Retail Hardware Associa- 
tion convention, Feb. 19-21, 1946, in- 
clusive, at Fontenelle Hotel, Omaha, 
Neb. C. A. McCoy, 325 Insurance Bidg., 
Lincoln, Neb., is secretary. 


New England Hardware Dealers’ 
Association, convention and _ exhibit, 
Feb. 20-22, 1946, inclusive, at the Statler 
Hotel, Boston, Mass. Russell R. Muel- 
ler, 189 Dartmouth St., Boston 16, Mass., 
is secretary. 


New England Housewares Show, 
13th Annual, sponsored by Housewares 
Club of New England, Feb. 11-15, 1946, 
inclusive, at the Parker House, Boston, 
Mass. Albert B. Patterson, Wagner 
Mfg. Co., Boston, Mass., is chairman. 
Address—c/o Housewares Club of New 
England, Room 282, Parker House, 
Boston, Mass. 


New York State Retail Hardware 
Association, convention and _ exhibit, 
Feb. 5-7, 1946, inclusive, in Rochester, 
N. ¥. Convention, Seneca Hotel; ex- 
hibit—Convention Hall. N. H. Kiley, 
508 Hills Bldg., Syracuse, N. Y., is 
secretary. 


North Dakota Retail Hardware As- 
sociation, convention and exhibit, March 
26-28, 1946, inclusive, in Fargo, N. Dak. 
Convention—Town Hall, Hotel Gardner; 
exhibit—Crystal Ballroom, Fargo Audi- 
torium, Miss Clarine Sherwood, 21 Clif- 
ford Bldg., Grand Forks, N. D., is secre- 


tary. 


Ohio Hardware Association, conven- 
tion and exhibit, Feb. 11-14, 1946, in- 
clusive, at Netherlands-Plaza Hotel, Cin- 
cinnati, Ohio. John B. Conklin, 175 S. 










High St., Columbus 15, Ohio, is secr 
tary. 


Oklahoma Hardware and Implemey 
Association, convention and _ exhibij 
Feb. 5-7, 1946, inclusive, at Municip,! 
Auditorium, Oklahoma City, Okla. 
K. Thomas, 711 Wright Bldg., 0 
homa City, Okla., is secretary. 


Panhandle Hardware and Implemen 
Association convention, Feb. 11-12, 194) 
at Herring Hotel, Amarillo, Tex. Mn 
C. L. Thompson, Canyon, Tex., is execy 
tive secretary. 


Pennsylvania & Atlantic Sea. 
board Hardware Association conver 
tion and exhibit, Feb. 12-14, 1946, » 
Bellevue-Stratford Hotel, Philadelphia, 
Pa. W. Glenn Pearce, 400 N. Broaj 
St., Phila., Pa., is secretary. 


South Dakota Retail Hardware } 
sociation, convention and exhibit, Fa 
19-21, 1946, inclusive in Sioux Fs 
S. D., meetings and exhibit, Coliseum 
—convention headquarters, the Cats 
ract Hotel. Earl Erlandson, Cotton 
wood, S. D., is secretary. 


Southern California Retail Hard- 
ware Association, convention and ex 
hibit, Feb., 26-28, 1946, inclusive, at 
Municipal Auditorium, Long Beach, 
Calif. A. C. Kammeier, 112 W. 9th St, 
Los Angeles 15, Calif., is secretary. 


Southern Hardware Jobbers’ As 
sociation meeting jointly with the Na- 
tional Wholesale Hardware Association 
and the American Hardware Manufac- 
turers’ Association, March 11-14, in- 
clusive, 1946, at the Marlborough-Blen- 
heim, Atlantic City, N. J. T. W. Me 
Alister, 814 Metcalf Bldg., Orlando, 
Fla., is secretary of the Southern Hard- 
ware Jobbers’ Association; Charles F. 
Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer of the 
American Hardware Manufacturers’ As- 
sociation and George A. Fernley, 505 
Arch St., Philadelphia 6, Pa., is secre 
tary-treasurer, National Wholesale Hard 
ware Association. 


Tennessee Retail Hardware Associs- 
tion, convention, Feb. 18-19, 1946, at 
Andrew Jackson Hotel, Nashville, Tenn. 
Morris Jones, 315 Kentucky Hotel, 
Louisville, Ky., is secretary. 


Texas Hardware & Implement Ass0- 
ciation convention, Jan. 15-17, 1946, in- 
clusive, Adolphus Hotel, Dallas, Tex. 
R. M. Souder, 814-15 Texas Bank Bldg., 
Dallas 2, Tex., is secretary. 


Triple Mill Supply convention, May 
6-8, inclusive, 1946, at Atlantic °City, 
N. J., with headquarters at the Marl- 
borough-Blenheim of the American Sup- 
ply & Machinery Manufacturers’ Asso-’ 
ciation, Inc., The National Supply & 
Machinery Distributors’ Association and 
the Southern Supply & Machinery Dis 
tributors’ Association. R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh 22,, 
Pa., is general manager of the American 
association; Henry R. Rinehart, 505 
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Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer of the National Associa- 
tion, George A. Fernley is advisory 
secretary of the National Association 
and E. L. Pugh, 712 Volunteer Bldg., 
Atlanta 3, Ga., is secretary-treasurer of 
the Southern association. 

Virginia Retail Hardware Associa- 
tion, convention, Feb. 18-20, 1946, in- 
clusive, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohundro, Jr., Scottsville, 
Va., is secretary-treasurer. 

Western Retail Implement & Hard- 
ware Association, convention, Jan. 28-30, 
1946, inclusive, at Hotel President, 
Kansas City, Mo. Frank H. Spink, 322 
Scarritt Bldg., Kansas City, Mo., is 
secretary. 

West Virginia Hardware Associa- 
tion, convention, Feb. 25-26, 1946, at 
the Stonewall Jackson Hotel, Clarks- 
burg, W. Va. Sam H. Diemer, Box 363, 
Fairmont, W. Va., is secretary. 

Wisco Hardware Co., merchandising 
school and sales show, Jan. 21-23, 1946, 
inclusive. Facilities — University of 
Wisconsin, Wisco Hardware Co., head- 
quarters and Loraine Hotel, Madison, 
Wis. John A. Fitschen, 15 S. Brearly 
St., Madison 3, Wis., is secretary and 
general manager. 

Wiscensin Retail Hardware Associa- 
tion, convention and exhibit, Feb. 5-8, 
1946, inclusive, at Milwaukee Audi- 
torium, Milwaukee, Wis. H. A. Lewis, 
Sevens Point, Wis., is secretary-trea- 
surer and exhibit manager. 


School Census, Child 
Labor Handbook 


Superintendent of Documents, U. S. 
Government Printing Office, Washing- 
ton 25, D. C., has a handbook setting 
forth practices followed in each state 
relative to the school census, compulsory 
school attendance, and child labor. 
Copies of the 200-page handbook, 
“School Census, Compulsory Education, 
Child Labor—State Laws & Regula- 
tions,” Bulletin 1945, No. 1, are 30 cents 
each. 


Correct Answers to 
Test Your Hardware 
Sense 


(Questions on page 130) 


1—Answer. New margin on line is 
26.6 per cent of sales against 33 1/3 per 
cent previous year. 

2—Answer. A knife file resembles a 
blade of a knife—thin or sharp at one 
edge and thick at the other. It is used 
primarily by tool and die makers. 

3—Answer. Cost per foot is .015 
cents, 

4—Answer. Salesman has earned $320 
in commissions. He has drawn $450. 
Therefore he is overdrawn $130. 

5—Answer. New retail price 55 cents 
each or to be exact, .546 shots each. 
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Easy to carry, easy to 
use, easy to sell — three big 
reasons you should keep the 
LUFKIN T ” | Lufkin “Mezurall” and 
ape lu es “Wizard Junior” in plain view 

on your counters. Concave nickel 

plated blades, prominent markings—easy to read. Smooth, easy operat- 
ing. Satisfied customers mean repeat business—sell Lufkin for sure satis- 
faction. THE LUFKIN RULE CO., SAGINAW, MICH., New York City. 






ACCURACY 





Get on the Dazey bandwagon—this 
famous De Luxe can opener is tops 
in quality, has long-established 
consumer acceptance and is always 


in demand. Get the Dazey De Luxe sHOW 
—for greater profits and faster HOUSEWARE? | CHICAGO 
curnover. eS "JAN. 4 
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WARNE & CARTER AVES., 
ST. LOUIS 7, MISSOURI 


Dayey Corporation 


195 













MILLIONS 
Lawnmowers 


old and new, will need sharp- 

ening again in 1946. 

So be ready, at a good profit, 
to supply the 


PERFECT SHARPENER 





FOR LAWNMOWERS 


It's simple, practical and efficient... 
Does its work in about 30 seconds. De- 
signed for home lawnmower use, it sells 
fast at 98 cents. 

What's more, we'll help with national 
advertising to bring buyers to your 
store. 

You'll be smart to oe on order now 
with your jobber...Or, for sample 
and more complete details, write to- 
day, giving your jobber's name. 


PERFECT MANUFACTURING CO. 


137 North 59th St., Seattle 3, Wash. 





SIEBRING 


I Speed 


CULTIVATOR 
SHIELDS 


FIT ANY 


Standard 
Make of 


Cultivator! 





Enables won speEo coat 


Cultivating speeds of 15 to 18 miles an hour are 
practical even the first time over corn or soy- 
beans. Protects plants perfectly ... even when 
ground is wet. Prevents any damage frem 
covering up or large clods. QUICKLY in- 
stalled on any make cultivator, too. EASILY 
ay -~ diate delivery Now! 
mmediate deliver 
wrought ‘ 4 


“E16 MFG. CO. 
1104 Main Street GEORGEIOWA | 
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Series 12-00-0 * 


BARREL 
BOLTS 








Now available in No. 66 Shel-B- 

Brite finish as well as No. 12 Black 

Japanned. This high quality, extra © 
strong bolt is furnished in five sizes 

—2", 2!/.", 3", 4’, and 5". Made 

of wrought steel. Furnished with 

or without screws. Packed one 

dozen in box. 


Ask Your Jobber 


THE SHELBY SPRING HINGE CO. 
Shelby, Ohio 


ile 


epee > 
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— tela Uvesar 





REPAIR PARTS 
otimcti 


ORDER CATALOG N-j 


- AMCOLLOT SUPPLIES 
“221 N.W.8™*Ave.Miami Fla 















[ weRE'S war \ 
FOLKS NEED 
to repair walls, floors, 
furniture, woodwork, or 
plaster. This plastic 
repair material comes 
fa powder form... just 
nix with water aad 
ase. Will not shriak. 





Your jobber 


| or four 4-Ib. cans to case. 


| and 100-Ib, drums for 
| nae ee 














Sticks and stays pat. 













ean give im- 
mediate deliv- 
| ery on Durham’s 
| Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 


Also available in 25, 50 


The PLASTIC Repair Material 
in POWDER Form 


















FOLDING 


CHAIRS 


Upholstered and 
Plain. Many style 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 
CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, N. Y, 
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SCREW HYORAULIC 


Jacks 


Templeton, Kenly & Co 
Chicago (44) Ill. 
Better, Safer Jacks Since 189 


caver 


THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing ; 
screens, garden furniture, frames. etc. 
ORDER NOW FROM YOUR JOSS 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicago (18), 


PRECISION LEVELS 


Available from stock without Prior! 





















LINE LEVELS 
Other levels for every as 





Write for New Catalog 


arvas LEVEL & stulot — 


Establishe zeneve 


New Orleans 12 


TWIX 


Nailclip 


Precision made 
Hardened and ground 


Hibernia Bidg 






















Drop-kammer design Type 200 
immediate delivery 
The que 
Twix Manufacturing Co. result of 
40-09 21st St. Long Island City, N. Y. sixty yec 
the fine: 
Our “Tr 
harmony 
hardwar 





Buy an Extra 
Victory Bond 
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Spring Hinges 
of Quality 


The quality that is built into Chicago Spring Hinges is the 
result of experience and knowledge acquired during more than 
sixty years of sincere effort and honest endeavor to produce 
the finest line of Spring Hinges obtainable. 

Our "Triplex" Spring Hinges combine quality and design in 
harmony with the most modern requirements in builders’ 
hardware. 


Type 2001 The ‘’Tripiex"’ 








Chicago Spring Hinge Co. 


CHICAGO U.S.A. NEW YORK 


RE ACER peceMBER 6, 1945 


PLASTIC SINK STRAINERS 


OFFER A NEW * EXCLUSIVE FEATURE 


Notice “non-tilting” base 
construction. Designed with 
ribs connecting four 
circular legs, this 
strainer is sturdy 
and stays on its 

feet. 


In Black, Green, 
lvéry, Chinese Red, 
Yellow, Delph. Blue. 


PACIFIC PLASTIC and MFG. CO., INC. 


MANUFACTURERS OF BUILDERS HARDWARE 


4865 EXPOSITION BOULEVARD + LOS ANGELES 16, CALIFORNIA 
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Phillips Screw Drivers 
for * Quality 
¢ Service 


Meet the increasing demand for these modern 
time and labor-saving “Recessed Head Self- 
Centering” Screwdrivers. A true necessity for 
every Craftsman in the Automotive, Radio and 
Electrical industries. 
AMALITE makes them right! Choice of: 

*Unbreakable Shockproof Handles 

*Hexagon Wood Handles 

*Carbon or Alloy Steel Blades 
Sturdily constructed to withstand the severest 
serviee. Sizes: 3’ to 8” blade lengths in 
4 point sizes; also STUBBY handle types 1” 
and 14” blade lengths for close quarter work. 
See Leading Jobbers for fast-selling assortment 
on attractive display card. 


AMALITE, INC. 


1884 Pitkin Ave., Brooklyn 12, N. Y. 




















Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 


LINOLEUM | COLD 
PASTE WATER 





MIX 
Ready for use 
for laying and 2S 


patching. Also D 
used on drain| ~°*, 9% 





boards and stair a oh 
treads. crack. 
Packed: Packed: 
Pinte— Quarte—Gallons 1—2% & 


: 5-lb. : 
The Old Reliable <c , a 2—5—101b. Bags. 


CONSUMERS | Brushes 
CRACK | Need the 
FILLER | Bes of 

OR WOOD PUTTY Care 
dries hard and | DAISY 


stays put—will 
act chip, \ will do that job. 


shrink or peel. Retail: 

Fills Sie eracks or breaks | 3-08. cartons 10¢ 

im wood, stone, etc. 12-02. package 25e 
Sos. and 1-lb. cartons. Packed 1 to the case. 


CONSUMERS GLUE COMPANY 
SINCE 1906 


ST. LOUIS (18) MISSOURI 
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Vaco drivers take a firm 
hold... fit the hand correct- 
! ly...do the job faster. 

; There are 173 types, to 
“fill all regular, and special 
requirements. Write for 
catalog. 


PRODUCTS CO. ) 


325 E. ONTARIO ST. + CHICAGO Ii, ILL 


Coned.en Werehouse: 360 KING STREET. WEST - TORONTO 2? ONTARIO 
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MEET ALL DEMANDS 


Pg CONGRESS 


Get this complete deal from your jobber—the complete 
assortment, $0 pulleys, individually packed in three 


BIG 50 PULLEY 
ASSORTMENT IN 
27 POPULAR SIZES 
Your Cost — $15.00 
colored, eye-catching, dust free boxes. Sizes from 1'/2" 
to 5" dia. Includes 27 popular sizes and handy inven- 
tory control card. Handsome 3 color display, 19" x 13" 
included. Congress Pulleys are superior in performance, 


Your Profit—$11.40 
3 COLOR DISPLAY 
design and finish. Your best bet for customer satisfac- 
tion and repeat sales. 





With Mounted Pulleys 


Write for name of nearest jobber 


CONGRESS DIE CASTING DIV. 
Detroit 12, Michigan 
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As manufactur- 
ers of Royal Gas 
Radiant Heaters 

















SS we are supplying 
= = Sa Z our distributors 
5 = SS Z on a fair and 
= = equitable basis. 

S 


PLEASE BE PATIENT—THEY ARE 
DOING THEIR BEST UNDER 
EXISTING CONDITIONS. 


CHATTANOOGA IMPLEMENT & MFG. CO 


CHATTANOOGA GB, TENN 
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NATIONAL METAL 
Linoleum Trims 


The Aluminum shapes shown, highly 
polished and individually wrapped, are 
being shipped every day. Send for a 
We can take care of your 









catalog 
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NATIONAL METAL PRODUCTS COMPANY 
1024 Chateau St. Pittsburgh 12, Penna. 











A perfect tool for shop use that you can retail 
at an attractive price. Adjustable tool rests. 
Shaft 4s” turned down to 2” at the ends. Will 
take wheels up to 6” in diameter. Weight 
about 12 lbs. 

Other Grinders for sharpening, grinding, pol- 
ishing or buffing—for home, shop or garage 
use. Also Popular Priced Saw Mandrels—all 
sizes for all purposes. Write for descriptive 

- circular of our entire line. 


MAJESTIC TOOL MANUFACTURING CO. 
120 No. Jefferson Street, Chicago 6, Ill. 
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RIEGEL TEXTILE CORP. 342 man's 
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Something You Can Get Now 
Something You Can Sell Now 


M=-Q@ SEWER CARTRIDGES 
DESTROY ROOTS CHEMICALLY 
KEEP SEWERS OPEN 













Pat. 2,251,080 


Packed 6 to a carton 
Retail at $1.50 


SSSisoro, 


One of the most prevalent, annoying and expensive problems 
a home owner has to cope with is a clogged sewer. MQ Sewer 
Cartridges give absolute protection against roots and other 
pesky organic matter at an almost unbelievably low cost. They 
destroy obstructions chemically, and eliminate all the bother, 
mess, worry, and expense usually entailed in opening clogged 
sewers. Simply flush them down the toilet, and they lodge at 
the point of trouble and immediately go to work. 

Advertised nationally. Just display MQ Sewer Cartridges 
on your counter or table along with a display card we furnish 
you, and people buy this product on impulse. 

Price is $12.00 per dozen cartons. Use this convenient reply 
coupon when ordering. 





Weinco Industries, 486 Jackson St., St. Paul, Minnesota 


Please send me by prepaid express _____. dozen cartons of M-Q 
SEWER CARTRIDGES @, $12.00 per dozen. 


_ADDRESS_ 





NAME 








JOBBER'S NAME I lapicertesectininsie 








WEINCO INDUSTRIES, 486 Jackson St., St. Paul, Minn. 
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BEAVER LEADS 


with 4 MORE FREE MERCHANDISING 
AIDS created to stimulate SALES . 


of steel wool to the home . . . and the shop. 


THE BEAVER FAMILY OF STEEL WOOL sells itself from 
this point-of-sale display. A counter card and window 
streamers direct attention to BEAVER all-purpose steel 
wool in handy Se and lOc rolls, together with a choice 
of pound rolls or industrial pads. 


DISPLAYED RIGHT FOR QUICK SALES 
PRICED RIGHT FOR LARGE PROFITS 


These 4 MERCHANDISING AIDS FREE 


with your order of No. 2315 BEAVER assorted steel wool 


Long SILVERY STRANDS 


EASY ON YOUR HANDS 
_— THIS LONG-PROFIT DEAL FROM YOUR ieee 





© 1945 
or MAIL coupon TODAY for information 














es | 


: PLEASE SEND ME, WITHOUT OBLIGATION, INFORMATION ABOUT ; 
‘ THE BEAVER FAMILY OF STEEL WOOL y 
; AND THEIR MERCHANDISING AIDS ‘ 
§ DEAL NO. 2315 PICTURED ABOVE [) LARGE DEAL NO. 5660 [] 4 
: ; (with larger display) ' 

‘ 
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> JAMES H. RHODES & COMPANY 


AG 
ee \\ 157 W. HUBBARD STREET | 48-02 TWENTY-NINTH STREET 
“AY CHICAGO 10, ILLINOIS | LONG ISLAND CITY 1, W. Y. 
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Here are Clamps of new design for fastest ope. 
ation—high speed production. Put Grand Speed 

















on your work. Compare! See how they make 
savings that really keep down selling prices of 
products. 















CLAMPMASTER 


EXTRA-DEEP-THROAT CLAMPS a leading Grand 
Specialty. Openings 4%" to 8%", Throats 4!/4," 
to 6. Clampmaster illustrated. Position and re- 
lease instantly. No waste motion. Hold firmly 
on any surface. 

QUICK LOCKCET CLAMP with trigger release. 
Ideal for fast, light work. 

The Grand Specialties line includes alloy steel 
and malleable iron clamps for every service. 
GRAND QUIKCET 
ALLOY - STEEL VISE. 
Closed or opened in a 
wink! Simply push on 
jaw to close, and 
tighten with turn of handle. Balanced Grip hold 
firmly. Hardened serrated jaws integral with 
body. OPENS INSTANTLY to full 3” by trigger 
release. Ready for further work without adjust- 
ment. Loose-proof handle. 
Write for complete Catalo 
time saving Clamps and 





QUICK LOCKCET Clam 











of these and other 
ises. 











\QUIKCET VISE 


GRAND SPECIALTIES CO 


3130 W. GRAND AVENUE «© CHICAGO 22, 


SINCE 
» 1921 


ILL 
























"America’s Finest Line 


of Tank Heaters” 
Standard the country over! The favorite 
water tank heater for stockmen every- 
where, because they provide greatest pos- 
sible heat radiation below the water line. 
Siphon feed assures steady flow of fuel, 
steady heat. No wicks, or burner to get 
out of order. Used also for brooder stove, 
hot dip tanks, space heater, feed cooker, etc. 


Efficient! Economical! Oil Burning! 


Burns all kinds of fuel oil. Equipped with 
detachable fuel tank, weather shield, and 
adjustable smoke pipe with revolving hood. 
Complete line. All steel or cast iron. 
Order Now! Get in Ahead Of 
The Rush! Write For Descrip- 
tive Literature and Prices! 


GUGHROCIG MANUFACTURING COMPANY 


211 Main Street GEORGE, IOWA 


pose. Retailing 
from $18 up. 
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CLARK GEM FLUE STOPPERS 






Embossed type 





Featuring 


Attractive new 
series of pictures 
lithographed on 
metal blanks per- 
manently clenched 
into the face of the flue stoppers. Folding wire fasteners 
attached to slots raised from the metal of the blank. 







#1 Cem 


#5 Flue Stopper 





Specifications for the complete line 


Blank Shipping Weight 

Diameter Fasteners Per Doz. Per Cross 
#3 Gem = 8-17/64” 6” or 7” Wires 3 ibs. 7 oz. 43 Ibs. 
i 9-34" . oa. 5 Ibs. 62 Ibs. 
= * 7-29/32” eer .* 3 ths. 7 oz. 47 Ibs. 
5-34” 4” . 2 Ibs. 28 ibs. 
#5 Flue 8-17/64” Adjusteble Bands 3 tbs. 13 0z. 47 Ibs. 


for 5”, 6”, or 7” 
PACKING—1l dozen per carton, 1 gross per case. 


Order from Your Wholesaler, or Write Us for 
Reference 


J. L. CLARK MANUFACTURING CO., Rockford, Illinois 


























Machines (/ Cutting 


CUTTING MACHINE 










Crimping 
and 
Beading 


STOVE PIPE 
FURNACE PIPE 
“X) FLAT SHEET METAL 


HEAVY DUTY 
BUILT FOR YEARS OF SERVICE 


Here are machines which take all the hard 
work out of tough jobs. What work savers 
they are. Built for years of dependable 


No. 21 service. ag 
These fine sheet metal working machines 
CRIMPING MACHINE 


have been giving satisfactory service for years 
in factories, industrial plants, large and small 
shops all over the country. 

They have been checked by skilled machinists 
and experienced purchasing agents. They must 
stand up under the most critical inspections of 
materials and workmanship to prove they will 
continue to perform perfectly through years of 
service. 

This means they can be relied on, not only 
our careful factory tests but in addition passed 
most rigid tests of critical technicians. 


HIGH EXTREME 
QUALITY PRODUCTS LOW PRICES 





Send for de: Literature. 
No. 22 DEALERS scriptive 


BEADING MACHINE Manufactured and Sold by 


CHARLES E. KRAUS MFG. CO. 


929 W. MaIn St. LOUISVILLE, KY. 





HOLLOW SCREW 


ASSORTMENTS 


Fast-selling, over-the-counter Assortments for 
mechanics, repairmen and service establishments. These 
handy and attractive outfits “sample” the screws to your 
customers — start new users coming in for regular quan- 
tity purchases. Sales extend to household users of 
domestic appliances and carry a nice profit at retail. 











JUNIOR Key KIT 


Seven short-arm Allen Keys 
are included in this strong 
leatherette envelope. They 
fit the hexholes of sizes Nos. 
8, 10, %”, 5A”, 3%", 7Ae” and 
1,” set screws and Nos. 4, 5, 
6, 8, 10, also %” and 5/4” 
cap screws. No. 604; list 
price $0.50, 





BOXED ASSORTMENT 


Metal compartment box; 
contains 590 setscrews,from 
No. 10 to %” with keys to 
fic. Diagram inside of cover 
lists sizes of screws and 
wrenches contained in box, 
No. 602; list price $33.80. 





KEY SET 


This canvas partitioned bag 
contains 11 short arm hex- 
agonal keys which fit all 





screws from and including SET SCREW 
No. 10 up to and including 
1%” diameter set screws. ASSORTMENT 


No. 603; li i i.75. 
“ — WITH KEYS 


Used in tool cribs, shops, 
service stations, garages and 
for domestic appliances. 
Popular sizes up to 54”. No. 
608; list price $8.18. 


KEY ISLAND 


This handy key set (left) 
contains 14 keys fitting all 
sizes of set screws up to and 
including 1%"; cap screws 
up to 1”; shoulder screws 
to 1” and pipe plugs to 1”. | 
The container is plainly | 
labeled to show the correct } 
size key to use with each 
screw. No. 615; list price 
$2.35. 











The above Sets and Assortments are made up primarily | 
and especially for the hardware trade, to be ordered 
through your Hardware Wholesaler. 


THE ALLEN MANUFACTURING CO. 
HARTFORD 1, + CONNECTICUT, U.S. A. 
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THE V-BELT LINE 
THAT ASSURES 
STEADY SALES 


From this one assortment of 35 carefully selected 
Gilmer V-Belts you can fill a large majority of replace- 
ment orders. The belts cover 887 different applica- 
tions, including washing machines, oil burners, 
power tools, home workshop equipment and other 
small appliances. 


The demand for belts of this type is growing steadily. 
And it is year-round business that brings in good 
profits with little or no effort on your part. Your 
“Eye-Ful” Tower is a silent salesman. 


Start earning those extra profits now. Mail coupon 
below for the Gilmer No. 350 Assortment. It costs 
but $21.01, including selling accessories, and gives 
you a profit of $14.01. 





L. H. GILMER COMPANY hi y at 


Tacony, Philadelphia 35, Pa. 
Division of United States Rubber Company 


L. H. GILMER COMPANY 
Tacony, Philadelphia 35, Pa. 


Send me the complete Gilmer “Eye-Ful'’ Tower Assortment, 
No. 350 as follows: 


1—35 assorted V-Belts for h hold appliances. 

2—Gilmer Handimeter (Patented) for quick measuring of belts. 
3-—Display stand, sign, inventory form. 

4—Gilmer Belt Catalog, “America's Belt Bible”. 

Bill me $21.01 through your nearest jobber. 

NAME 


ADDRESS 





Aha ne eee ae ee —_— = = 
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ARCADE 
DAMPERS 


The all-steel spindles of Arcade 
Dampers have extra strength 
and make it possible to grind 
sharper’ points . . . they pierce 
pipes very easily. Made of cast 
iron ... accurate in size... 
smooth in finish. | 


* 


ARCADE MFG. CO. 
1201 SHAWNEE ST. 
FREEPORT, ILL 
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HARDWARE & TOOLS 
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The CHICAGO “V”-BELT 
PULLEY DISPLAY 


will help You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


tisk Your Jobber About — 


the No. 50 Display Board. A complete assort- 
ment of 24 pulleys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 


All pulleys are for “A” belts and come in 14” 
and 5%” bores. 


The Display Board is finished in red, white und 
blue and has space in the rear for additional sizes. 


Mtr’d by 


CHICAGO DIE CASTING MFG. CO. 


2507 W. Monroe St. CHICAGO 172, ILLINOIS 
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Made ina stick and liquid. 
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SS Sheps Ster Harness 
Siecse from same formula for 
==. over 30 years. Contains fish 














“BEST FOR LEATHER IN ALL KINDS OF WEATHER" 


From the Foot Bones of beef animals processed in 
Omeohe Packing Houses, comes the Pure Neatsfoot | 
Oil used in SHEPS NEATSFOOT OILS. 


Made in three grades. Pure—Prime—No. 1 
Softens—Preserves Leather 





Sold by jobbers everywhere. Inquire of salesmen 


NEATSLENE . COMPANY 


OMAHA &, NEBRASKA 
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Dependable Cower. 





Pincor Blue Diamond and 
Pincor Gold Crown gasoline 
electric generating plants, 
have afforded thousands of 
users a source of DEPEN- 
DABLE POWER for Home 
use, on Farms, in Mines, on 
Construction Jobs, and in 
Industrial Plants. Today 
these rugged Pincor Units 
are serving on the Fighting 
Fronts of the world where 
DEPENDABLE POWER 





PINCOR 1S a NECESSITY. 
Products for Post-War 
Dependable Pincer 
POWER LAWN MOWERS Power Plants are 
HAND LAWN MOWERS available in either 
AC or DC models 
POWER PLANTS and as Battery 
WATER SYSTEMS Changing waite. 





BATTERY CHARGERS 





Write for Details Today! 





| PINCOR 
| Vaduets | 


PIONEER GEN-E-MOTOR 


omen - 2 mem. mam om, | 


“tenes 
KENS Ave HICA 3° 


BUY BONDS 




















BACK AGAIN! 








BRASS 
TORCHES 





MODEL 32A 


Now ... for the first time since 1942, five of 
the most popular C & L torch models are avail- 
able in brass. No. 32A (shown at left), No. 325, 
No. 144A, No. 252 and No. 238 are in produc- 
tion. These are experience proven tools, designed 
and built for long, dependable service. Write for 
prices and delivery information. 








DECEMBER 6, 1945 















































PREMIER 
Electric 
WATER HEATER 
Made with 
| CHROMALOX 
We 1500 watt 
>| Heat Unit 
kk 
e A Hot 
Post-war 
. Seller! 











Discounts. 


HOW IT WORKS 


Lift pail so as to immerse the 
Chromalox Heat Unit in con- 
tents. Hang on switch lever 
hook. This turns on the heat. 
Remove the pail, the switch 














Long lasting, heavy metal construction. 


HOW IT SELLS 


Fast! There are dozens of uses for this item. Folder’ gives 
many suggestions. Easy to demonstrate. Good margin. Folder 
and prices mailed on request. 


THE NATIONAL IDEAL CO. 








906 N. SUMMIT ST., TOLEDO, OHIO 











Everything You Should Know About 
BUILDERS HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases 
of this important and profitable basic hardware line. 


“TAKING THE MYSTERY OUT OF 


BUILDERS’ HARDWARE” a: U 


WAS $3.—NOW ONLY $1.50. ORDER YOURS TODAY 


The Deluxe Cloth-Bound Edition, Which Originally Sold for 
$3 Per Copy, Has Just Been Reduced in Price to Only $1.50 
—Just One-Half of Its Cost When First Issued. 


Also, A New Paper-Bound Edition Has Been Made Available 


At Only $1 Per Copy. 


USE THE ORDER BLANK BELOW 





Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 

220 pages—page size 8'/: x Il’ inches— 
sturdily bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you 
how to match different items. 

A working Blue Print, size 25 x 1l'/2 inches, 
Glossary of more than 300 Technical 
Builders’ Hardware Terms, Cross Refer- 
ence Index, etc. 

Over 600 Illustrations, Charts and Diagrams. 


27 Illustrations of Different Builders’ Hard- 
ware Display Rooms. 











WILDERS: 
WARDWARE 
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apon H. BROWN 








eed apple” 


Sole anne ‘manowe® 


| Published by MAROWARE AGE 





If you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to 
make more profit from its sale—but could not because of the lack 
of information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benefits of the author's, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all 
the needs of your community. 


You'll also be shown how to read blue prints, and to specify 
jobs; how to work with property owners, contractors and archi- 
tects; how to use Builders’ Hardware to increase sales in your 
other departments. 


The experienced architectural hardware consultant will want 
this book for its use as a handy reference work. The beginner will 
want it as a text book to use as the only complete home study 
course in this subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by read- 
ing and studying it. 


MAIL THIS COUPON TODAY! 
Hardware Age, 100 East 42nd St., New York 17, N. Y. 














Please send me .... copies of the Deluxe Cloth Bound Edition “Taking the Mystery Out of 
Builders’ Hardware” by Adon H. Brownell. I will pay the postman $1.50 each, plus a few cents post- 
age. (Canada and Foreign Countries $2.00). If you prefer the paper-bound edition, please check here 
....+, its price being $1 per copy, plus a few cents postage in the United States, and $1.50 per copy 
in Canada and Foreign Countries. 


NS os i hess ease witsiisouwe Ws ickxcddhecbatabsbeosnkanes EN Beene ay eee 
(] Check here if you enclose payment, in which case we pay postage. 
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STAMPS for 
Hard Surfaces 


Now ready for use on tough ¢ 
marking jobs everywhere 
in busy American industry, , 
these new hand-made Mil- & 
lers Falls tool-steel stamps 
have special tempered faces * 
to stand up where ordinary 
stamps would fail, and “ 
tempered heads to prevent . 
mushrooming or fracturing. Character sizes from 1/20” 
to 1%”, letters and figures. Sharp, clear, legible impres- 
sions. Packed in well-made wooden box. Write for details. 


MILLERS FALLS COMPANY ILLERS FALLS 













bole 
GREENFIELD . . 





A PROFITABLE FAST-SELLING 
ITEM FOR HARDWARE 
DEPARTMENT AND CHAIN STORES 
KLEE outstanding success 

in hardware and 


houseware departments. Colorful 
moulded plastic. Rustproof. Fits any 
faucet. Instantly purifies drinking 
water and makes it crystal clear. 
Not to be confused with an ordinary 
wire strainer. 


THE FILTER-KLEEN MFG. CO. 


314-322 Chelsea St., Everett 49, Mass. 


FILTO-KLEEN for 7 
years has met with 


10 
Fier an 


FILTO-KLEEN filter 
with 1 doz. filter pads 
retails for $1.00. 
(Adapter for smooth 
faucets, 25¢ extra.) 
Refill pads, 6 doz. 50¢. 














SOUTHINGTON 
SCREWS 


for Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 
Q Supply the in- 

creasing de- 
mand for these 
modern, time- 


saving screws. 
All standard 


Driver fits se- 
curely into ta- 
pered recess — 
will not slip 
out, or work to 


% 


one side. sizes. 
THE SOUTHINGTON 
HDWE. MFG. CO. 


i, SOUTHINGTON, CONN. 57 





Get one at your 
Supply House or 
write for 


Sheet #27. 
DOES NOT CONTAIN GRAPHITE 
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loseprh. DEX ON Crucible Company « Div. 40C12¢ Jersey City 3, NJ. 


Make Your Store 
Waterproofing Headquarters 








You can stand 
souarely back of 


KAY-TITE 


It will positively 
prevent the seep- 
age of water. 

It’s guaranteed to 
do the job. 

Any one can apply 
it. Goes on like 
paint. 





For— 
Cellar ne and Fieors 
Concrete Ma 
Cinder Block Walls 
Cement Block Walls 
Retaining Walls 
Brick Walls and Plers 
Copings 
Swimming Pools 
Stucco Surfaces 
Fish Ponds 
Pump, Boiler and Eleveter 
Pits 






Reservoirs 

Silos 

Field and Quarry Stene 
also can be used as & mor- 
tar for pointing up brick 


and masonry, also to patch 
concrete, 


Osers are always enthusiastic boosters. They will boost your 
store as the place to get rea) waterproofing satisfaction 


Kay-Tite is packed in 10 lb. cans, It comes in Grey and White. 
A 10 lb. can will waterproof 100 to 150 aq. ft. 


Write for complete information. Send your Jobber’s name. 


KAY-TITE COMPANY, West Orange, N. J. 


q 


SELL . .. To every plant 


in your area. Wherever 
belting is used this Dixon 
Product goes over Big. Plant 
men know it. Show it, sell it 
and profit. Do you know 
Graphite Gus and his lively 
profit makers? Write for 
Data Sheet Directory. 


Data 
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GEE! DAD,THIS IS | 
THE SAME KIND 
OF GLUE WE 
USE AT 


YOU NEED THIS 
TO MAKE_IT 
COMPLETE 


@a( THATS A NICE 
m SET OF 






WO HEATING 

WO MIXING 

WO WASTE 

#0 CHILLED JOINTS 

















Want National Distribution 
for Your Product? 


Long established and well advertised mid-western 
manufacturer (AA-1 rating) with strong sales organi- 
zation and national distribution of its products direct 
to industry and through mill supply, hardware and 
automotive distributors wants to add companion prod- ves Ground 
ucts to its line. If your product can be sold through Valves... 

these channels in national markets and you seek wider , Key Work... 
distribution, this is a real opportunity. Our client Bill 
will consider financial investment in your company if and the Duck-Bi 
sound and necessary to mutual interests. Write fully 

in strict confidence or arrange for interview with No-Tone Ballcock 


CRANDALL & KELSEY °* Management ~ 





se nes 








149 Broadway, New York 6, N. Y. -Reohen @2en Om: ao: 6.2 Aen a @-) 


ROCK FOR O, ao: am 























DON'T KILL YOUR OPERATOR 


Electrify Your Hand Elevator with this Power Unit 







HOME LOCKER 
TWO NEW UPRIGHT MOD- 
proceniag, Seyle Ac i8 cobs 

t. 
a Style B- inchedes 
ier fark 

- capacity. Low price! Tremen- 
dous market! 


bl Fixture Corp., Dept. H-12, a, Michigan 
rush illustrated beokict HARDER 
yy BK AE -, 


CARTE, ..cccccccccscccess ‘ 


'| Davis & Newcomer Electric Elevator Co. 


Write for Information and Prices. FOSTORIA, O. 






“Lifts from 1000 to 3000 ibs. with ease."* 


ELECTRIC ELEVATORS, HAND ROPE 


ELEVATORS 





DUMB WAITERS 














BACK IN PRODUCTION ! 


NEW PLASTIC MAIL BOX 


. oy 3 Beauty swimmin’ hole” — 
nc he yy , FLUID CEMENT you, know a 
Wanted by Millions FLUID Cee leech sticks. 
Available in Colors— REG. U. S. PATENT OFFICE 1932 
Black, Brown, Green, Blue | We believe Leech Cements, including a special Model 
Builder’s Cement, have more all around uses than any 


¥ other cementon the market. Attractively packed and 
WRITE FOR FULL INFORMATION carded in sales-compelling displays—carries good mar- 


If you’re a city fel- 

you don’t know 
how a leech sticks 
— but if you’ve ever 


——— 





























ACME PRODUCTS CO your line at a profit. Drop us a postcard for prices. 
404 WH. Vou Seren St. Grove Bey, Wis LEECH PRODUCTS CO. Bex 26-C Hutchinson,s. 


Ta ee, WNAYESLEVETS n25 


\LL2A "AND ALUMINUM AND Al 
MAYES GUARANTEES pan Y, SERA 
*AND DURABILITY > 


MAYES BROS.TOOL MANUFACTURING CO. . Inc. eS vo 
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THE SAW THEY ASK FOR MOST 


—_" 






Hand Saws Crosscut Saws Circular Saws 
Hacksaws Keyhole Saws All Other Types 





ATKI 


E. ¢. ATKINS AND (COMPANY + “10 Ss. ILLINOIS ST., INDIANAPOLIS 9, INDIANA 















Wout mar walls! 
MOORE pusu-usss nancers 


(The Hanger with the Twist) 
MOORE pusu-pins 


(The Pin with the Handle) 


Every home uses both Hangers and Push-Pins for 
heavy and light mirrors, pictures, wall decorations. | 


£D JOMTS 





en 




























MOORE PUSH-PIN COMPANY «© Svace (9006 
113-25 Berkley Street, Philadeiphia 44, Penno 











HOLD-E-ZEE 


AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
way when not in = Highest quality 


materials throughou 


UPSON BROS., Inc. 
84 Exchange S?. 





For 65 years, Porter Cutters have been almost 
self-selling. Performance has persisted in adding 
luster to the name. Today, a given Porter Cutter 
is recognized as the preferred tool for the pur- 
pose for which it was engineered. 















H. K. PORTER, INC., EVERETT 49, MASS. 


PORTER Accs CUTTERS, 









ORDER 
THRU 


YOUR 
JOBBER 





Co. 
































. 0. 
_~, ll Be Back When My  (QAgzaae 22 77207 (20 
’ — |Z Bigger Job Is Done : ” 
er b~ Z CHORE GIRL will be back again— 
le e es = when copper is available for clean- 
* aims ing use. In the meantime, don't 
sa forget her. Your customers won't. 
f After the war, housewives 











1 will appreciate this famous 


i fac “= 


METAL TEXTILE CORPORATION 
Orange WN. J. SLAYMAKER ole Stel is 1, Bi 
| SINCE 1888 e LANCASTER, PENNA. 











* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
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PLASTIC 


COMBS 


y “Smooth 
Sale-ing”’ 


All combs may look alike, but 
your customers will find Modg- 
lin precision perfected plastic 
combs exceptionally smooth, 
sturdy and flexible. 








8%,” Curler Comb 


Now available in 5 sizes, as- 
sorted colors. 


5” All Fine Comb 








Not illustrated: Seven inch 
curler comb, also 8%” heavy 
woman's dressing comb. 


Order from your jobber! 





7” Coarse Fine Dressing Comb 





Get on Top with Modglin 


Precision-Perfected—Flexible 














Always ‘‘Seasonable”’ 


SALT & PEPPER 


Colorful Shakers 
Made of Durable Plastic 


Lightweight, easy to 
clean, these colorful 
shokers are 31,” high, 
with clear plastic bot- 
toms and beautiful de- 
sign. You'll shake a lot 
of profit out of this item. 
Order from your jobber 
now! 





‘Hang up’’ a sales 
la with Modglin 


SNAG Vee. PINS” 


Trade Mark Reg. 
— 





Made of vividly colored, unbreakable 
plastic, with a very firm stip. This 
is a truly smooth number. Your job- 
ber can supply — or write for catalog 
and information. 








THIMBLE, THIMBLE 
MODGLIN MAKES 
DURABLE PLASTIC 


THIMBLES 


Your lady customers 
will put the finger on 
these cute little thim- 
bles, and never get 
stuck. They are inter- 
estingly colored and 
made in five sizes. See 
your jobber! 














Spetee: 5 . e et 


Modglin Ca. , ry aR 


Plastic Molders Sey or i 


3235 San Fernando Road 
Los Angeles 41, California 


RN. Pe, Bs 
— 
8p,OU 


474, 608 | 
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LETRAW MFG. CO. 


229 W. ILLINOIS ST. ° 
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COST OF SHELVES DOES NOT INCLUDE FIGURES 


$19.20 PER DOZ. PIECES 
PACKED: 2 DOZ. PIECES OF EACH NUMBER 
In 3 DOZ. LOTS $18.00 PER DOZ. PIECES 
that may be ASSORTED AMONG BOTH NUMBERS. 





Round Mirrors Half-Moon Mirrors 
9/2 inches in diameter. Wooden 11%. inches high. Wooden 
Shelf: 5!/2x2!/2 inches. Weight: Shelf: 7!/2x3'/, Inches. Weight: 
20 Ibs. to the doz. pieces. 15 Ibs. to the doz. pieces. 


No. 4664Z 


NEW, IRRESISTIBLE, and MOST DECORATIVE are these 
CRYSTAL MIRROR SHELVES with BLUE MIRROR TRIMS. 





No. 4665Z 





EAL SALES BOOSTERS 


salt and pepper shakers, all three made of porcelain. 


CANARY a PORCELAIN SALT and PEPPER SETS 


Hand Colored Notes in Blue, Green and Red, the set consists of a twig and the removable canary 























NO. 4367Z: $7.20 PER DOZ. SETS 
PACKED: 2 DOZ. SETS IN BOX NO. 4570Z 
IN 6 DOZ. LOTS $6.60 PER DOZ. SETS THE SAME NUMBER 
Size: 4% inches wide PUT UP IN 
3% inches high, weight 5 Ibs. to the doz. INDIVIDUAL 
Be sure to send for our complete set Z of GIFT GOODS, we have GIFT BOXES 
. we 
them from $1.80 per doz. to $90.00 per doz., all good sellers. $8.00 PER DOZ. 
; PACKED: ¥2 DOZ. 
wroating 115-119 IN BOX, IN 6 DOZ. 
LEO KAUL cwcc. gone y LOTS, $7.40 PER DOZ. 











No. 4367Z 




















Oo HAND-CR 






Orders are now being accepted for 
early 1946 delivery of many out- 
Standing assortments in the 
Maestro Line of Ruby and Silver 
hand-crafted art glassware. Take 
advantage of this opportunity 

to be among the first to receive 
new stocks for spring promotions. 
Maestro—with its sales-winning 
combination of radiantly glow- 
ing ruby-colored glass and rich, 
gleamingly brilliant, pure in- 
laid silver—is distinctively differ- 
ent... eye-catching and appeal- 
ing . . . smart in its decorative 
charm. You will welcome its 
return; will find it as popular, 


profitable, and fast-selling as before. : 

Assortments include groupings of such ‘ Seal 
numbers as cake plates, salad plates, relis 5 ; 
dishes, bowls, trays, etc. Let us give Century | 





you complete details . . . 
Century Melaleraft , 4440 NORTH CLARK ST., CHICAGO 40 


AFTED ra 
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Yo. a 


Simplify Your Stock Taking with the 
HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 9¥ by 12 inches over all; writing area 
8'/, by I1'/, inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 































































































































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means you really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 


Inventory Sheets because they found them simple, convenient 
and handy to use. The WHITE INVENTORY SHEETS are 


























the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD 
WARE AGE Inventory Sheet Binders which are used by thou 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


11-22-45 


eancecescecnccecccescccescsecsseUSl THIS COUPON cccaccccccccccccccsesesescccnsss 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Gentlemen: 
Here is my $.. 


charge). Also send me 


NAME ... thd a hid V5esge hi paaeks Shwe naa cael 


ADDRESS 


. Please send me.......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
Binders (50¢ each). Send these to me by return mail. 
FIRM NAME 


HARDWARE AGE 
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Just a twirl of the 
, Fingertip Knob 
EKCO Pressure Cooker . . . it not only cooks to flavor : seals the cooker 


There’s nothing else on the market like 


4 


perfection in minutes . . . it is also a smart serving dish is iia a 
(with a handsome serving cover) that brings the food , 
piping-hot to the table without using extra dishes. 


Easy to use—no loose parts, no cumbersome han- 
dles—just a twirl of the knob seals the EKCO. Beautifully cane de at Ge 


designed in polished aluminum with black plastic fittings. ee il x Pressure Control 

keeps pressure at 

proper cooking 
level 


Size illustrated is full 4Y2 quart capacity. 


EKCO PRODUCTS COMPANY 
Founded in 1888 as Edward Katzinger Company 
1949 North Cicero Avenue, Chicago 39 


These famous products make EKCO—the Biggest Name in Housewores: 

FLINT Hollow Ground Cutlery; EKCOWARE Stainless Steel Utensils; EKCO 

. Pressure Cookers; A & J Kitchen Tools; GENEVA FORGE Cutlery; STA- 

sessions BRITE Tableware; OVENEX Tinware; TRU-SPOT Flashlights, and others. 
py your 





er with 


ms =the EXCO 


pressure cooker — 


with the 


tinger tip sea/ 
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Lumite has already made old-fashioned metal screening OBSOLETE! Lumite is no “postwar baby.” 
It’s HERE... now...to STAY! Cash in on it! 

Lumite has been tested for three years under the toughest possible conditions of climate and 
rough use ... in damp Pacific jungles where even metal can corrode almost overnight! Yet there 
hasn’t been one single case of corrosion or deterioration where Lumite has been used! 


Lumite offers qualities never before found in any window screen. Here are ten hard-boiled, 
logical reasons why YOU cannot pass up this “hot” item: 





7 RUSTPROOF Lumite cannot rust under any 


condition: salt air, acid fumes, smoke, rain, snow, fog, 
extreme heat or extreme cold. In other words, Lumite 
cannot wear out through natural causes! 


2 WON'T BULGE Because it is highly resilient 


under pressure or impact, Lumite “gives” without 
breaking a strand! It instantly snaps back to its origi- 
nal shape ... without a trace of bulge, dent or sag! 


3 CAN'T STAIN When Lumite is used, ugly 


streaking of window sills or sidewalls is impossible 
... eliminating forever the need to repaint “eyesore” 
stains or streaks around windows. 


4 NO PAINTING Lumite is not painted, in the 


first place. Furthermore, it never will need painting at 
any time. That tiresome, messy “annual” repaint job 
is at last a thing of the inefficient past! 


5 CLEANS EASILY s:..u14 Lumite ever become 


soiled by exposure to excessive soot or dirt, a few quick 
whisks of an ordinary damp cloth or moist brush will 
keep Lumite fresh and new-looking at all seasons... 
year after year. 


6 EASY TO HANDLE Lumite weighs about 


one-third as much as metal! It is light to handle in rolls 
.--simple to cut to desired length...and easy to frame, 
with no sharp points to stick hands or tear clothes. 


7 HOW TO FRAME Nothing to it! For best 


results, just stretch tight and place tacks every 2 or 3 
inches. In the case of cut edges, fold over about 14” 
before tacking. 


& NON-INFLAMMABLE Lumite is absolute- 


ly flameproof. Like most household equipment, it can 
be destroyed by fire ... but Lumite itself can not burn 
under any circumstances! 


9 TESTED COLOR Arich dark green is Lumite’s 


standard color, determined by many scientific tests as 
not only attractive to look at and easy to look through, 
but inconspicuous as well. Lumite cannot run or fade. 


10 OUTLASTS METAL secause tomite is wn 


affected by natural causes, can’t bag, bulge or warp, 
and can take unusual abuse without wearing out... 
properly-framed Lumite gives years more wear than 
the best types of wire screens. Yes . .. Lumite screens 
can be left up all year without damage. 





in Better Homes and Gardens, American Home, House 
and Garden, House Beautiful, and all leading Architec- 


5 Tl dest RTI bh) ED! - tural and Building Contractor Publications. 


otey. ' ae 


CHICOPEE MANUFACTURING CORPORATION 


LUMITE DIVISION 
47 Worth St., New York 13, N.Y. 
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TABLE TENNIS BALLS 
— Greetings —— 
MERCURY Offec2#> “thee 

TOURNAMENT BRAND | exam 


BALL 














Our Production of Table Tennis Balls returns from serving the Armed Forces with 
QUALITY SUPERSEDING any Ball in the past. 


We Solicit Your Business with Popular Prices and Attractive Packing. 


MANUFACTURED IN THE UNITED —" FOR OVER FIFTEEN YEARS 


LOUIS SAMETZ, INC. 


NEW YORK OFFICE: 200 FIFTH AVE. NEW YORE 10 


The HALL. Lines 
¢ FAME 


are Available Again! 


Contact your jobber or write 
of a-Yoa moked aYol-1dalhate me Zell] amal-t-Yol 
for the 1946 season. 


Some [tems are Available for 
Immediate Shipment 


HALL Line CORPORATION 


1151 Park Ave., Highland Mills, N. Y. 


HARDWARE AGE 





Pal 


TRADE MARK 


SETS THE PACE 


Leading jobbers from coast to coast are now taking orders for the PAL Baby Walker 


DECEMBER 6, 1945 






















Want a Salesman 
in Every 
Customer’s Home? 


OU’LL HAVE ONE that works hard for you— __ the prestige of your housewares department as 
every time you sell a customer a Tavern well as produce real profits — worthwhile unit 
Home Product. That’s because every oneofthose sales — and repeat business! 


labor-saving products is so outstandingly good Order today from your nearest Socony-Vacuum 
it creates a demand for the full line — and brings‘ o¢--¢ or from 26 Broadway, New York 4, N.Y.In 
the customer back to your store for more! the Southwest, order from Magnolia Petroleum 
Remember, quality is going to be more im- Co., and on the West Coast from General Petro- 
portant than ever from now on. Get set for the leum Corp. of California. Socony- ca” aa 
future by putting in the all-quality Tavern line | Vacuum’s great distribution system 
CF 


now. This heavily advertised line will help build —_ insures almost“overnight deliveries!” 





Nationally Advertised — Available from Coast to Coast 


¥ 6D roe ie NI tn i ca ak ts es ~ ‘ F 
avde 2 
* 
i 


woe pe eye ~ Semen. 


heater « npn hae toh 





yout 


TAVERN HOME PRODUCTS — 


Tavern Liquid Wax + Tavern Paste Wax - Tavern Non-Rub Floor Wax 
Tavern Window Cleaner « Tavern Candles * Tavern Electric Motor Oil 
Tavern Lustre Cloth - Tavern Parowax or Paraseal Wax - Tavern Rug Cleaner 
Tavern Furniture Gloss - Tavern Paint Cleaner » Tavern Leather Preserver 
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DUSTMASTER 


World’s Finest Dustmop 


oe (Y( 





























: PRESS THE BUTTE ON’ 
and off comes the cotton 
swab, 


MORE ~ BETTER FEATURES THAN 
ANY OTHER DUSTMOP 


1 Swab slips on over a flexible steel coil spring 
that fits into the tubular, steel head, which 
locks automatically. PRESSING THE BUT- 
TON releases one end of the spring and 

the swab slips off for cleaning. 





























2 Fluffy swab made of finest grade 
of mop cotton—holds more dust. 








3 Handles beautifully lacquered 
in assorted, attractive colors, 
with swab colored to match. 


4 Built for a lifetime of 
satisfactory service. 














BY PRESSING . 
BUTTON SPRING I$ 


AUTOMATICALLY 
RELEASED FROM STEEL 
SOCKET 














Chemically treated—Reversi- 
ble—May be oiled if desired. 


ALL PRICES FAIR TRADED 


Ask your jobber for particu- 
lars, or write us for literature. 


DUSTMASTER CORPORATION 


600-608 First Ave., North Minneapolis, Minnesota 
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FOLD-AWAY 
CARD TABLE 











oere é nebes 
- HIS clever new convenience for card players ini 

is the biggest selling, fastest moving game ® Easily stored ‘n 
table in leading stores everywhere. Porta-Poker [. fynint sim 4. 
is the all-purpose portable playtable for small foot diameter... 
apartment, den or recreation room. This is a new, i >lay- 
improved model. Attractively finished, substan- aa 
tially made, sturdy leg construction. Nothing to 





8 nonspill, son- 
t#g holders tor 
glasses and «ish- 


loosen or wear out. May be sold with complete trays... 
satisfaction. For year-round profits, it will pay you 
to feature Porta-Poker! LIST PRICE $34.50. 
Dealer price 1 to 5, $23.00 each...6o0rmore, -—- 
$20.70 each, F.O.B. Shipping weight 4 lbs. 


MASON WILLIAMS GO., DEPT. H-13, 663 N. Wells $i, CHICAGO 18, ILL. 
Werld's Lergest Manufacturer of Portable Game Tables 


@Mahogar v- 
stained, aicohol- 


proof finish ... 








AS ADVERTISED IN 21 NATIONAL MAGAZINES 

















...Get Certified Fleur-O-Liers. .. 


they’re tops in fluorescent fixtures. Built to rigid 
specifications. Checked and Certified by Electrical 
Testing Laboratories, Inc. Made by more than 
30 leading makers. For assured quality in light- 
ing units — specify Fleur-O-Lier and... 



























CERTIFIED 
in eccordonce 
with Test 
Requirements of 
Specifications of 
Fleur-O-Lier Monufacturers 








ELECTRICAL TESTING 
LABORATORIES, INC 
NEW YORK NY 

Certtying Agent 


F L E U we . ©] we Li E 4 WMauupactu ted 


CERTIFIED FIXTURES FOR FLUORESCENT LIGHTING 
2116 Keith Building, Cleveland 15, Ohio 













WATERBURY HANDY PLUGS, 


are available again! 





TO ASSEMBLE SIMPLY INSERT WIRES AND SCREW ON CAP | 
@ No Bare Wire—No Short Circuits — 
@ Easy to Attach 
© Uninterrupted Service 
®@ Safer for Public Use 


Write for complete Information 


WATERBURY COMPANIES, INC. 


FORMERLY WATERBURY BUTTON CO.., EST. 1812 
SUPERIOR AVE., WATERBURY, CONN.) 
| 











For PATCHING, 
MENDING, REPAIRING 


USE 


TEHR-GREEZE 


Fabric Cement 


A tough, versatile adhesive with 
a thousand uses in the home, in 
the repair shop and on the farm. 
Works equally well on clothing. 
awnings, grain bags, burlap bags, 
tents, binder canvas, window 
shades, cotton material, harness, 
handbags, luggage, suitcases, belts, overshoes, golf bags, 
footballs, shoes, auto upholstery, furniture and many 


other items. 

EASY TO USE 
Just spread a thin coating with a paddle or knife, press 
pieces firmly together and allow to dry. They will not 


peel or tear. 
WATERPROOF 


Tehr-Greeze will not leosen even when washed. Avail- 
= in conveniently sized containers. Write for trade 
ices. 


VAL-A COMPANY 


Mansfacturers of RUSTOFF 
700 W. Reot Chicago 9, Ill. 
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MISS THIS MARKET— 








The Merchandise Mart’s 


INTERNATIONAL HOME 
FURNISHINGS MARKET 


January 7th to 19th inclusive 








: But Don't E Miracles! 

rf ut Dont Expect Miracles: 
No home furnishings buyer can leaders of the industry and the key 

mt afford to miss The International retailers who help create new buy- 

with Home Furnishings Market at The ing trends. You will thus be able 

ve in Merchandise Mart January 7th to to base your own buying and mer- 

eine, 19th inclusive. chandising plans on a clear concept 

ha a This, America’s first major of what’s ahead. 

ress, post-war market will give you the Yes, there will be merchandise 

— picture of things to come—new ma- _—_available—but don’t expect mir- 
terials—new designs—new mer- acles. Conversion takes time. But 

ie chandise. it will be a Market you'll certainly 

not Here you will meet the creative be glad you didn’t miss! 

Avail- eeeettttnt ary 

trade 

i Centered for Efficient Buying and Distribution 

foal CHICAGO 
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CAST IRON 
KITCHEN 
UTENSILS 


Griswold No. 8 Skillet 
Griswold No. 6 Skillet 


Griswold No. 8 Dutch Oven 
with Glass Cover 


Griswold Corn 
Stick Pan 


S ALWAYS, Griswold Cast Iron 
Kitchen Utensils are in demand ... For 
more than 80 years the women of the 
world have prepared palatable and nu- 
tritious meals in Griswold Cast @: 


Iron Ware. 
Ca 
Scorn oo 


MILLIONS OF WOMEN KNOW GRISWOLD 





THE GRISWOLD MFG. CO.” ERIE, PA. For FO Years The Mark of Quality 
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Manvts 








‘““Sweett Music” 
! ANYSIME 


/Be it heralded by timid, tiny L&H is looked upon with such high 


Ainklings—the full, booming tones) , favor by so many cooking-wise housewives? 






of mellow chimes — the iron-tem- Up-to-the-minute L&H ranges have 


pered clang of a cast iron bell — time and temperature features for even, 





Re ere “fi ; 
or the cheerfully vocalized “Soup’s positive control of cooking goodness; many 


9 2.9 4 ——: . ; . ° . 
On”, it’s sweet music because it’s mealtime. labor-saving devices for cooking ease; use- 


But mealtime is more than another home- approved advantages that simplify many 


spun episode in enjoyable eating. It is the sunditions extivitios 
climax that reveals mother’s most satisfying : ; l 
And there’s sweet music for appliance 


answer to healthy hunger. \ 

merchants, too — sales, profits, prestige, 
But what went on before the delight- goodwill — a package that is yours when 

ful climax? Planning and preparing, cook- you sell L&H cooking and heat- 

ing and baking! For more than 70 years, ing appliances. Just tell us you 


housewives have looked to their L&H like the sound of a tuneful cash 





} ranges to add the dependable touch to their __ register and we’ll show you why 
finest efforts. Is it any wonder, then, that L&H means sweet music anytime. iy 























THE SHERIDAN 
ELECTRIC 


THE BILTMORE 
WATER HEATER 


J. LINDEMANN & HOVERSON CO. 


MILWAUKEE 7, WISCONSIN We. 


Manufacturers of ELECTRIC RANGES + ELECTRIC WATER HEATERS + GAS RANGES + GIL STOVES + PORTABLE OVENS + Gil HEATERS + WicES 





DECEMBER 6, 1945 221 
































Passified Advertising Rates 











Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words...... . $5.00 
All capitals, maximum 50 words..... 6.00 
Each additional word..... ease 10 


Positions Wanted 
(Special Rate) set solid, maximum, 
FD GOED ccccccccoccccsce cccccece 
Each additional word......... 
Allow Seven Words for Keyed Address 
er Your Address 








BOXED DISPLAY RATES 
$8.00 Per Column Inch 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 
5% discount fer 4 er mere insertions 


Due to the special rate, these discounts do 
net apply on Pesition Wanted Advertise 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Cata- 
., will not be forwarded to box 
number advertisers unless 

sufficient postage for remailing. 
HARDWARE AGE is published every 
other Thursday. Classified forms close 15 
days previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 








= — 


AVAILABLE JANUARY 1. IN EXECU- 
riVE CAPACITY—Man, age 50, broad busi- 
ness experience, as your Branch or Sales Mana- 
ger Past training includes accounting, credits, 
hardware selling or distrihution, with legal edu- 
cation. Plenty of drive for getting things done, 
If good character, deep sense of loyalty, respon- 
sibility with foregoing qualifications are what you 
want, then let us negotiate at once. Address Box 
K-366, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 


POSITION WANTED AS BUYER OR 


EXECUTIVE. Experienced shelf, builders’ 
hardware, tools, machinery, housefurnishings, 
garden, mill supplies, capable general manage- 


ment, systematizing, perpetual inventories, sales 
promotions, reorganizations, personnel. Definite 
executive capabilities, college education, versatile, 
adaptable. Married. Jewish, presently employed 
as buyer wholesale distributors. State Details. 
Address Box K-365, care of Harpware Acer, 100 
East 42nd St.. New Yorke 17, N. Y. 


PURCHASING TWENTY YEARS IN 
MARINE FIELD, Shipyard Operating and 


Maintenance Supplies, also Ship Material. De- 
sires Connection with shipyard, manufacturing 
concern, mill or railroad where knowledge of 
overhead materials and sources is factor. Refer- 
ences Address Rox K.364, care of Haroware 
Acer, 100 Fast 42nd St., New York 17. N. Y. 


RUYVER 1 


VEARS GENERAL BUYING 
EXPERIENCE in hardware, tools, plumbing 
material and equipment, lumber. paints, electri- 


cal lighting supplies and equipment, related con- 
struction items. Knowledge of cost accounting 
and office management. Desire permanent con- 
nection with wholesale or retail firm. Write 
Box K-353, care of Harpware Ace, 100 Fast 
42nd St.. New York 17, N 


MAN WITH 
PERIENCE in hardware, plumbing supplies, 
toels and milf supplies. Six years road experi- 
ence preyious to war period, would like connec- 
tion with reliable jobber representing any of 
above lines in Mid-Atlantic or New England 
territory. Address Box K-347, care of Harp- 
se Ace, 100 East 42nd St., New York 17, 


MANUFACTURER’S REPRESENTATIVE 
WANTS ADDITIONAL LINE for New Eng 
land. Interested only in proposition of real merit. 
Address Box K-360, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y. 


TWENTY-TWO YEARS’ EX. | 


GOOD JOBS FOR DISCHARGED SERVICE 
MEN. ‘Three men wanted for responsible travel- 
ing sales work, Four to six months training at 
Toledo office with pay. Then call on trade with 
large line of farm and poultry specialties (every 
thing from leg bands to prefabricated buildings) 
proven popular and well advertised for ready 
acceptance. Such famous products as “Warner” 
Brooders, “Premier” Peat Moss and “Skyline” 
Houses included. Write letter giving age, if 
married, pre-war experience, other data and send 
photo. Immediate reply should be mailed A. W. 
Aumend, Sales Manager, The National Ideal 
Co., 906 N. Summit St., Toledo 4, Ohio. 





SALESMAN: HANDLE FULL LINE OF 
Plumbing Specialties on commission basis. Ad- 
dress Box K-363, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 





SALESMEN WANTED TO CARRY PAINT 
ITEMS IN GREAT DEMAND, as a Sideline. 
State experience and territory. Reference re- 


quired. Radar Paint Co., 139 Front Street, New 
York 5, N. Y 
WANTED — SALESMEN CALLING ON 


Hardware Dealers and Lumber Yards to Sell 
Medicine Cabinets as a side line. The following 
territories are open: New England, North and 
South Carolina, Florida, Georgia, Alabama, Mis- 
sissippi, Louisiana, Arkansas, Oklahoma, Texas, 
North and South Dakota. Address Box K-356, 





care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y¥. 
RESIDENT EXPERIENCED REPRESEN- 


TATIVES WANTED NATION WIDE by Old 
Well Established Wholesale Hardware House to 
Call on Retail Trade Handling Hardware. Fiye 
per cent commission @n original orders and di- 
rect repeat orders. No objection to you carry- 
ing non-conflicting side lines. Write Chas. Wei- 
land, Inc., 149 Chambers St., New York, N. Y. 





MANUFACTURER! WE ARE THE REP- 
RESENTATIVES YOU WANT in Illinois, In- 
diana, lowa, Minnesota and Wisconsin. Capi- 
talize on the combination of youth and experience 
we 3 men have to offer. Be assured of aggres- 
sive competent representation. Your line will 
not be a sideline to us. Address Box K-313, care 
2 . om Acer, 100 East 42nd St., New Yerk 





MANUFACTURERS! 
TISED LINES WILL RECEIVE [Intelligent 
and Aggressive Representation in New York, 
New Jersey and New England. Sales Organiza- 
tion Now Selling Leading Mill Supply and Hard- 
ware Houses in this territory. Full coverage as 
sured. Address Box K-370, care of HarpWwarr 
Ace, 100 East 42nd St., New York 17, N. Y. 


YOUR ADVER.- 





EXPERIENCED HARDWARE BUYER 


and Mana seeks Position with re- 
sponsible jebbing heuse, in the Middle States, West 
or South. Has had long, successful experience selling 
and buying heavy, general agricultural hardware and 
plumbing geods. Age 45, married, good health. Ex- 
cellent references. 
Address Bex K-350, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








Distribution—Present and Postwar 
Established—Reliable— Aggressive 


Selling Agents - 


New York - Philadelphia - Detroit - Chicage - Cleveland - Louisville 
Covering all classes of jobbers. We will carry the 
accounts or you can bill direct. 








Write for further information and references 





| 
wena 


EX ARMY OFFICER, WITH 25 YEARS’ 
SELLING AND MERCHANDISING EXPERI- 


ENCE IN THE HARDWARE FIELD, DE 
SIRES MANUFACTURERS LINES _= AS 
WEST COAST REPRESENTATIVE _ IN 
ELECTRICAL GOODS, CUTLERY, HARD- 


WARE, SPORTING GOODS, TOYS AND 
HOUSEHOLD ARTICLES. NOW LIVING 
IN THE EAST. WILL BE GLAD TO HAVE 
A PERSONAL INTERVIEW. WHAT HAVE 
YOU TO OFFER? ADDRESS BOX K-361. 
CARE OF HARDWARE AGE, 100 EAST 
42ND STREET, NEW YORK 17, N. Y. 


FOR SALE—NEW STILLSON WRENCH 
PARTS. We offer large quantities New JAWS 
and HANDLES wrench sizes six to eighteen 
inches, Also three hundred sets Beaver No. 41 
Adjustable Pipe Dies threading 2%” to 4” pipe. 
Prices under present ceiling prices. [mmediate 
shipment. Marine Metal & Supply Co., 167 
South Street, New York 7, N. Y. 


LINES WANTED FOR NEW ENGLAND 
ANI) NEW YORK STATE By Experienced 
Sales Organization. Well Acqyainted with 
Hardware Automotive, Electric Supply Jobbers 
and Chains. Boston Showroom and Warehouse, 
Wun and Bradstreet rated. Address Perkins 
Sales Co., 610 Newbury St., Boston 15, Mass. 


MANUFACTURERS’ AGENTS WANTED 
Calling on Hardware, MHousefurnishing and 
Plumbing Supply Jobbers, Chain and Depart- 
ment Stores for Well Established Bathroom- 
Fixture Line. Exclusive territories, commission 
basis. Thorough, active coverage. References re- 
quired. All territories open, except New York 
and New Jersey. Address Box K-373, care of 
Harpware Acr, 100 East 42nd St., New York 
ie Se 


MANUFACTURERS’ AGENT: CEN- 


TRALLY LOCATED—Bergen, Passaic, Rock- 
land and Orange Counties—Desires Additional 
Lines for hardware, automotive and house fur- 


Will Stock Quick Moving Prod- 
ucts of Established Manufacturers. Successful 
sales record. References. Address Box K-367, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 


nishing stores. 





MANUFACTURER’S REPRESENTATIVE 
Calling on Jobbers, Department Stores, Chains 
and Appliance Distributors, Could Handle One 
More Good Line for Lower Peninsular of Michi- 
gan. Address Box K-359, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y. 


SALESMEN-REPRESENTATIVES 


We Require Representation In All Territories. o- 
. For a 
Sti 





Those With a Good Following Need Apply. 


OSTER LEATHER COMPANY 
87 Frankfort Street New York, N. Y. 
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Classified Opportunities Section... 








WANTED 
SMALL MANUFACTURER 


with National Outlet to Manufacture and Dis- 
tribute Unique Lawn Tool retailing for less 
than $1.00. 
Address Box K-374, care of HARDWARE AGE, 
100, East 42nd St., New York {7, N. Y. 














[SIDELINE SALESMEN WANTED! 


We offer prompt shipments on 
aofe bee ie CABINETS 

WASTE BASKETS—PINUP LAMPS 
SHOVELS—DUSTPANS, ETC., c. 


The Walter S. Kraus Co. 


Woodside New York 








WANTED—REPRESENTATIVE 
To Sell Jobbers, Chains and Department 
Stores on Fast Selling Toys and House- 
ware Items, and Liquid Soap. Advise Ter- 
ritory you cover. 


Address Sales Manager 
301 Forest Avenue, St. Louis 19, Misseuri 








ARMY MAJOR ON INACTIVE DUTY, ESTAB- 
LISHING SALES OFFICE IN LOS ANGELES 
to represent Eastern Manufasturers of Hardware and 
Industrial Supplies, California and Arizona. Twenty- 
_ years’ experience, sixteen years on the Pacific Coast 
8s Manager of Sales for a —_ distributor of Hard- 
wate, Industrial ——s a Metals. Acquainted with 
Jobbers, Distribut: Steel Warehouses, Manufactur- 
ing, Aviation, Public r Dtility, Oil and Railroad Buyers. 
Address Box K- eare of HARDWARE AGE 


100 East 42nd St., New York 17, N. Y. 


TO MANUFACTURERS 
OF HIGH STANDING 


A Ready Made Efficiont High Speed Sales Organ- 
wey Covering All Or Any Part of The Pacifie Coast 

8 At Your Serviee. For Action, Address ALAN P. 
oLine AND ASSOCIATES, 116 New Montgomery 

St., Gan Francisco &. Calif. Manufacturers’ Repre- 
sentatives Covering the Wholesale Autometive, Hard- 
ware and Chain Stere Trade. 








WANTED 
ADDITIONAL ITEMS TO SELL 


to Hardware Jobbers, Chain Stores, Department Stores, 
and Mail Order Houses in Ill., Mich., Ind., lowa, 
Wisc. and Minn. Have estabil contacts with major 
accounts of twenty years standing. 


JENWOOD SALES 
221 N. LaSalle St. Chicago, Illinois 








KENTUCKY 


Former General Manager of Louisville Com- 
pany... sales minded . . . just starting up 
as a Manufacturers’ Agent . . . desires Lines 
for the Louisville trade area. 


PRACTICAL PRODUCTS 
416 W. Jefferson St., Louisville 2, Ky. 





SALESMEN WANTED 


ys Ohie Manufacturer Has Outstanding New Item 
homes and buildings of all types for sale to 
Wouseturtshing and Department Stores, Hardware 
and Lum Stores. Several territories open te right 
parties. Commission basis. Automobile necessary 
Write for details, giving connections, experience and 
reference. 
THE AKRON PRODUCTS COMPANY 
204 Second National Bidg., Akron 8, Ohio 








FIRST ARGENTINE CONCERN 


is interested in Contacting American Manu- 
facturers to act as direct buyer and commis- 
sion agent for the selling of their products in 
his territory. Write to 


MIRAG, CASILLA CORREO 2653 
Buenos Aires, Rep. Argentina 








EXPORTER 


Well represented in Central and South America de- 
sires Contact with Manufacturers of Smali Tools, Files, 
Pliers, and Similar Articles Suitable for Hardware 
Trade. Export Details and Payments will be taken 
are of by us. 


Address Box K-281, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 








DISTRIBUTORS WANTED 


MANUFACTURER OF AN OUTSTANDING LINE 
OF KITCHEN ELECTRIC VENTILATORS, BOTH 
WALL AND WINDOW TYPE, IS SEEKING AG- 
GRESSIVE DISTRIBUTORS THROUGHOUT THE 
UNITED STATES WHO ARE IN A POSITION TO 
COVER ALLOTTED TERRITORY AND CARRY 
STOCK. WE ARE INTERESTED IN DISTRIBU- 
TORS WHO CONTACT BUILDERS, BUILDERS’ 
SUPPLIES, HARDWARE, LUMBER AND ELEC- 
TRICAL APPLIANCE DEALERS. GIVE ALL IN- 
FORMATION IN FIRST LETTER AS TO TERRI- 
TORY COVERED, NUMBER OF SALESMEN 
TRAVELING AND LINES CARRIED. NO OBJEC- 
TIONS TO NON-CONFLICTING LINES. THIS IS 
AN OUTSTANDING OPPORTUNITY FOR LIVE 
DISTRIBUTORS AND MANUFACTURERS’ 
AGENTS. 


Address Box K-360, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











ELECTRIC APPLIANCE 
& HOUSEWARE LINES 


for EXPORT 


ARROW EXPORT CORP. 
60 Beaver St., New York 4, 


with its established world wide sales 
organization solicits offers of manu- 
facturers of electrical appliances 
and houseware lines. 











MICHIGAN 


Our business is selling — not just erder 
taking. 

One salesman had 8 years of general 
Hardware and 4 of mill supplies, the bal- 
ance have had shop experience. All have 
been selling for years. 

No ealesman handles more than three 
lines and then not always to the same in- 
dustry. 

Have acted as manufacturers’ representa- 
tives but will now consider consigned stock 
or will be a wholesaler if we have the line 
exclusive in our territory. 

We contact Architects, Heating and 
Plumbing Engineers and sell production 
items to manufacturers, specialities to job- 
bers of plumbing materials, HARDWARE 
MERCHANTS and others. 

Do not handle competing lines ner de we 
act as brokers. 

Prefer quality items in tools, eutlery, etc., 
but will consider anything of merit espe- 
cially if sold to the independent Hardware 
merchant. 

What do you want sold and how do you 
prefer the accounts handled? 

Address Box K-291, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 
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PROGRESSIVE 
WHOLESALE COMPANY 


Wants Lines for Texas and Southwestern Ter- 
ritory . for Distribution through Hardware, 
Paint, ‘Building Supply, House Furnishings and 
Automotive Dealers, etc. Dun and Bradstgeet 
rating. Write Springfield Advertising Agency, 
1707 Main Street, Dallas |, Texas. 








Here's a HOT item! 


DeLuxe Stand especially designed for Xmas trees 
but has many other household uses. 
te 8 in. diam. 

set-up, small storage. 
good profit. Dollar bill for sample, folder and prices. 


C & J NOVELTY CO. 


917 S. Eighth St., Alhambra, Califernia 














WANTED IMMEDIATELY 
HANDLES 


(DUMMY-LOCK SETS WITH KEYS) 
SUITABLE coe SronAses CABINETS 
LARGE QUANTITIES 


STANDARD STEEL 
117-20 14th Road, College Point, L. |!., 
Phene Flushing 98-8090 


N. Y. 








STAINLESS 
STEEL SOUPSPOONS 


Approximately 300 Gross, First Choice, made 
to Army Specifications; Packed 5 Gross per 
Wooden Case; immediate delivery; splendid 
opportunity. 

Address Box K-37!I, 


care of HARDWARE AGE 
100 East 42nd St., ‘ 


New York 17, N. Y 








We are Discontinuing Business and Have the 
Following Items to offer: 

HELLER FIXTURES AND EQUIPMENT 
BOWSER SELF-MEASURING PUMP AND 
STORAGE TANKS 
LARGE JR. EDGER GLASS MACHINE 
Address Box K-362, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











Announcing the Organization of the 


CRANDALL - RICKER 
SALES CORPORATION 


incorporated under the laws of the State 
of Missouri to represent manufacturers in 
Central and Mid-Western States. 


MANUFACTURERS 
LINES SOLICITED 


Address: 1302 Paul Brown Building 
St. Louis, Missouri 
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FINISH: Green Enamel. 


POST: High carbon welded steel 
tube. (Four times stronger than 
common black pipe.) 7 feet 
long x 1 ¥2-inch diameter. 


HOOKS: New design, strong, 
heavy, with plenty of line space. 


SOCKET: New design, strong, 
heavy, with plenty of line space. 








PACKED: Four complete posts 
wrapped in heavy waterproof 
paper 


WEIGHT: 56 lbs. per set of four 
posts 
ORDER THROUGH YOUR WHOLESALER 


Immediate Delive 


CHENEY METAL PRODUCTS CO. Dept.H Trenton. N. J. 












BENGAL’S PURE TINTING 


COLORS-IN-OIL 


LOW PRICED TO DEALERS 
We aim to keep BENGAL’S Colors-in-Oil the 
finest colors in America. High tinting strength, and 
true tones. 


Priced very low, because of our mass production. 
Attractive labels. Prompt shipment. In 14-pints and 
quart cans. 


FREE 


Jobbers—Write for special offer 


BENGAL CO., 214 St. Nicholas Ave, N. Y. 27, Nv. Y. 

Reliable —Clean Cutting 
Long-Lived 

The Choice of Professional 


Hairdressers for over 
three generations. 


Write TODAY for free 4-pint sam- 
ple and dealer prices and discounts. 





















BROWN & SHARPE MFG. CO., Providence, R. I. 


BROWN & SHARPE 


ee Lae a 


Genwi" DOMES f SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
40c SET - 10c SET- 10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
""Domes of Silence" 





















Domes of Sil — Insulated Cushion Glides 





For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 













OQundex Sic fidwertinen 








A D 
A-M-R Chemical Co.. cesevee OB] Daiglish & Company, J. M...... 3 
Acme Products Company ........ 206) Damascus Steel Products Co.... 2% 
Acme Shear Company vsseessee 53] Darra-James Corp. ............. 153 
Adirondack Chair Co... ---++ 196) Davis & Newcomer Elec. Elevator 
Aermotor Compony ............. EL A  itaeeds rea teensaswedseests. 206 
Allen & Co., Inc., S. L. oo 22} Dazey Corp. ...............000-. 195 
Allen Mfg. Co., Hartford, Conn. 201 | Dearborn Stove Co. ............ 153 
Amalite, Inc. ...s- 197| Delta Manufacturing Co. ........ a 
Ambroid Co. .. 190| Diamond Calk a yen &...:. 2 
American Chain & Cable Co. ... 04| Dietz Co., The R. E ............ 187 
American Fork & Hoe Co......... 109| Dixon Crucible he Joseph..... 205 
American Grease Stick Co....... 50| Dobeckmun Company, The....... 187 
American Manufacturing Co. .... 2 Domes of Silence ..............:. 224 
American Mocsuring Instruments Dunbar Glass Corp. ............ 6 
Corp. ... 78 | Duo . ge Div. of Motor Wheel 
American Sponge 4 Chamois Co. 186 | COPD. «2... eee eecereeeeeeecereees 
Arcade Manufacturing Co. ...... 202 Durham Co., Donald .......... 1% 
Armstrong Bray & Co........... _ 19 | Duro Metal Products Co......... 7% 
Armstrong Bros. Tool Co......... 114] Dustmaster Corp. Cvecseccoseooces 217 
Associated Manufacturers, Inc... 179 
te Tg Be Mince ccecccdscnes 207 | E 
Atlas-Ansonia Co. .........seeeee 164 | 
Automatic Products Co. ......... get Meee A, Bee oi ck ccswiivacess 169 
Eclipse Moulded Products Co... 68 
5 Economics Laboratory, Inc. ...... 188 
a Ee 211 
Baker Manufacturing Co. ...... 174| Electric Sprayit Co. ...... . 7 
Barcalo Manufacturing Co....... 133| Electro Line Products Co... - 4 
eS Se Oe 122 — ee Co. és. . 194 
Bengal Co. .... th ckdesa ee erprise_ Manu peal ° 
Sed & TN san ddosnnk inde Tee Mien, GUe «.... - 
Boss Manufacturing Co. ......... 173 
Boston Woven Hose & Rubber Co. 12! F 
Seige Hdwe. Mfg. Corp., 
ivvescemnadende 163| Federal Tool Corp. ............. 4 
ad & Sharpe Mfg. Co........ 224 | Filter-Kleen Mfg. Co. ........... 205 
Bruno Tools ....... cceceseeese 78| Fleur-O-Lier Manufacturers ...... 218 
Buckeye Aluminum ‘Co katbebenons 56| Flint & Walling Mfg. Co., Inc.....37 
Burgess Battery Co. ........-.... 170 | Florence Stove Co. ............. 141 
Burpee Co., W. Atlee .......... 179 | Forsberg Manufacturing Co. ..... 190 
Bushman Saw Div. ane: Steel Franklin Glue Co. ............+.- 206 
Warehouse) Fulton Bag & Cotton Milis....... 183 
| ” bs G 
Caloric Gas Stove Works 10-11 
Gente theaatcn On... AES ae 
‘Camillus Cutlery Co.... .. 139] Lamp Division ....... 2 
Carnegie-Iilinois Steel Corp.... 77 General Steel Warehouse Co. 
Cayuga Motors Corp. . 78 (Bushmon Saw Div.).... ios ae 
Century Metalcraft Corp. . 209| Gillette Safety Razor Co. ... 5! 
Champion Hardware Co. . 78| Gilmer Co., L. H........ 202 
Champion Motors Co. .. . 46| Glad Rag Products Corp. . . 166 
ss ~ Enea Implement & ae. Globe Sporting Goods Mfg. Co. 70 
198 | Goldweber, Bernard ... . 189 
Me Manumer Corp., Money... 165} Goulard & Olena, Inc.. +e 
Cheney Metal Products Co. 224 Grainger, Inc., W. W. ... 24 
Chicago Die Casting Mfg. Co... 202) Grand Specialties Co. ...... 200 
Chicago Roller Skate Co. .-» 189] Sseenlee Tool Co. ..... "mg 
Chicago Spring Hinge Co. 197 | Griswold Manufacturing Co.. ios 
Chicago Wheel & Mfg. Co. 172 
Chicopee Manufacturing Corp.... 212 
Clark Manufacturing Co., J. L... 201 H 
Clark Co., J. R.. ae, 
Clayton & Lambert Mfg Co...32, 203 roe nea nic ge mn aa 
Clemson Brothers, Inc. ae te ‘ ee ees 
amilton Beach Co. .. 
Cleveland Cap Screw Co 43 nts Gate 26... 198 
Cleveland Chain & Mfg. Co...... 127 tea s 
“ Hardware Age 
Collins Company . --» 184 Builders’ ll Book ... . 204 
Columbian Rope Co vee 145 Inventory Sheets ...... 
Collot Supplies, A. M. 196| Harrington & Richardson Arms 
Columbus-McKinnon Chain Con. 142 UN bpd Accaie nee edad <ocdcas 23 
Congoleum-Nairn Inc. ........... 31] Hartford Element Co. ...... ae 
Congress Die Casting Div........ 198| Hartwell Engineering Co. ...... # 
Conklin Pen Co. . ; is Jess SEE EI grevedscccenn i = 
Connecticut Valley Mfg. Co. 153 | Hazard Insulated Wire Works. . 
Consumers Glue Co. 198| Heller Company .......... Be 
Corbin Screw Corp. . 115 | Hiflex Co., Inc. ...... Ponce | ae 
Crandall & Kelsey .. ss.» 206] Holt Manufacturing rr 167 
Crescent Bronze Powder Co. 72 | Horrocks-Ibbotson Company .... 38 
Crescent Tool Co. . .. 79%| Huenefeld Company, The ....... 228 
Cross & Co., Inc., W. W........ 190| Hyde Manufacturing Co. ........ 188 
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FINEST QUALITY - LOWEST PRICE 





OQundex SJo Adwertiners 





Independent Lock Co. .......--+- 87 
Indiana Steel & Wire Co......... 192 
International Appliance Corp.. pooes 69 
J - 
Jackson Manufacturing Co. ..... 158 
Jacobus’ Sons, Inc., A. G. ...... 187 
Judd Co., Inc., H. Le ...------+- 30 
K 
Kaul Importing Agency, Inc., Leo 209 
Kay-Tite Company ...........+++. 05 
Keuffel & Esser ee ree 63 
Keystone Steel & Wire lis ccecci an 


Knapp-Monarch Co, 5 
Kraus Mfg. Co., Charies E....... 201 
Kromex Corp. 20 


L 
Laboratory Products Corp. ...... 159 
Lake Chemical Co. ............- 153 
Lamson & Sessions Co. ......... 80 
a Perey rrrrrrrtrre 215 | 
Larson Co., Charles O......... . 193 
Lasting Products Co. ........... 147 
Lavelle Rubber Co. ............. 40 
Leech Products Co. .............- 206 


Ss Oa 192 
Letraw Manufacturing Co....... 208 
—_ Engineering & Mfg. Co., 


34 
Libbey-Owens- Ford Glass Co.. 14 
Liberty Distributors ............. 81 
Lindemann, A. J. & Hoverson Co. 221 


Lowell Manufacturing GS <csces 178 
Lufkin Rule Co., The ........... 195 
Lyman Gun Sight , eeureninn 159 


ope Car Corp. . 
etc Tool Manufacturing Co. 199 
' 


nen Tackle Co. ............ 1S? 
— Bowman & Co......... 117 
Marshalian Manufacturing Co... 193 
Marshalltown Trowel Co. ........ 207 


Martian Products, Inc. .......... 189 
Mascot Stove Co. ............... Is 
Mason-Williams Co. .......... 80, 218 
Master Industries, Inc. .......... 13 
waves Brothers Tool Mfg. Co., 
idehines and Co., Inc., E. J.. 16! 
MeGill Metal Products | 186 
Mell-O-Chime & Signal Co...... 128 
Merchandise Mart .............. 219 
Mercury Aircraft, Inc. ........... 48 
Metal Textile Corp. midbaksceuccas 207 
Michaels Art Bronze Co.......... 149 
I en ans isadeccnes 185 
Sn eae ae 225 
Miller, Inc., Robert E............ 224 
Millers Falls Co. ............... 205 
Milwaukee Lace Paper Co........ 32 
LE eae 189 
NG er hci dadanae Ds ssa 208 
Monarch Hdwe. Div. (Clayton & 
Lambert Mfg. Co.) ........... 
Moore Enameling & Mfg. Co.. 66 
Moore Push + - ‘Dy Sree : 207 
Mortell Co., 4 vedineaenuKige 191 
Morton Salt Me I 
Multi-Kwik Co.-Div. of Radiobar 
se 2 eee eee 
Myers & Bro. Co., F. E.......... 158 
N 
National ideal Co., The......... 
Notional Lock Co. ........ 
National Manufacturing Co 


National Metal Products Co 
Neatslene Co. ............. 
Nelson Manufacturing Co., L 
New Plastic Cor 
Nicholson File 








North Bros. Manufacturing C 
Nott Manufacturing Co. : 
i) 
Ohlen Bishop Mfg. Co. ........ 225 
Okonite Co., The ......... . 
O'Malley Valve Co., Edward .... 129 
Oster Mtg. Co., John .......... 52 
P 
Pacific Plastic & Mfg. Co., Inc. 8, 197 
Pearl-Wick Corp. .......-s0e+0++ 21 
Pennsylvania Rubber Co. ....... 71 
Pennsylvania ——— Goods Co. 22 
Perfect Mfg. Co., The........-... 196 
Perfection Stove Co. ...........- 57 
Phoenix Manufacturing Co. ..... 46 
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| Pioneer Gen-E-Motor Corp....... 203 
Plastic Molded ane Co...... @ 





PRECISION 
GUN BRUSHES 


Phoenix Table Mat Co., Inc...... 135 








vases, Ghe., H. &.......... —e 
Prentiss-Wabers seeds Ce...<.5 
Preventhem Co. ...... . 224 


Pyrene Manufacturing Co... — 
R 


Radiobar Co. of America (Multi- 

Kwik Co. 
Red Devil Tools : 
Reflecto Letters Co. . patches ane 





Phosphor-Bronze or Bristle 


All popular sizes for rifles, shot- 
guns and revolvers. 







Ask your jobber—or write direct giving name of your jobber. 






nc goog my ym +" ince = 
Mlegel Testlle Corp. --........! THE MILL-ROSE COMPANY 
Riteheat Regulator Co. 10-15 CLEVELAND, OHIO 






BRUSH SPECIALISTS FOR 25 YEARS ~* 






Rite-Way Products Co. ‘- an 
Rittenhouse Co., A. E. os ae 
Rival Manufacturing Co. 

Rochester Can Co......... 
Rockford Brass Works ........... 206 
Rolyan Metal Products 
Rubberset Co. 





seas to GIVE Service 





Russell & Erwin Mfg. Co. a gaditod 
Ryerson & Son, Inc., Jos. T...... 191 | 
s ...not require it! 
Safeway Chemical Co ....... 193 v1 aap . 1? 
St. Louis Cordage Mills........ es ° , The improved “Dixie- Maid 
Sametz, Inc., St. Louis .......... 214 \ 
Samson United Corp. ........... 25 i\ 
Sargent & Company ........... 74-75 \\ is L Ee CT RI . - be U RN 


Sav-U-Time Sales Company, Inc.. 143 
































Schollhorn Co., William ........ 151 i\ Quality components and rugged  con- 
Sharon Bolt & Screw Co.......... oa 4 A struction make Dixie-Maid Electrie 
Shelby Spring — Co.......... N : Churns five long, trouble-free service. 
Siebring Mfg. Co. ........... 196, 20 \ Recent improvements include Jarger, 
Silent Sioux on feoner Corp.. \ reund Splash Plate, Recessed Supporting 
Sinclair Industries ...........+++.. 2% \ Arms and heavier Cord with Switch, es 
Slaymaker Lock os eceseseees 207 \\ \ illustrated. Slow-speed, Heavy Duty Mo- 
Smith Corp., A. O. (Stoker Div.) 7 ~ tor. Thumb-screw adjustment to fit 3 to 6 
Socony-Vacuum om Co., Inc...... 216 \ dal. containers. Agitates all the milk— 
Sonneborn Sons, L. ..........---- jo MADE AND > 7} makes more butter faster. Production 
Southern Electric Products ....... 225| GUARANTEED 3 now being expanded. Sold thru jobbers 
eee — Mfg. Co., The = BY enly. Descriptive folder on request. 
Spradling's BBs. scncccccceccacce - 
Standard Horsenail Corp. ....... 158 ‘ ¢ 
Malis MAUR oct neasonccoscsoves ME SOUTHERN ELECTRIC PRODUCTS, Anderson, S.C 
Stevens Walden, Inc. .........-.- 176 
Stewart Iron Works .............- 42 | 
Superior Electric Products re. 80 | — — — 
Superior Fastener Corp..... . 196} ‘\ 
Swift & Co. "'Vigoro Div." . . 158 | 
Sylvania Electric Products........ 60 
T 
| 

Tel-O-Post Co., = aimateaeaien 27 | 
Templeton, Kenly abt dmann 196 | 
Tennessee Valley Anociated | 

—— Sasdodvessseaeaeoets y 
Textile MD: sce degeansesesucivese | 
Thermal Co. ........scccsecvesess 193 | “a “l . 
Tetee Dg ga = ig eee 30) The B- 8 - Choice of Carpente rs 
ee pera io tees | One of Ohlen-Bishop's most popular models. Sturdy, 
Twix Manufacturing Co., Inc...... 196 | wide blade, bevel filed teeth, four gauge taper 
Tyler Fixture Corp. ...........+++ 206 | i = 

2 ground for smooth cutting. Stock this "Greyhound 
leader. 

Union Hardware Co, ..........-- 38 | 
Union Steel Products Co congsess 4 OHLEN - BISHOP 
United States Electric ig. Corp. | 
United States Steel Corp. ....... 77 MFG. COMPANY 
United ere ~e ADLER sl 901 Ingleside 
Upson Brothers, Inc............... 
Upson-Walton Co. .......-.++55. 131 | . Columbus, Ohio . A 
Utica Drop Forge & Tool Corp.. saa 


Utility Appliance Corp........... : 





v 
“VITAL CAULKING GUNS 
Vaco Products Ce. ...ccccscveces be 
Val-A Company ..........seee0+. si 
Vaughan Novelty Mfg. Mag oiiedodal 80 HAVE NO EQUAL 
Vital Products Mfg. g WB cckss 225 





Vichek Tool Co. 






‘ete PSION Potoe P00 


=i. ron 


Sereeeee err earn, Laicw 


18) Since 1912 these Orig- 
inal Glazing and Caulk- 





| ing Guns have ‘main- 
Waring Products Corp. ........ 20, 68 | tained their quality and . 
Waterbury Companies, Inc....... 218! leadership. Unsurpassed for use = cartridges or 
Waterman & Co., E. G.........- bulk t i. 
aes Industries peapecwaginctos 4 ulk materia 
Westfield Manufacturing bese 
Wilson-Imperial Co. .........+.-. ft A GUN FOR EVERY NEED 


_ "pecan 
Wonder tales Oe senses. 38 | All styles and sizes. Leakproof, easy to fill and operate. 


x | They help ee sell caulking compound and plastic material. 


wActe Crescent Products Co., Repeat sales tell the story. Write— 









cpenncsédesagedeesssens weet 167 
X-Pande Corporation ............ 154 The VITAL Products Mfg. Co. 
Yoder te 8 Gbskskasae 181 7500 Oulecs ase. Cleverene, See 


225 











on the PTB) Pecnce Stove 


: 
A big potential sales-maker that 
A . a a will be heading your way next 
year in time for summer display 
—just as soon as we can get 
N re) yA y A iF > them into sufficient production 


to meet the huge demand. 

They'll be more popular than 
ever . . . watch for them! 

“Dixie” Nozzles are built for hard use. They 

are ruggedly constructed of brass rod and 

heavy wrought brass . . . and yet are moder- 

ately priced. The ‘‘Dixie”’ is one of a complete 

line of Nelson Noz- 

zles. All Nelson a ee a 

sprinkling equip- ier Ses — 

ment is sold only Shut Ot— Immediate outlook for these best-sellers 

through Hardware te is even brighter. Some are already on 

Jobbers. WANN UH their way to dealers. However, there 



























won't be enough to meet full demands 





Hen ij iii! right away, but it won't be long before 
| Il HI supply equals demand. Fora profitable 
i Ht il a keep your eye on these old 

. MFG. CO. Tria tiends of yours. 
. MINS UNION STEEL PRODUCTS COMPANY 
PEORIA, ILLINOIS 126 BERRIEN STREET ALBION, MICHIGAN 


New York Showroom, 200 Fifth Ave. 





ARE YOU CASHING IN ON 
THE HEATING SEASON? 


Ai REGISTER 
Feature Gini SuIELDS 





Made of the finest steel ob- 


Sinclair Radiator Shields sell on sight. Housewives are buying tainable electrically tem- 


them for every room in their homes for cleaner heating and to 


save their drapes and walls. pered - ; » diamond point 
tested for hardness . 
Adjustable to fit any size of hot air register. Wall and floor Be ged beautifully finished and numbered separately 


models. Handsomely lacquered, steel construction. for easy reference in re-ordering 


Attractive counter displays available with orders. DASCO supplies a complete line in a wide 
; variety of dealer displays . . . these sales- 
making displays are furnished without 
charge. Send for literature today. 


Sold by Leading Jobbers 


Order from your wholesaler or write to 








. 





ee EER Gn gee co A SO eet 


Cass Avenue and Broadway 
ST. LOUIS 6, MO. 
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RED DEVIL TOOLS., IRVINGTON, N. J., U.S. A. 


Why not make RED DEVIL your source of supply for all 
PAINTERS’ and GLAZIERS’ TOOLS, MACHINES, ETC.! 








BOSS Kerosene Ranges excel in style and modern fea- 
Ug dalllalmelacelccMecolaNZ-lall-lalec-wmelale ME -terolatolii) Aa 1 (eC Ta 
oven door for visible baking—saves food, fuel and worry. 
Convenient shelf splasher and utensil compartment are 
elgeydlel-te Ms MULT iceol¥l-Mm ololect-tlella Mila iam M-\el) an comel(-tolak 

Nolo le-15-9m DY-1 0} om DEN ME g-Yo[o] collate Ml s\ @ ss Wel -Yol(-1anc-vold-st-lal cohilola 


reltolay 


THE HUENEFELD CO. CINCINNATI (25) OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 
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